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in Action 


This is how we test the stamina of typewriter ribbons 
in the F. S. Webster laboratory. The typewriter looks like 
any other typewriter except . . . it works automatically 
typing 80 words a minute... all day .. . every day. 
(It subjects a ribbon to a worse beating in one day than 


the average typist would in a week.) 


We test competing brands as well as Silk Star and other 
Webster ribbons. Test after test, comparison after com- 
parison reveals that the quality of Silk Star is unsur- 
passed ...in fact... no other ribbon outlasts 
or outperforms it. What’s more, the high 
quality of Silk Star is uniform . . . it’s always 


the same. 


That’s why you'll never have to take back 
any words of praise you say about Webster’s 
Silk Star Ribbons. It’s a brand you can sell 


with confidence and with profit. 


Webster’s 
Silk Star 
Ribbons 
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Here's Quality Control in Action 
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Here's quali 


Sell the profit line . . . Sell Webster’s Carbons and Ribbons 


F. S. Webster Company, 13 Amherst Street, Cambridge 42, Massachusetts 
Factory Branches in Chicago, Philadelphia, Pittsburgh, New York, San Francisco and Cambridge 
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Office Appliances 


Edited for Retailers of Office Supplies, Office Machines, Office Furniture 


Editorial Observations 


On August 7, VOL. 106 AUGUST 1957 No. ? 
John A. Gilbert, 
editor and publisher 
of OFFICE AP. IN THIS ISSUE 
PLIANCES, will 
have completed 50 Business Gift Seiling Starts with Display. A parade of ideas on 
years of service as a windows, advertising and special events 20 


member of the OA 
staff. In addition to 
adding a bit of 





Display Windows, Fashion Show Spark Office Furniture Gift 


avoirdupois, during the past half century Promotion. How it's done by an Indianapolis firm 24 
John has acquired a vast store of infor- 
mation and an interpretive understanding OA Offers Your Co-ordinated Christmas Merchandising Pro- 
of the oftice equipment industry. gram. The new kit can help in gift selling 28 
Of more significance, perhaps, than his 
knowledge of products, and companies, Planned Promotion Pays Off in Christmas Gift Business. The na- 
and trends, and merchandising methods, ; 
tion's dealers respond to OA survey 30 


is the wideness of his circle of friends 
and acquaintances in the industry. He is 
known everywhere, among dealers and 


OA Offers 10 Cash Prizes for Best Windows. A larger prize list, 


manufacturers alike, and can name peo- simpler rules defined for new contest 33 
le (together with thumbnail histories) 

ws coast ey The cy “¢ = Office Planning. The story of two installations by Storey-Ken- 
aliing names an ymnections has Deen . e 

: an worthy in Des Moines, lowa 35 


a continuous source of amazement to 
the other members of the OA staff. It 


: . ‘ ; 
was easy to get into the. habit of de- European Fairs Reveal Office Machine Manufacturers’ Impact 


pending upon his encyclopedic knowl- on World Market. A report from abroad by Charles Hoover 44 
edge instead of engaging in the ‘slower 
process of searching for answers in back Lake George Site Draws 250 to District 2 Meet 126 
issues or in the files. 
On fare occasions, during conversa- Lucky Seventh Meets with Mardi Gras Spirit 138 

tions basically concerned with business, 

has let < > pe tory slip ° , . 
John has let a little personal history shij Registration Tops 500 at Grossinger's 152 
into view. Sorting out and combining 

of the fragme -veale n ° P 
some of the fragments revealed Joh Tackaberry Now Heads Canadian Guild 164 


Gilbert as a young man applying for a 
job as a stenographer. The prospective 
employer was George Patterson, founder 


of OFFICE APPLIANCES. John was DEPARTMENTS 
hired, but he didn’t last long as a sten- 
nographer. He was promoted almost im- Accessories of the Month 40 News Notes 
mediately because Mr. Patterson, a speed Dates to Remember 122 Canada 194 
, Deaths 112 District 4 130 
typist, decided that he could type an- ree District 5 134 
swers to letters as fast as he could dic- aaron . District 6 148 
. Export Statistics 176 as 
tate Consequently, incoming mail was District 7 158 
: ¢ x < Guest Book 124 District 8 178 
divided into two piles etters requir- Mere ead There 14 District 9 194 
ing special answers, to be handled by Industry Meetings 76 District 11 186 
Mr. Patterson, and letters of a more Industry News 90 Golden State Travelers 190 
routine nature, to be handled by the new In Other Lands 72 a Press Time Bulletins 5 
employ Letters 12 atents 174 
! : Sales Stimulat 
From that point on the years piled Lost Sales Quiz 110 oe i eee ae a 
I y* I M the M 116 Seen & Heard in 
up experience in every phase of the busi- er C . — Southern California 189 
ness idvertising, promotion, circula- ee ten" ad 70 State of the Industry 18 
tion, management culminating in the - ee “ Wedding Bells 150 
top spot of editor and publisher. By un- 
hesitatir re acceptance ol the challenges aS o Editor and Publisher: John A. Gilbert 
and responsibilities of leadership, John g vo, 
Gilbert has marked a clear path for (| i): Editorial Director: Art Director: 
other members of the OA staff to fol- — Walter S. Lennartson Leonard Schimek 
low in service to industry. 
. Managing Editor: Service Bureau Manager: 
Va wee. Clarence O. Schlaver Richard G. Johnson 
= - 
yy Lteccar POH 7 ’ ‘ . : . 
alt L ea QD: Assistant Editor: Eastern Editorial Rep.: 
Editorial Director *euua® Robert Minor John L. Gallup 
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August 1957 


Publisher: Johr 
Assistant Publisher: 


Treasurer: Rict M. Da 


OFFICE 


Circulation Director: 


Production Manager: 


OFFICE APPLIANCES was f 
Patterson and developed 
Evan Johnson. 

Published on the 23rd of e 


the month of issue by The 


T 


600 West Jackson Boulevard ago 6 

address: Applico, Chicago. PI DEart 

3206. 

ESTABLISHED 1904: Succeeding and emt 
American Stationer, New York, established 1873 


the original trade journal serving the stationery 
field; Typewriter Trade Journal & Office Systems 
New York, 1904; The Office ; 


1904; The Office Appliance rnal, Chica 
1905; Business Equipment Journal, Chicago, 19 
Office Outfitter, Chicago, 1908 e original Na 
tional Stationer, New York, 1909. 


e 
OFFICE APPLIANCES is a news and merchandis 
ing journal serving dealers and agents who func 
tion as distributors of commercial stationery, office 
furniture and office machines. 
= 
Western Advertising Department: Herbert L. Sime 
Vice-President, and DeLysle F. Cass, 600 W. Jack 
son Blvd., Chicago, Ill. Phone DEarborn 2-3206. 
Eastern Office: G. C. Wheeler, Vice-President and 
Eastern Manager; Wallace W. Fisher, Assistant 
Eastern Manager; J. L. Gallup; !00 E. 42nd St., 
New York 17, N.Y. Phone MUrray Hil! 2-23 
California Representative: S. C. Mead, 2633 Mil 
itary Ave., Los Angeles 64, Calif 
7-2970. 
* 
SUBSCRIPTION RATES: 
| Year 2 Years 3 Years 
United States $3.00 $5.00 $7.00 
Canada $3.50 $6.00 $8.50 
All Other Countries $6.00 $10.00 $14.00 
Single copies: United States, 50c; Canada, 60c 
all other countries, 75c. February Buyers Index 
Issue (Parts | and II), $2.00. 
= 
OFFICE APPLIANCES is registered in the United 
States Patent Office, W 
Copyright: Contents covered by copyright, 195 
by the Office Appliance Co. Entered as second 
class matter, July 8, 1905 at the post office ir 
Chicago Ill., under Act of March 3, 1879. Ad 
ditional entry at Mendota, III. 
« 


SERVICE BUREAU 


The Service Bureau of Office Appliances 
is maintained for the exclusive use ' 
scribers and advertisers. I+ answers in- 
quiries pertaining to the isl 
names of manufacturers of office supr 
and equipment, and aid ers in 
ing lines, without chara 
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rather ext eri- 
ence gained from a thorough 

10w dealers put their best foot forward in 1956 
advertising, special services and 
in-store promotion. The parade of ideas i 
description of this year's OA Busine: 


nessmen kit, ottered as a means for the dealer 


augmented by 
Gifts for Busi 
whole Christmas merchandising program. 

ale 20, are plans for another Christmas window 
ontest sponsored by OFFICE APPLIANCES. Analyzed 
) the results of a survey conducted 
among more than |,000 dealers to discover the types of 
promotion used, the best months for h @ campaign 
the sources of help and suggestions for improvement on 
956. Stationers from all sections of the United State 
had a part in producing this business gifts’ issue. 


Next Month... 
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OA’‘’s Press-Time Bulletins 





THE NATIONAL Office Machine Dealers ASSo- 


MILW 


ciation, meeting in 
Pittsburgh, the city 
of amazing renais- 
sance, June 30-July 3 
elected H. E. Steinke 
of Upper Darby, Pa., 
as its president for 
the 1957-58 year. The 
Pennsylvanian suc- 
ceeds the personable 
Texan, D. L. Keeney, 





Fi 


H. E. Steinke 
Jr., of Dallas. 


a 


Elected with Dealer Steinke are the 
following new officers: 


First vice-president--Charles 5S. 
Meyers, Miami, Fla., formerly secre- 
tary. 

Second vice-president (representing 
manufacturers)--J. D. Marvil, Ames 
Supply Co., Chicago. 


Treasurer=--Alfred H. Foxcroft, Los 


Angeles. 


Secretary--Paul McWilliams, Little 


Rock, Ark. 


AUKEE, WIS. was announced as the 1958 





convention city, where NOMDA will meet 
at the Schroeder Hotel and stage ex- 
hibits there on June 29-July 2. 


ATTENDANCE AT the convention was nearly 





1,000. Exhibits and panel discussions 
were well attended. 


THE D. L. KEENEY, JR. trophy for membership 


EXHI 





efforts went to Franz Schreyer, Salt 
Lake City. Southern California OMDA, 
represented by its president, Ray 
Alba, took home the huge Liston Jack- 
son trophy. The individual efforts of 
Californian Robert Picou in signing 
new members brought him continued rec- 
ognition at the awards’ luncheon. 


BITS WERE thronged with dealers from 





HEAD 


the time the doors opened on Sunday un- 
til closing time Wednesday noon. Many 
new machines and office appliances 
were on exhibition and dealers showed 
keen interest in the progress made by 
American and foreign manufacturers in 
providing new devices for expediting 
office work. 


ED BY CHARLES R. CHAPPELL as chairman, 





the dealers of the Tri-State OMDA 
proved painstaking hosts for the con- 
vention. A highlight of the entertain- 
ment was the buffet dinner and outing 
on Monday night held at the Colonial 
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Late and Important News for Our Readers 


Manor 15 miles outside Pittsburgh. The 
conventionites, transported by buses, 
had an opportunity to view some of the 
industrial might of the Pittsburgh 
area as they sped into the country for 
a “night out" as guests of the con- 
vention committee. 


MAYOR DAVID LAWRENCE welcomed NOMDA mem- 





PANEL DISCUSSIONS were well 


bers to the city. Principal speaker 
was Carl R. Jansen, president of Dravo 
Corp., and chairman of the Allegheny 
Conference on Community Development. 


attended 





throughout the convention. Jack Bur- 
ton of Pittsburgh presided over the 
cash register discussion, Robert Ran- 
dazzo over the electric typewriter 
meeting, N. H. Von Soosten over book- 
keeping panel, Ray Alba over duplica- 
tor panel and Dean Leininger over ad- 
vertising panel. 

The panel on electric typewriters at- 
tracted the greatest interest of all 
the discussion groups. "The market is 
here, electric typewriters are defi- 
nitely on the march and dealers must 
be ready," declared Chairman Randaz- 
zo. How to buy, how to sell, and how to 
service the electric typewriter were 
thoroughly discussed for several 
hours and some of the questions were 
provocative indeed. 


WOMEN OF THE CONVENTION headed by Mrs. 


Stella Sassman of Victoria, Tex., had 
an important part in the five days of 
NOMDA activities. Not to be outdone by 
their husbands, the women held their 
own panel discussions. On their social 
calendar were a tour of Pittsburgh, a 
luncheon at the New Nixon Hotel and a 
tea. 





A BANQUET with C. Elmer Anderson as toast- 


master crowned the busy five days of 
President Keeney, executive secretary 
Harold Mann and the Pittsburgh com- 
mittee with Charles Chappell as gen- 
eral chairmen. 


COMPLETE REPORT of the NOMDA convention 





with dozens of pictures will be found 
in the next issue of OFFICE APPLIANCES. 


TITUS HAFFA has announced the outright 





purchase of all of the assets of the 
Vail Manufacturing Company. Titus 
Haffa, Chicago industrialist, is 
chairman of the board of Webcor, Inc., 
and owner of Dormeyer Corp., and Haber 
Corp. 
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Want Ads 





Deadline 10th of month preceding issue date. The rate for classified 
advertisements is twenty cents a word, minimum charge $4.00 
payable with order. Add six words if box address is used. 














ee tationery trades n metroc ta Ne Y k area. Write Office Ap 
EXECUTIVE WANTED niinieen Means aie 
Jwest MANUFACTURERS REPRESENTATIVE ailing on Stationery and 
ft Equipment Dealers and W! slers to sell MASTER-MADE 
Able # f bog and Hice furni+ ‘ sCCE : [ ctrict ‘ C imbia Mary 
snd and New Enaland territori« available Write Mr. A. Klein 
Master Manufacturing Co., 9200 Inman Ave., Cleveland 5, Ohio. 
A L fid 
Ww EXPERIENCED MANUFACTURERS REPRESENTATIVE WANTED 
es t ell new type tT high quality 7 ture casters already carried by 
SALESMEN WANTED many dealer tx ent repeat t f Metropolitan New York 
aD New Er yland State snd New ' y ivailiable mmediately ther 
f ; at F t f Box 472 
B 4 M 4 
A Box W-7 ago é MANUFACTURERS' REPRESENTATIVE WANTED # e leaf 
ee binder sna related prod t n + srea tT severa tate centerina 
A A } A J opr witt competitive 
S : vered and line d 
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n y h x y and a ; tie for 
———————_—_—_————— acterr Jistribut - + toer ; trade wants * ey and and 
A F WIR A dd Se te deta with letter ¢ 
ATI\ # Applia Box 42nd St., New York 
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WANT ADS, Continued from page 7 








MANAGER WANTED 





MANAGER - OFFICE SUP! 
proven successful operat 
available stock. Ful! deta 


Office Supplies, Greenville, M 





OFFICE MACHINE MECHANICS WANTED 





EXCELLENT OPENING f 
& Add nag Machine Pref 


Company, Box 955, Galve 





WANTED: Duplicating M 
City trade. H. Dorsse [ 





EXCEPTIONAL OPF 
mechan Permanent 


INC., 124 N. 6th St 





OFFICE MACHINE MECHANIC AVAILABLE 





13 YEARS TYPEWRITER 


work after mid-Auaust. W 


J JU vv 


cago 6 





RETAIL BUSINESS FOR SALE 





FOR SALE: Office Equi 


Southwest Texas t 
modeled, air conditioned 
tul and very active. Writ 





OFFICE SUPPLY 
ventory $7500 sccet 
App nces, B x W 22! 





OFFICE SUPPLIES-FURN.-MA 


gross and growing abou 
at inv. approx. $20,000 $ 
tor tells me t vy a r 


sidered. Write Office Apr 





OFFICE SUPPLY, MACHIt 
chises. Missouri. About $7! 
Appliances, Box W-223, Cl 





OLD ESTABLISHED COMPANY 
ae Printing Plant n Lov 
Good Franchises One 
sorbed in ther inter + t 
perienced party with car 


Chicago 6 





WELL-ESTABLISHED OFFICE MA 
years in Business. G 3 | st 


chises yn Tw eadinag obrar 
good Ww Trancnises } 
Reason for sellir } neaitt Ny 


Chicago 6 





FOR SALE: Office Supr 
Leading franchises. Idea 
Appliances, Box W-227 





FOR SALE BUSINESS: 
come property 4 rooms 2nd 
in this zone about 300 a 
Industria! center 70,000 


Appliances, Box W-229 
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Boston dealer shows you 
how he made $21,582 In 


~ 


Revo-File sales to 





just 4 customers 


J 


“| CAN ALWAYS GET A PROSPECT to move in close by showing 
how present cards can be transferred direct to Revo-File. He 
knows that means savings in transposition costs of hundreds 


of dollars.”’ 





WALTER HOEFFNER of Thomas Groom & Company says: 





















” 
el ll 


ee 





f) “THEN | DEMONSTRATE HOW ONE CARD OR HUNDREDS can be “AND IT'S EASY TO SHOW WHY CARDS CAN'T DROP OUT. I point 
Z removed instantly.”” (Easy to do—since Mosler Revo-File out how Revo-File’s exclusive belt method holds cards in file 
= * eliminates card-punching and mechanical attachment.) . .. assures complete protection against card ‘fall-out’ and wear.”” 


PRODUCTION CONT 


A Limited Number Of Valuable 
Mosler Revo-File Dealerships Available! 


If you would like to share in the big profits being made by Mosler 
Revo-File dealers . . . WRITE, WIRE OR PHONE THE 
MOSLER SAFE COMPANY, Dept. OA-269, Hamilton, Ohio. 


e Only single-drum rotary file of market, sales up over 50% in 
its type that does not require 1956! 
mechanical attachment of cards « Big profits on each sale without 
' 
‘ scr Sc c ac ss 
« Manufactured for all standard any service headache 
and most off-size cards! - Practically sells itself. Produces 
; . an average of 40% reorders! 
« Available in manual and auto- 


matic electric selector models! + Wide-open market. Every firm 
with 3,000 or more cards is a 
¢‘‘Hottest’”’ rotary file on the prospect! 





“THAT LEAVES PLENTY OF SALES CLINCHERS TO USE, HOWEVER 
the way Revo-File makes work move faster . . . makes reference 


filing easier . . . and the way Revo-File saves 
tim«e e and money over old files.”’ Another fine 
; product of 
P.S. My most productive salesmen, however, are the Revo- The MOSLER 
Files themselves. For 95% of this $21,582 in sales came from SAFE Company 
reorders! Proof enough that the big money in rotary card files 


is in Revo-File."’ 








VIRGINIA ELECTRIC and POWER COMPANY 
Richmond, Virginia GF Installation by Cole, 
Harding & James, Incorporated 





WESTINGHOUSE CORPORATION — Columbus, 0 
GF Installation by The F. J. Heer Printing Company 






SHELL DEVELOPMENT COMPANY - Houston, Texas 
GF Installation by Wilson Stationery & Printing Company 


EL! LILLY 4&4 COMPANY — indianapolis, indiana GEN 
GF Installation by Indianapolis Office Supply Company 


i 


of : 
iS is 








. . . . . + . . . * . - . * . . . . a” ue . 


inindustry Land, U.S.A. 


o 658 << . . 5s 6 a 6 ae 


GF dealers are providing our nation’s expanding industries 
with the world’s most efficient metal business furniture. 


The outstanding sales abilities of these dealers—backed by 
GF’s design leadership, complete product line, sales help 
and national advertising programs—have and will continue 
to create broad opportunities for sales to industry. 


It is this mutual cooperation between General Fireproofing 
and its dealers that has made the GF emblem a sign of 
profitable partnership. The General Fireproofing Company, 
Dept. X-69, Youngstown 1, Ohio. 





MODE-MAKER, GENERALAIRE, 1600 LINE DESKS * GOODFORM 
ALUMINUM CHAIRS ¢ SUPER-FILER MECHANIZED FILING 
EQUIPMENT @ SHELVING * PARTITIONS 








GENERAL 


eld Jai ; A 
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EL PASO NATURAL GAS COMPANY-~ El! Paso, Texas 
GF Installation by Morris-Harrison Business Equipment 





GENERAL ELECTRIC Louisville, Kentucky STANDARD OIL COMPANY - Kansas City, Missouri 
GF Installation by George G. Fetter Company GF Installation by John A. Marshall Company 














BUSINESS FORMS 
GET OUT OF DATE, TOO 








keeps you up to date 
in styles ..in service.. 
in sales 


There’s never a customer you can’t serve.. 

never a job too big to handle . . never a new form 
you can’t supply... when you rely on Ennis. 
Ennis is the foremost producer of business forms 
in America, offering dealers every needed 

form from the newest Snap-A-Part, Register or 
Continuous forms to the full range of everyday forms. 
Service is fast, prices are competitive and 

the profits are yours .. because Ennis products are 
sold through dealers ..we're your supplier, 

not your competitor. 


Ennis Forms are attractively, durably packaged. . 
labeled clearly ..the best in the industry! 


, . se 
fnnis 
TAG & SALESBOOK CO. 


Home Office and Factory 
Ennis, Texas 





Western Factory Eastern Factory 

Paso Robles, Calif. Chatham, Va. 

Branch Offices and Warehouses at 

Houston @ Dallas ® Waco ® Birmingham @ Monroe, La. 

los Angeles @ Denver @ St. Lovis ® Sanford, Fla. © Oxlahoma City 




















gain proved that the kit helped tremendously. 
We have no suggestions for this year’s material 
except that we plan to use it more intensively. 

M. N. SHERER 


The Wood Go., 
Bowling Green, Ky. 


In general we like your program and hope 
you have something again this year along the 
same lines. We feel the continuation from year 
to year will build momentum. 

JOHN E. Carr 


ZCMI School & Office Supply. 
Salt Lake City, Utah. 


Your kits have been very helpful. Net results 
were good, both in 1955 and 1956, We could 
use more help on radio scripts, advertising lay- 
outs, mailing pieces, and suggested window and 
store displays. 

VERN SCHACHT 


Belcher & Schacht, 
Long Beach, Calif. 


Last year was the first time we had any 
Christmas business. This year we intend to go 
further into gift merchandising. 

E. M, Brown 


Ranger Office Supply & Equipment Co., 
Riverton, Wyo. 


1956 was the second year we used your pro- 
motion kit. We found it very satisfactory. 
Epw. KAHNEY 


1. T. Book Store, 
Streator, Hl. 


Details about the 1957 kit for sales promo- 
tion under the theme “Business Gifts for Busi- 
ness People” are presented on pages 28 and 29. 
[ts contents are entirely new, built largely on 
ideas and suggestions from users of preceding 
keris 
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STAY UP TO DATE 
ON STYLES AND SALES 





with the complete 


Ennis 


line of business forms 





New machines and new methods have greatly 
increased the number and kind of business forms 
in use today. To stay ahead in sales and profits 

.. your forms must stay in step with progress. 

And to sell the complete field, you need 

a complete line. You get both with Ennis . . the most 
complete line, with all the most modern forms. 
That’s because Ennis is the nation’s 

foremost producer of quality forms for business 
in the nation. It’s your most profitable 

line and it’s the line that’s sold through dealers. 


We're your supplier, not your competitor. 
Write today for catalog and complete information. Ga» 
: = 
~ 
ps RRERIS 


TAG & SALESBOOK CO. 


Home Office and Factory 

Ennis, Texas 

Western Factory Eastern Factory 
Paso Robles, Calif. Chatham, Va. 





Branch Offices and Warehouses at 
Houston @ Dallas © Waco ® Birmingham ® Monroe, la 
Los Angeles © Denver @ St. Lovis ¢ Sanford, Fla. © Oklahoma City 








a 


Here and There 








Bob Prull Serves 
In U.S. Army 

R o | rt i 
“Bol Prull 
sales manager Ol 


Maple Leaf Mfg 


Co., In is now 
serving l two 
year hitch in th 


U.S. Army, at 
tach ito the 
Fourth Ari ored 
Division sta- 
tioned temporar 
ily in Fort Hood, Tex. 

Bob, in addition to serving as sales 
manager for the firm, was New York 
State representative. He ts the son of 





Bob Prull 


W. Fletcher Prull, pre sident of the 
firm. He will resume his duties and 
his territory after he completes his 


“other job” for the Government 


Stationer Renamed 
On Airport Board 


Herbert W. Wiley, Jr., manager of 
Wiley Office Equipment Co., Spring 
field,’ Ill., was reappointed a con 
missioner of the Springfield rport 
recently by Mayor Nelson O. How 
arth. Mr. Wiley has served « the 
board since May, 1956, and is cur 


rently vice-chairman. He was val 
air force commander in both World 


War II and Korean conflict CCH 


No Something for 
Nothing .. . 











} 





Since dealers are often 
upon to make minor adjustment 
repairs for which it isn't 
ness to make a direct chargé 
Lowe of Sarasota, Fla., has come 
with a solution. He suggests the 
tomer make whatever dona 
wishes and drop it into a jar n 
tained for current charity drive 
jar last year yielded $117 SC 
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. rs 


can enjoy more time 
in his Southern California garden now 
that he has retired from acti 


Bruce Fargo... 


ve woOrr 


Bruce Fargo Retires 
After 46 Years in Field 


Bruce Fargo, active in the stationery 
ind office equipment business for 46 
irs, is going to take it a little easier 
As of june 1, he is paying more at 
ntion to the flowers in the yard of 


nis beautiful Southern California 
home, and less attention to th Sta- 
ynery business 
For the past 21/, years, he has been 


store manager and buyer for Harvey 
Freeman and Son, Inc. in Long Beach. 
S lune 1, h does not ZO to the 


store on any regular schedule but re 


ins on the statt as an advisor and 


He is well known and has friends 
throughout the entire state of Cali- 
nia due to his many years of serv 
in the industry. He started in 1904 


is a junior clerk with H. E. Irish in 
Santa Cruz. In 1907, he was partner 
in the firm of Monterey. News Co. 1n 
Monterey. In 1916, hi “was associated 
with Sanbern Vail & Co. as outside 
esman in San Francisco 
In 1917-1919, he served the 
Heavy Artillery, in the United 
States and France, returning to his 
rmer position with Sanbern Vail & 


I : 
Company at the end of his war serv 





Ya 


This company was purcha 
6 by Schwabacher—Frey Co. and 


oe | | 
lI rie 


sed in 


stayed on with them u 
ved to Long Beach, in 1929, to be 
store manager for Greens, In 


In 1939, he transferred his aftec 
for store manager to Browns, 

n Long Beach. During World 
War II. 1941-1946, he was associated 


... with our industry people 


with the Consolidated Steel Co. in 
Wilmington, and was in charge of the 
office supplies and forms. 

From 1946-1955, he was assistant 
to the sales manager for Schwabacher- 
Frey Co. in Los Angeles. 

From January 1, 1955 to June 1, 
i957, he was actively associated with 
Harvey Freeman & Son, Inc. in Long 
Beach. , 


Mrs. Morris Observes 
30th Business Year 


Thirty summers ago, Bert M. and 
Alice Morris arrived in Los Angeles. 

But not in style 

In fact, Mrs. Morris remembers 
they had exactly 11 cents between 


them 11 cents, Bert’s 1923 Buick 
roadster oe and an intense desire to 
be successful in the OfTice supply 


business. 

_ The first step the newlywed Mor- 
rises took toward this goal was an 
extremely practical one. They bor 
rowed $40 rrom Mrs Morris’s 
brother. Thirty-five dollars of this 
total went for the first month's rent 
on a furnished apartment; three dol 
lars to rent typewriter 

Then, the Morrises went to work 
Bert was successful in obtaining sev 
eral Eastern manufacturers’ lines. in 
cluding Frank A. Weeks, Sainberg 
Pads and Ever Ready Calendar Co 
Alice, in turn, secured a variety of 
art and gift lines. So fortified, they 
took to the road and traveled the 11 
Western states 

In 1930, realizing an ambition of 
several years, the first Morriset pen 
ink unit was introduced. While Bert 
toured the entire country, Mrs. Mor 
ris together with one girl as 
sembled the sets in Los Angeles. As 
the orders accumulated, more help 
was added, larger quarters were 
secured and the manufacture of small 
parts was started 

Soon, the cycle was repeated. More 
help. Another move. Molding ma 
chines were added. A modern ma- 
chine shop was installed 

There were two other important 
additions during this period. Their 
names are Gloria and Virginia, the 
Morris's two beautiful daughters 
Gloria is now Mrs. Leland Auslender. 
and Virginia is a student in Rome, 
Italy 

In 1952, following the death of 
Bert, Mrs. Morris became president 
of the company 
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: Are you cashing in on the chair — 
i ib I bz ? 
with the fiber glass base 
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The big success story of the chair industry is the Sturgis 
fiber glass base. Every Sturgis dealer has found it easier to f 
sell chairs with this outstanding selling feature—a base that _, 
is immune to normal office abuse, never needs refinishing, — tI || 
is self-leveling even with one caster off the floor mat, and is ~— 
| noiseless in movement. Fiber glass bases come in five colors mo : 
——_ I gray, walnut, charcoal, light green and dark green—on 14 % < 
CORSE different executive and stenographic models. How ay ~) 
\ v about it? Are you cashing in on the chair 
) 4 , sain 972-G 
ee Ly with the fiber glass base? 
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ty U 6 , 
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Manufactured in Sturgis, Michigan and Charleston, South Carolina 
THE STURGIS POSTURE CHAIR COMPANY «+ STURGIS, MICHIGAN 
General Sales Offices + 154 East Erie Street + Chicago 11, Illinois 
| ee iain sail Oe AP wn 4 
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OA Editorials 


New Markets Seen 
For Office Equipment 








Nothing To Fear 


From Automation 


16 





G ROWTH of business population and the replacement market are 
not the only factors upon which the office equipment industry now 
lepends for its status, states the Value Line Investment Survey pul lished 
by Arnold Bernhard & Co. 

These investment advisers assert that the industry “through diligent 
search, has developed new, revolutionary products and has thus created 
w markets 

For decades, sales of off: equipment companies fluctuated with 

swings in the general economy Today office machine manufacturers, the 
Value Line Survey points out, continue to book new orders at an accel 
rated pace and the upward trend of their shipments is likely to persist 

From a highly cyclical industry, the office equipment business has 

hanged into a growth industry 
The accelerated research activities of manufacturers has been highly 
rewarding. Says the Value Line Survey: 

One by one, new revolutionary office machines were introduced to 

the market Among some of the notable ones are the : ulti-purpos¢ cash 


1 


gisters and accounting machines, the high speed mailing, addressing 
ind duplicating machines, the punch card data-processing equipment and, 
of course, the fabulous electronic computers. 

Variable in application, these new devices have in common two 
unique features the office machines industry recognizes 

(1) They do not replace o1 displace standard office equipment 
Rather, each of them presents a brand new concept of mechanizing office 
routine. For that reason, instead of depending on the replacement market, 
the sales growth of the offic juipment makers is now keyed pring ipally 
to the widening acceptance by businessmen of new products designed to 
mechanize business procedures and speed the flow of paper work 

(2) All these new machines help to reduce overhead expenses 
Wages in this country have advanced significantly over the years. In the 
factory, however, the heightened labor costs have been offset, to a con- 
siderable degree, by increased productivity. Such was not the case in office 
work, however. Automation was virtually unheard of in business offices 
until the advent of these new, modern office machines. In order to turn 
out more paper work, businessmen had to hire a larger number of clerical 
workers at increasing wages. This resulted in a rapid upsurge in clerical 
costs. The cost-cutting mechanisms offered by the office equipment 
industry, therefore, have had a hearty welcome. 


ESCRIBED as Mr. Automation himself, International Business Ma- 
D chines Corp. president, Tom Watson, Jr., gave comfort in a 
ommencement address at DePauw University to those who fear that 
automation will replace the individual in business 


Dec lare d Mr Watson 


‘‘Man has made some machines that can answer questions provided 

the facts are previously stored in them, but he will vever be able to make 

machine that will ask questions . . . the ability to asé e right que 

s more than half the battle of finding the answer America is a state 

mind expressed by f1 and fearless inquiry, by the search for 

ruth, by the respect for difference and diversity, the right to question, the 
ht to disagree 


In other words, Mr. Watson still believes that a machine without the 
dual is a robot powerless to perform its intended functions 
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Tie in with our ads 


and watch your {Z5f7 


sales sizzie all summer! 


Tee Nowsvcek 


@ This is the summer to feature Cosco . . . now offering chairs in two price 
ranges, plus a full line of upholstered seating and occasional tables . . . all 
backed by a record national ad campaign! Send today for free tie-in ad mats 
and display material, covering Cosco’s low-priced standard office chairs, 
Cosco’s new medium-priced “Director” Series, and Cosco’s full line of 
chairs, settees, sofas and occasional tables. Act now, and change your 


summer from humdrum to humdinger! 


HAMILTON MANUFACTURING CORPORATION + COLUMBUS, INDIANA 














tf -” &' 
15-F Secretarial Chair: A favorite from COSCO’'s low-priced 


line. “Office Fashioned” to look better, feel better and wear 


better than many chairs costing far more. Suggested retail, 
$29.95. Zone 2, $31.95. 


28-TA Executive Chair: Showpiece of new COSCO “Director” 
Series! Features include dual-contour molded foam rubber seat, 
and a backrest that's foam-cushioned and upholstered front and 
back. Suggested retail, $59.50. Zone 2, $63.50. 








Ctich ould ontiv if 


COSY 


‘—) Mice task ADAG 4 eoling 


COSCO also offers chairs, 
settees, sofas and occasional 
tables, styled to meet today's 
demand for a warm, congenial 
atmosphere in business! 





¥ 
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State of the Industry 





Reveals Heavy Exports 
Of Machines to U. S. 


Nearly 604% of the exports of th Euro] ean-made bus! 
ness machines are shipped to the United States and ¢ anada, 


according to Bertan R. Swanger, president of the American 
Voss Corp., and North Ameri distributor of the West 
German Voss typewriter. Moreover, he told OFFICE AP 
PLIANCES at the Pittsburgh convention of NOMDA, 
these foreign machines will account for an estimated 25 per 
cent of the total U.S. sales in their respective lines 


While in Germany, Mr. Swanger extended the American 
Voss contract as sole distributor of Voss equipment for 10 
years. He visited the industrial fairs at Basel, Switzerland, 
and at Hanover, Germany. (See special report from 


Charles Hoover on pages 44 and 45 in this issue ) 


Business Picture Abroad 
Improving, Says Klein 


Return ng from a five week visit to 
the Continent, Joseph M. Klein, man 
ager of international operations for 

» the Clary Corp 


ture in Western Europe is continuing 


says the business pic- 


to improve, with the economic out- 
look “extremely good”’ for the balance 
of the year 

“In all of the countries,” Mr. Klein 


said, ‘I found employment greatly in 





a 


creased since my visit six months ago. Business ts generally 
expanding everywhere.” 

“In France, business is good, but that country still has 
some financial problems. In England, the upsurge of busi- 
ness in the sterling bloc countries is r flected in British 
industries. The outstanding example of industrial accelera 
tion is in West Germany.’’ The upsurge of business there, 
and in the European market generally, is re flected in pro 
duction at the Clary plant in Rastatt, said Mr. Klein 


Canadian Views on 
Seif-Selection Stores 


Fred Rogers of Willson Stationery Co., Ltd., Edmonton, 


Alta., Canada, had some interesting comments on self-se- 
lection at the recent Canadian Guild convention in Ed- 
monton. He said: 

Self-selection may be becoming an old story but it is 


also becoming more important as the tempo of modern 


business speeds up. There is still a great need for the dealer 
to make it easier for the prospect to buy. If he has a self 
selection layout, he must make his store arrangement and 
merchandise display encourage browsing by the visitor 
“He should use leader items to attra ittention, us¢ 
mass display with approp: signs because items well 
displayed are already half-sold. He should give his dis 
play a feeling of color and, where possible, motion. Prices 
must be clearly indicated and goods dey ntalized as 
much as possible He should put his greeting card displays 


at the rear of his sales floor so that customer-traffic is 
routed through the entire layout 


Calgary Dealer Comments 
On ‘‘Package’”’ Sales 


Another panelist at the Edmonton meeting was William 
Kaiser of Keith Stationers, Ltd., Calgary, Alta. Discussing 

package selling’ he stated: 

‘While ‘package selling’ is undoubtedly a very profitable 
business, particularly as related to the sale of office furni- 
ture and accessories, are we not prone to neglect carrying 
the sale far enough. When does a dealer logically call a 
halt in the sale of office supplies or accessories in a pack- 
age presentation / 

Mr. Kaiser then makes these thought-provoking com- 
ments: 

‘Package deal, or otherwise, it is a smart dealer who has 
units set up as model office arrangements so his customer 
may visualize how his own needs might be met. Naturally, 
it is wise to have accessories displayed advantageously 
throughout such installations for these create many plus 
sales 

However, all too often we find salesmen missing the 
boat after making a sale of a filing cabinet, for example, 
because he fails to sell the supplies it requires. Yet here is 
a real opportunity for the salesman to capitalize on a very 
profitable plus sale. It is quite conceivable that the profit 
from the sale of one good filing system would be greater 
than all the desk accessories with a furniture installation.’ 


Today’s Office Satisfies 
Three Conditions 


Addressing a panel on specialization at the Edmonton 
meeting, James Preston of Preston-Noelting, Ltd., Strat- 
ford, Ont., made this observation 

“Today's office must be furnished to satisfy three con- 
ditions: utility, comfort and beauty. It must serve both 
functional and psychological needs. It must be suitable to 
the functions performed in it, and it must inspire the best 
efforts of those who perform such functions 

Looking at the salesman’s role in supplying the three 
conditions of today’s offices, Mr. Preston said: 

‘To plan a total, appropriate office, to make wise selec- 
tions and combinations, to discuss furniture and furnish- 
ings with knowledge and confidence, the office furniture 
salesman needs an understanding of periods, styles, fur- 
nishings, fabrics and colors. He must understand the of- 


fice atmosphere for which the various articles are appropri- 


Newcomers have jumped into the stream that dealers 
once thought was their own private territory . . . While 
their special talents, and the tools and material with which 
they work differ from the dealer's, their source of profit 
is less tangible than yours. The premium for them is on 


creative talent and skill: you, as a dealer or salesman, are 


} 


qualified to handle total office business. You, and only you, 


are the ultimate purveyor of office furniture 
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ONE SIZE USED Modern Record Storage Practice 
“i ae Specified the Features . . . 
And R-Kive has all Five! 


Bankers Box Company, leaders in record storage filing equipment, 
introduces its newest product—The R-Kive File! This new R-Kive File 
is the modern answer to the need for a lightweight, easy to use, quick 
reference transfer file . . . which sells at an unmatched low price. 
Either letter size or legal size records can be filed within this neatly 
designed file, for it combines two files in one. The R-Kive’s large 
volume potential makes it a ready seller . . . and its appeal is not 
confined to big users, for it can be used by every type of business, 
large or small. Here are the quick facts: 


. R-KIVE FILES can be used for both letter or legal size filing. 
there aah , For letter size you have 12” width capacity. For legal size, just 
| turn file lengthwise and you have 15” length capacity. 


R-KIVE FILES are easy to use—easy to handle. They are light- 

weight and portable, can be moved anywhere. Office girls will 
like the “tote” openings on front and back. No muscle-men are 
needed with R-Kive. 

R-KIVE FILES modern design has been specifically created for 

modern transfer filing needs. Large area in front of file is for 
large, read-at-a-glance indexing, quick reference, fast finding. 

R-KIVE FILES are made in only one size, No. 725. They are 

shipped KD and can be stored conveniently in minimum space. 
When needed for use, the R-Kive File can be set-up fast—without 





BANKERS BOX COMPANY tapes, without fuss. Packed 2 to a carton or 24 to a carton. 


Established 1918 R-KIVE FILES retail at $1.30 each, lower in quantities. For further 
‘ : details about this revolutionary new transfer file, write today. 
2607 North 25th Y , Y 
; ” om Awenes ‘Se Better yet, buy a carton and be the first dealer in your community to 
Franklin Park, Ill. (Suburb of Chicago) stock and sell the new R-Kive Files. 
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Business 
(iit Selling 
Starts With 
DISPLAY 


. x 


wa 


Dealers tell importance, too, 
of decorations, advertising, 


gift wrapping and services 


HAT do the nation’s stationery and office 
equipment dealers do to increase their sales, 
out of stock, of items suitable for Christmas gifts 
for business people ? 
They put a “best foot forward” in Christmas win 
dow display. 
They advertise. 
They decorate the stor 
They use contests. 
They provide gift wrapping and other special 
services. 
They use OFFICE APPLIANCES’ kit of promo- 
tion materials and ideas 


Such is the experien story recounted to OFFICE 
APPLIANCES for this s il “Business Gifts for 
Business People’’ issue designed to help dealers to 
build sales volume in the holiday season 

First of all, the dealers pear t gree that it is 


} 


important to get the mos ym displays—both in 









we ae 
cal 
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side and outside the store. They make their windows 
sparkle with holiday atmosphere. They display a 
“Business Gifts for Business People’ sign in promi- 
nence. They use ingenuity in the decoration of win- 
dows, employing holly wreaths, imitation snow, gar- 
lands and stars sprinkled with sparkle dust. 

Inside the store, special treatment includes the use 
of counter cards, the trimming, perhaps, of a Christ- 
mas tree, a colorful approach in general. 

Continuity of the theme offered in the display 
windows appears to underly the promotion by suc- 
cessful dealers. 

Ingenuity is the underlying factor in the window 
displays, a study of the pictures and data submitted 
to OFFICE APPLIANCES during the 1956 Christ- 
mas window contest (to be repeated this year) re- 


veals 


Dealer Uses Two Themes 

Robert E. Benson, manager of Western Office 
Furniture Co., Burbank, Calif., for example used a 
primary theme, “Business Gifts for Business Peo- 
ple” by displaying a wide selection of office furnish- 
ings. This was backed up with a secondary theme in 
which the idea was to depict the office of Santa 
Claus 1896 in comparison with his modern office 
of 1956. This effect was accomplished by using fur- 
nishings common to offices in both periods. The 


over-all effectiveness of the display was brought out 


OA—8 /57 











i 
Me 


A CHRISTMAS SOCK .. . provides 
central theme for window at Hale's 
Office Equipment, Coos Bay, Ore. 
The sock was inverted to ‘‘spill out"’ 
gifts on display. 





by the integration of these two themes and enhanced 
by color harmony. 


What was the reaction? Says Mr. Benson: 


Customers and passersby commented frequently 


and very favorably on the attractiveness and theme 
of the window display.” Mr. Benson points out that 
the appeal was heightened by a seven-foot Douglas 
fir Christmas tree, painted w hite, sprayed with “glit- 
ter paint’ and adorned with tinsel and ornaments. 
The tree was mounted on a revolving electric turn- 
table 


"Be An Angel" Slogan 

Harry E. Scott of Scott’s Office Service and Sup- 

plies, Menominee, Mich., improvised on the con- 

ventional slogan. Inasmuch as he featured angels in 

his display window he used a sign, “Be an Angel, 
Buy Business Gifts for Business People.” 


A Christmas sock was used by Mrs. Robert Hale 


as principal prop in trimming windows of Hale's 
Office Equipment, Coos Bay, Ore. This sock was 
of red felt, sparkling with large sequins, lettered in 
white felt and stuffed with crumpled paper between 
sock and “‘brick” background to give a three-dimen- 
sional effect. The Christmas sock was inverted so 
that gifts might ‘“‘pour out” on display. 

A theme, “A Royal Christmas with the Royal 
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A PLASTIC gift-wrapped file cabinet with some 


ball point pens, writing sets and Christmas cards 


were displayed in front of a jolly looking Santa 
Claus at MacFadden's Stationery Store, Decatur, 


lll. Emphasis was placed on ‘‘early bird"’ layaways 


held until December 24.—BW. 





PAXTON'S of Bloomington, Ill. used “A Royal 
Christmas with the Royal Family'’ window. The front 

edges of the large glass window were trimmed in a 
frame of pine boughs, accented with colorful glass 
ornaments which gave a bright contrast to the 

white-flocked Christmas tree with flashing varied- 
colored lights. 
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BUSINESS GIFT SELLING .. . continued 








ALL OF THE ITEMS shown in this window prepared by Ivan Allen 
Co., Atlanta, Ga., were from regular stock and shown in the firm's 
catalogs. A full white tree formed the center of the window, 
placed in front of a metal foil fan mounted on the wall. The entire 
background was covered in. red, green and gold metal foil paper and 
metal foil fringe. This gave the whole display a shimmering glow of 
color under normal window lights and reflected the merchandise 


highlighted the suggestion at Paxton’s in 
sng g: 


giving Royal typewriters as 


Family”’ 
Bloomington, Ill. of 
gifts for Christmas. The ‘Royal Family’ was fash- 
ioned from the Royal line of typewriters. 

The simulated crowns for the Royal family, cut 
from cardboard, contained colorful beads and glass 
“jewels” that sparkled brilliantly. The faces were por- 
trayed with ribbon box lids and spools (eyes) and 
painted cardboard mouths attached with Bud type 
cleaner. The bodies were formed from cartons of 
mimeograph paper draped with gold and silver crepe 
paper. 

Kistler’s of Denver made effective use of white 
papier-mache silhouettes of bells in which a barom- 
eter was used as one of the bell’s clappers and 
Esterbrook gift pens for 
bell. 


the same purpose in a larger 


Russen Goes All Out 
Windows such as described tied in with dealers’ 


successful promotion efforts, some of which had spe- 


cial ramifications. One of the most diversified pro- 
grams was that used by Douglas Russen at Zac Smith 
Stationery Co., Birmingh Ala. He advertised 
Christmas cards as irly n September, started 


to some extent. 


Christmas promotion November 15 and began Christ- 
mas sales December 3. The promotion had these spe- 
cial features: 

Used OFFICE APPLIANCES’ kit with 3,000 
OA cards and 3,000 OA folders for special mailings; 
used 5,000 copies of NSOEA folder and 1,500 of 
own folders. 

Employed newspaper advertising for 16 days 
in December beside full pages in Junior League 
Magazine, Alabama Purchaser and Children’s Dental 
i linic. 


Varies Promotion Features 

Took radio programs over three stations 

Advertised on television, six one-minute pro- 
grams. 

Displayed advertisements on 25x25-inch cards 
in 55 buses 

Gifts were wrapped and leather goods stamped 
free of charge 

Remained open until 6 P.M. on December 15, 
17, 19, 21 and 22 but closed for Christmas, Decem- 
ber 23, 24 and 25 when no one was allowed to work. 

Started on November 1 in pushing normal sta- 


tionery goods out of stock for Christmas—list finders, 
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THIS ADVERTISEMENT used in newspapers 
by A. Pomerantz & Co., Philadelphia, 
stressed gifts suitable for presentation by 
firms in large quantities. 


pens, pencils, desk sets, desk pads and diaries. 

Trimmed attractive windows which in the words 
of Mr. Russen “actively accomplished more than 
any other one of our advertising plans.” 

Results? The store reports that December was 
the most profitable month of 1956.” 

Promotion at A. Pomerantz & Co., Philadelphia, 
started with consultation between window display 
man and those responsible for selection of appropri- 
ate merchandise. Stress was placed on best selling 
items including globes, desk sets, lamps, pen sets 
and leather goods. 


Pomerantz Makes Appeal 

All gifts were wrapped free of charge. One novel 
idea used was that of having a “Stocking Stuffer” 
department featuring low-priced merchandise. News- 
paper advertising was an outstanding feature of the 
Pomerantz promotion including an appeal on “‘Quali- 
ty Gifts for the Quantity Buyer.” 

Dealers find that promotion of gift wrappings is 
in important facet of their holiday sales. In this con- 
nection, John M. Hitchcock, manager of the holiday 
division of Dennison Manufacturing Co., predicts 
that stationers can expect booming volume in “king- 
size’’ folds of Christmas gift wrappings next Decem- 


ber 


Kingsize Folds Popular 

This giant size, usually measuring 20 inches by 
8 to 11 feet, has enjoyed ‘“‘meteoric” sales gains since 
Dennison first introduced the idea in 1953, says Mr. 
Hitchcock. He estimated that industry sales of king- 
size folds last year were up almost tenfold over the 
volume achieved in the first year they were marketed. 
Another idea from Dennison’s is found in the 
winter issue, 1956, of “What's Next.” It pertains 
1 Christmas window with the theme that Santa 
dreaming of desk lamps, typewriters, brief cases, 
hair seats, calendars and indexes. The suggestion is: 
Use pedestals of varying heights to hold the 
merchandise. Place a pipe at the base of each pedes- 
The smoke from the pipe curls around the pedes- 
and forms a cloud on top. You can make the 
pes easily by using flower wire covered with crepe 


1 
. 


paper for the stem and a nut cup for the bowl. Red 
epe in the bowl gives the effect of a lighted pipe. 
White cotton, a popular Christmas decorating 
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item, is used for the smoke effect. A little adjusting 
here and there will make the merchandise appear 
to be floating in a cloud of smoke.” 

Here are some ideas on business gifts for business 
people revealed to OFFICE APPLIANCES by 
dealers: 

Matherne’s, Baytown, Tex.—Has a special de- 
partment where an-unusual gift can be purchased for 
a man—something useful for home or office. 


An Idea from Ideas, Inc. 

Ideas, Inc., Detroit, Mich.—Has a Christmas party 
for customers. 

Edward Kahney of I.T. Book Store, Streator, Ill— 
Ties in with local merchants’ promotions and makes 
effective use of $.10 candy canes the week before 
Christmas. 

Thus goes the recital of dealers’ experiences in 
profitable merchandising gifts out of stock suitable 
for business people. Fellow dealers apparently can 
profit from the ideas passed on by these stationers 
and office equipment retailers who have found spe- 
cial promotions successful. 
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n Indianapolis 








HE Business Furniture Co., Indianapolis, 
Ind., successfully used a three-way approach 


to selling business gifts for business people in 
its 1956 promotion. 1 he ingredients of the campaign 
were: 

@ Use of color in display windows 

@ Fashion show for women 

@ Dramatization of accessories for the office. 

The Indianapolis firm headed by President John 
Ober had not one, but seven outstanding display 
windows in Christmas gift emphasis. Results ex- 
ceeded expectations in the campaign which was 
basically introduced by the display windows. Says 
Mr. Ober: 

“We have received very favorable comment by 
the public. The windows are constantly stopping 
the pedestrians and we have had many people 
drop in the store just to tell us how nice they 


think the windows look 


Color Plays Major Role 

President Ober notes, ‘Color plays an impor- 
tant part in our window display as each window 
is a different color. Basically, each window has 
the back drop, the floor treatment, the uphol- 


stered chair, the suspended oraments and a num- 
ber of the accessories in the one color selected ror 
that particular window 

Side dividers and | lrops consist of 4 x 8 
plywood panels mounted on Port-a-Poles. Most 
of these panels, with ¢ exception of those in 





by CLARENCE O. SCHLAVER 


managing editor 


natural walnut, were painted the desired colors. 
All of the carpets were removed from the windows 
leaving the off-white terrazo floor exposed. 

The floor treatment is simply the use of abstract 
shapes cut out of colored foil w rapping paper 
and placed directly on the floor. 

In the corner window is a white Christmas 
tree with ornaments made by sticking tooth picks 
in styrofoam balls. Each ornament is then sprayed 
the color of that window and sprinkled with silver 
sparkle. The larger suspended ornaments in the 
other windows are made in a similar manner, 
except that meat skewers are used instead of tooth- 


pic ks. 
Selected to Match Upholstery 


The colors chosen for the windows are select- 
ed to fit in with the colors of upholstered furniture 
and accessories normally stocked. Here is a brief 
description of each area: 


Window No. 1—black: 
Gunlocke chair, Nucraft table, Raymor lamp, 
Brayton pottery, Smith Metal Arts and Sainberg 


desk accessories. 


Window No. 2—bright Christmas green: 

Stow Davis chair, Lehigh tables, Guild Resource 
sculpture and ash trays, Smith Metal Arts and 
Sainberg desk accessories. 


Window No. 3—olive green: 
Stow Davis chair and cabinet, Guild Resource 
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Color plays important role in firm’s three-way approach to extra sales 


and Fashion Show 


Furniture Gift Promotion 


TINSEL SUNBURST ORNAMENTS are a distinguishing feature of the Indian- 
apolis firm's Christmas gift display windows. 
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DISPLAY WINDOWS . continued 


UNCLUTTERED window 
used by Business Furniture 
Co., stressing a few ar- 
ticles of furniture and 
suitable accessories for 
Christmas gifting. 
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lamp, Sainberg, Smith Metal Arts, Jenifred Ware 
and Brayton accessories. 


Window No. 4—geranium red: 
Desk and chairs from Stow Davis, Guild Re- 
source clock, Sainberg desk accessories and Tom 
Tree wall hanging. 


Window No. 5—gold: 
Gunlocke chair, Stow Davis telephone cabinet, 
Stiffel & Mobilite lamps, LaSalle, Sainberg, Bray- 
ton and Smith Metal Arts accessories. 


Window No. 6—Wedgewood blue: 
Gunlocke chair, Nucraft table, Guild Resource 
sculpture, Myrtle clock, Melvin Best, Smith Metal 
Arts, Leerdam and Brayton accessories 


Window No. 7—turquoise: 

Gunlocke chair, Herring-Hall-Marvin safe, De 
Maray lamp, Brayton Smith Metal Arts, LaSalle 
and Guild Resource accessories 

All of the items displayed in the windows rep- 


resent a cross section, price-wise, of the office 


furnishings available for sale to wives wanting 
something for their husbands’ ‘offices’, the sec- 





retaries shopping for “the boss’, the employees 
embarking on a joint gift-buying expedition for 


their executives 

“Many of the items displayed eventually find 
their way to offices in the home which are being 
set up in increasing numbers today,” points out 
President Ober. 

Is the window set-up expensive when done on 
this lavish scale? 

“No,” says Mr. Ober. “The total bill for the 
entire display including a $13.00 sprayed Christ- 
mas tree came to only $45.00. Although the actual 
window trimming was done by Sallie Wilkens 
and Barbara Welcher of our design staff, practi- 
cally everyone on the office staff and some of the 
warehouse men pitched in to help make the dis- 
play ornaments.” 

The principle idea of the windows is to make 
suggestions to people who didn’t know what to 
buy for the office. In the Indianapolis Furniture 
Co. displays there is emphasis on the little extras 
as well as the larger items—barometers, thermom- 
eters, wall clocks, cigarette lighters, ash trays, 
ceramics in metal and glass, and pictures suit- 
able for office wall use. 

This window display promotion is backed up 
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with a business gifts’ show and a fashion show for 
women. In the latter event fashions are co-ordinat- 


d with carpets, draperies and accessories 

Members of the design staff of Business Furni- 
ture Co., change accessories and color to fit in 
with the clothes displayed by the models. Women 


ire enthralled with the idea, reports the firm 
Staft 


The idea of the gift show is to drive home 
the selling point that at Business Furniture Co. 
there are available gifts for all times of the year 
beside Christmas 


Secretaries Are Influence 
Never underestimate the power of the secre- 
ary in influencing her boss,” says John Ober. At 
our fashion and cocktail party for women only the 
secretaries were exposed to the type ol office they 
would like to have their boss work in, as well as 
themselves. They became conscious of the im- 
portance of color in office as well as in their 
own dress and realized how important accessories 
are to the over-all picture.” 
The co-operation of L. Strauss & Co., Indian- 


polis, in showing of the fashions was important 


i 
to the 1956 show. 

Windows to attract attention of passersby, in- 
triguing in-store displays to solidify interest when 
potential customers enter, and finally the fashions 
and gift shows to pinpoint and personalize interest of 
women in choosing the ‘right kind” of gift to har- 
monize with office decor—such is the comprehensive 


1 


usiness gifts’ program conducted at Business Furni- 
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NOTE EMPHASIS on ac- 
cessories which would be 
welcomed by a business 
man for his office. The 
tinsel sunburst ornaments 
described in accompany- 
ing article set off the dis- 
play. 


TYPICAL SCENE during the Business Furni- 
ture Co. fashion show. The color chart held 
by store employee at left and the piece of 
drapery material below harmonize with the 
colors of the model's costume. 
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OA OFFERS 





Your Co-ordinated Christmas 





Merchandising Program 


The 1957 OA 
Merchandising 
Kit includes all 
You need to 
successfully sell 
“Business Gifts 
for Business 


People” 


r I HE retailer who wants to take full advantage 


of Christmas gift business by selling ‘‘Busi- 
ness Gifts for Business People” is aware that a 
carefully planned and co-ordinated program of 
merchandising is his best bet 
The merchandise itself can come from the deal- 
ers stock, but it must be properly displayed and 
it must be promoted on the same level with de- 
partment stores and other retail operations that 
are also seeking a share of the immense dollar 
volume expended each year by the American shop- 
per 
The wise retailer makes sure that his stock of 
items suitable for business gifts is up to the proper 
level. Promotion without adequate merchandise 
is of no value. He takes full advantage of the 
many aids offered by manufacturers to brighten 
displays and windows: he makes full use of his 


taff to make attractive window and in-store dis- 


Ss 
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Tent cards for counter 
and window use. 
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Hanging pennants are 
printed on both sides. 





plays; and he knows that he must develop a spe- 
cial program of gift promotion 


Because OFFICE APPLIANCES realizes the 


biggest job for many busy retailers is the co-ordi- 
nation of the Christmas selling program, it once 
agall Ss offering its ‘Business Gifts for Business 
People” merchandising kit. 


The merchandising kit, first developed in 1955, 
and offered again in 1956, this year has been pre- 
pared to meet the needs of dealers in 1957. 
Working closely with the dealers who used the 
kit last year, OFFICE APPLIANCES found that 
F the size of the posters for the window and inside 
, the store should be increased in size. Banners, 
a pennants and counter cards were also increased in 
yf size, and all of these display pieces are silk- 
screened in Christmas colors this year to create 
| the gay atmosphere of a holiday season. 


Kit ls Streamlined 
The kit has been streamlined and improved 
ilong the lines of dealer suggestions. Tent cards 
for use on the counter, in the window, or on large 
merchandise have been designed in the shape of 
Christmas bell. Ten of these cards are included 
in th it 
ce Six attractive hanging pennants in green, white, 
ng ind red have been designed to call attention to 
the theme “Business Gifts for Business People 
rc These supplement the three large window ban- 
ners, a full 38 inches long and 13 inches high, 
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also in green, red and white, and three large 
posters, 28 by 36 inches, a new kit feature. 

Christmas tree merchandise tags in two sizes 
will be available this year. A full 30 tags are in- 
cluded in the kit. These can be used to dress up 
merchandise on the floor and on the shelves. 

To insure a fully co-ordinated program for the 
dealer, OFFICE APPLIANCES has included an 
expertly planned sales letter suitable for mailing 
to business customers. 

For those dealers who use radio time in their 
promotion program, the kit contains a series of 
professionally written radio scripts, timed from 
10 seconds to one minute. These scripts do much 
to get across the business gift theme. 


Ad Layouts Included 

Newspaper ad layouts in three sizes, designed 
to help the dealer and the local newspaper, have 
also been prepared by a top-flight advertising 
agency. 

To complement these ads, two newspaper mat 
headings have been included in the kit, giving the 
dealer a choice of size for his gift promotion ad- 
vertising. 

In the 1957 Christmas kit, the dealer will find 
the new procedure manual, the “how to” of the 
promotion. By following the manual, he can plan 
his entire program and eliminate much of the 
time-consuming labor of planning. 

The Christmas merchandising kit is a complete 
package for the dealer to use as he sees fit. It can 
supplement his own program or it can serve as a 
complete promotion program in itself. The basic 
idea behind the kit is to help the dealer readers 
of OFFICE APPLIANCES to carry out a co-ordi- 
nated selling and advertising program. 
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OA SURVEY REVEALS: 


Planned promotion 


in Christmas gift 


So say dealers queried about the success 





of their holiday season selling efforts in ‘56 














The ‘Most Wanted’ Gifts 
As Reported by Dealers: 


Pens 

Desk Accessories 
Portable Typewriters 
Desk Sets 

Brief Cases 
Stationery 


Pocket Memos and Wallets 
Boll Point Pens 
Chairs 
Maps and Globes 
Books, Bibles and Dictionaries 
Ash Trays 
Art Supplies 


ap Dispensers 
D Lighters 
Pencil Sharpeners 
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ERE’S Christmas gifts for business people 
H advice direct from the best source dealers’ 
testimony. 

OFFICE APPLIANCES’ research bureau sur- 
veyed 1011 stationery and office equipment dealers 
for their views on profitable promotion of stock 
items. Of this number 13.7%, a large return for any 
type of survey, responded. 

What the dealers told OFFICE APPLIANCES 
is revealed in these pages, interpreted in percentages 
for easy reading. 

It was clearly revealed in the survey that many 
dealers definitely believe in planned promotion of 
gifts for business people as a worthwhile adjunct of 
their yearly merchandising calendar 

A high 83.3% of the dealers who make special 
effort to promote stock merchandise as gifts to bus- 
inessmen and women do so through store promo- 
tion . 67% also promote gifts through outside 


salesmen 


Promotion Needs Effort 

The dealers recognize that no promotion can be 
successful without effort. They revealed in their 
OA survey replies that they have an interest in all 
facets of promotion—window displays, decorations, 
advertising and special services 

How do they promote ? 

The largest number, 80.6% of all who responded 
to the survey, use window displays. 

Store decoration is the second most important 
type of Christmas gift promotion, the dealers re- 


ported, 78.2% dolling up their stores in the holi- 
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pays off 


- business 


day motif as a means of putting their customers 
in a buying mood. 

Newspaper advertising is close behind as a means 
of promotion, used by 73.8% of the dealers who 
reported their methods to OFFICE APPLIANCES. 

Highly-ranked as promotion methods are shelf 
displays (used by 74.7% of the dealers); direct 
mail (62.3%); special services, such as gift wrap- 
ping (58.99%) and radio advertising (42%). 

Television advertising is used by 11.6% of the 
dealers. A small percentage prefer the special event 
ty pe Ol promotion. 


Find Sources of Help 


Sources of promotional help are varied and the 


dealers are inventive merchandisers, the survey re- 
veals 

A total of 64.6% of the dealers lean on local 
sources and their own staff. 

Calling on manufacturers and wholesalers for 
help are 63.9% of the dealers. 


OA Is Used by Many 
OFFICE APPLIANCES, which provides a Busi- 
ness Gifts for Business People kit widely used by 
stationery and office equipment dealers, along with 
many pages of editorial help, is chosen by 46.6% of 
the dealers as a source of promotional aid. 
Associations help 23.3% of the dealers report- 
ing and 6.1% use other sources 
The manufacturers’ role in helping to boost busi- 
ness gifts, volume is clearly defined by the deal- 
ers. The supplier is leaned on heavily in the pro- 
viding of sales literature and stuffers (63.9% of 
the reporting dealers). Ad mats are desired by 


nearly as many of the retailers (61.7%) and there 
ilmost universal agreement that newspaper ad- 
rtising is essential to a planned promotion. Deal- 
ers are cager to get the manufacturers’ help in the 
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What the Dealers Told 
OFFICE APPLIANCES about 
Christmas Gifts Selling 


HOW DO THEY PROMOTE? 


83.3% who promote stock merchandise as 
gifts to business men and women do 
so through store promotion. 

67% also promote gifts through outside 
promotion. 


SOURCES OF PROMOTIONAL HELP 


64.6% Local sources and own staff. 
63.9% Manufacturers and wholesalers. 
46.6% OFFICE APPLIANCES. 

23.3% Associations. 

6.1% Others. 


MANUFACTURERS’ SALES AIDS 


63.9% Use sales literature, stuffers, etc. 
61.7% Use ad mats. 
44.3% Use point-of-sale material. 


WHEN DO DEALERS DO CHRISTMAS 
BUYING? 


WHEN DO PROMOTIONS START? 


1.7% in July. 

1.7% in August. 

8.7% in September. 
16.5% in October. 
63.0% in November. 
10.4% in December. 


ARE SPECIFIC BRANDS PUSHED? 


48.0% Yes. 

37.6% No. 

14.4% Did not respond. 

This was dealers’ response to question, ‘Did 
you indoctrinate your salesmen on brands to be 
“pushed” as Christmas items? 





PLANNED PROMOTION 





continued 


“A planned (Business Gift) campaign brings these satis- 


fying results: 


Increased turnover 


New accounts on the books 


Increased store traffic when people are in a buy- 


ing mood 


Greater cash sales and lowering of inventory at 


the right time of year.’’ 


form of mats for illustration in their advertisements. 
Likewise, point-of-sale material is a desired sales 
aid, 

Manufacturers will be interested to have the 
dealers’ own testimony that the bulk of them do 
their Christmas buying of stock merchandise for 
gift selling during August and September. The 
peak month appears to be August (purchasing peri- 
od for 36.8% of the dealers) with September and 
October running close second and third. A very 
small percentage of dealers (3.7%) feel the need 
to do any Christmas buying during the month of 
December. 

Planned promotion must start early, stationers 
agree, at least those who have been successful in 
selling gifts for business peopl 


Reach Peak in November 

A few dealers (1.7%) start as early as June or 
July. But a few more begin in August. The 
promotion picks up momentum in September when 
8.7% of the store men start their sales “pitch”, 
rolls along in October and really reaches a peak 


T¢ 


¢ 


in November when 63.0% of all the Christmas- 
minded merchants begin extra efforts in full swing 

Some dealers wait until December but the percent- 
age of late starters is small, only 10.4% 


The importance of brat {1 names in a Christmas 


gift sales campaign is emphasized comments to 
OFFICE APPLIANCES 

Dealers were asked Did you indoctrinate your 
salesmen on brands to be ‘pushed’ as Christmas 
items?” Responding “‘yes’’ were 48% of the dealers. 
The negative answer was provided by 37.6° while 


14.4% made no res 
It is noticeabl. that Ww |-} WI brand names 
of every type of off the dealers 


Erwin S. Howard 
E. $. Howard Company 
Oswego, New York 


promotion. The dealers point out that leading man- 
ufacturers use television and other media of con- 
sumer promotion and this is reflected in the cus- 
tomers preferences. 

Promote . .. plan . . . display 

So runs the advice of successful dealers as they 
approach a new season of gift selling and reflect 
upon the factors which made their 1956 merchan- 


dising profitable. 


Can Sell from Stock — Russen 

Comments Doug Russen, general manager of 
the Zac Smith Stationer Co., Birmingham, Ala.: 

With the right kind of promotion behind them, 
stock items can easily be sold as gifts for the busi- 
ness Man Or woman.” 

Some dealers have been reluctant to put forth the 
extra effort which any successful business gifts’ 
campaign needs. But once doing so, they become 
enthusiastic, just as did E. M. Brown, Ranger Of- 
fice Supply & Equipment Co., Riverton, Wyo. After 
‘breaking the ice’’ in 1956 he said: “It was the 
first time we had any Christmas business. In 1957 
we intend to go further into gift type merchan- 
dise.”” 

John E. Carr, ZCMI School & Office Supply, Salt 
Lake City, Utah, used OFFICE APPLIANCES’ kit 
and commented: 

In general we like your program and hope you 
have something again this year along the same lines. 
We feel the continuation from year to year will 
build momentum.” 

And so the comments go. But they all add up 
to one clear-cut conclusion: 

Planned promotion pays off in Christmas gift 


business 
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THIS WINDOW created by Kistler's, Denver, Colo., was first prize winner in the 
1956 contest. Who will win this year? 


OA Offers 10 Cash Prizes for Best Windows 


OR the second year, OFFICE APPLIANCES is 
i stdins a ‘Business Gifts for Business People” 
Christmas window contest. 

The prize list has been augmented and now office 
furniture, machine and supply dealers can share in 10 
cash awards 

Cash prizes will be awarded as follows: 
® First place—$100.00. 
® Second place—$50.00. 
© Eight distinctive window awards—$20.00 

each. 

Ten, instead of seven, dealers will share in the prize 
money for the 1957 windows’ prize money. The contest 


period will be the 1957 Christmas gift selling season 


Pictures of winning windows will be published in 
OFFICE APPLIANCES together with details about the 
lisplays ind their effectiveness. 

Th ntest was so successful last year, pointing up 
how alert dealers in the United States and Canada are 


on the opportunities to sell stock merchan- 
se for business gifts, that this business journal decided 
the prize money and also simplify the rules 
As many entries may be made as desired. Qualified, 
partial experts will be appointed to the judging com 


Entrants will find the OA “Business Gifts for Busi- 





ness People’’ a source of display ideas and material. 
The slogan which is the basis of the kit must appear in 
the window. Purchase of the kit, or its use, is not neces- 
sary for prize eligibility, however. 

Complete information regarding the display mate- 
rials, the theme and effectiveness of the window will be 
welcomed but is not necessary to qualify for a prize. 

Here are the brief contest rules: 

1. The contest is open to any office furniture, ma- 
chine or supply dealer in the United States or Canada. 

2. Window displays entered must be those used 
during the 1957 Christmas selling season. 

3. Merchandise displayed must be office furniture, 
machines or supplies taken from the normal stock of 
the dealer. 

4. Each entry must be accompanied by a glossy 
photograph (8x10 preferred). 

5. The slogan ‘Business Gifts for Business People” 
must be included in the display. 

6. As many entries as desired may be submitted. 

7. All entries must be received by OFFICE AP- 
PLIANCES by January 15, 1958. (Entry blanks will 
be made available later, although the use of such 
blanks is not necessary for participation so long as 
contest rules are observed). 





Dealers must avoid 


inancial pitfalls 


I HE successful operation of any business—retail, 


wholesale, or manufacturing—requires a_ well- 
rounded knowledge of all aspects of its operation, par- 
ticularly merchandising, finance, and personnel. Neglect 
of any one of these departments can change an op- 
erating profit into a loss 

Some of the pitfalls to be avoided are discussed 
here. 

Inventory turnover—This is the lifeblood of any 
business. Just as proper circulation is necessary in the 
human body for the maintenance of health, so a good 
circulation (inventory turnover) is necessary if the 
business is to operate with vitality and remain healthy. 
Computations of inventory turnover should regularly 
be made, and corrections planned if the turnover is 
unsatisfactory. 

If the dealer prices his 
he can figure his turnoy 
goods sold (beginning inventory, plus purchases, less 
closing inventory) by the average inventory. If, how- 
ever, he prices his inventory at retail prices (reducing 
it to cost by extracting mark-up), then he should di- 
vide net sales by average inventory (at retail prices). 

While the rate of turnover varies in different indus- 
tries, a Minimum turnover in the stationery and allied 
fields is three times a year 

Accounts receivable turnover A slow turnover of 
inventory can tie up capital seriously. Slow collections, 
too, can create a tight financial condition. Credit builds 
sales, but the building up of credit sales can react un- 
favorably unless an efficient collection program is in 
operation. Some of th« 
lection program are: 

(1) Accurate and prompt billing 

(2) Early follow-up 

(3) Persistent and regular follow-up. The 
dealer should ask for his money, politely 
but firmly. ‘The squeaky wheel gets the 
grease’. 

He should check the condition of his receivables 
regularly. This can be done by dividing his total credit 
sales by 360—this will give the average daily credit sales ; 
divide total accounts receivable by the average daily 
credit sales, and he will see how many days’ billings 
are on his books. 

Over-trading—This condition arises when the 
sales ability of a dealer and his sales force far exceeds 
the ability of the business to finance the purchases fe- 
quired to maintain the substantial sales volume. Under- 
capitalization is another way putting it. The ability 


nventory on a cost basis. 
by dividing the cost of 


ssentials in a successful col- 


to maintain volume sales on limited capital ties in 
closely with the dealer's ability to turn over inventory 
and accounts receivabl If od turnovers are main 
tained, a dealer may get by with above-normal sales 
volume. However, in mat s th ituration point 
is reached and the mor he tighter becomes the 
financial condition, result n slow payments, re- 
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stricted credit, and accompanying dithculties. Solutions: 
restrict sales volume, or borrow on long-term credit, 
or invest additional money. 

Distressed merchandise—Many a dealer has gotten 
into difficulty because he could not resist buying sub- 
stantial quantities of distressed merchandise at an at- 
tractive cost. Buying lots of this kind is advantageous 
if the dealer's working capital will not be affected by 
and further provided the merchan- 
dise can be turned over in a reasonable period. Other- 
wise, a dealer can tie up much-needed working capital 
in slow-moving merchandise and find to his regret that 
he has restricted his normal operation, and possibly 
find later that obsolete items have reduced or elimi 
nated the expected purchase advantage. 

Ouantity purchases—Certainly it is advantageous to 
buy in quantities with an additional discount. But when 
this is done promis¢ uously, without regard to the period 
of turnover, the advantage of the quantity discount is 


the expenditure 


dissipated 
Expansion—While steady expansion of a business 
is the keynote of success, premature expansion often- 
times has resulted in the collapse of the entire enter- 
prise. The dealer should have sufficient captial to 
justify the expansion. 
Installments—In installment selling three 
should be kept in mind: 
(1) The down payment should be sufficient 
to interest the buyer in maintaining his 


essentials 


equity. 

(2) The length of time over which payments 
are to be made should be within the use- 
ful life of the item 

(3) At no time should the unpaid balance be 
more than the resale value. 

Purcl discounts—Loss of purchase discounts is 
wasteful. Discounts earned can be a good part of a 
dealer’s net profit. It would pay a dealer well to bor- 
row money from his local financial institution in or- 
der to get discounts from his suppliers 

In conclusion, remember that one of the essen- 
tials for supporting an increasing sales volume is a 
stable financial condition. The dealer should check his 
condition regularly. 


i“ Things to watch: 


® Inventory turnover. © Quantity purchases. 


® Accounts receivable 
© Expansion. 


turnover. 

Over-trading. ® Installments. 

Distressed merchan- 

dise. ® Purchase discounts. 
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by Edward O. Kallman 


The Stationers & Publishers 





the challenge . . . The dealer or dealer sales 


no goes afte! th job of Outhtting a com 
office, either executiv general, or both 
that to satisfy his stomer and to make 


st of his sale. he must ofter more than just 


| 


furniture of various kinds, sizes and shapes 


He must offer service—opening up his own 


ouse of experience to the customer—in the 
real aid. This may come at the architectural 
sign level or at the point where the choice 


1uipment might mean a saving to the cus 


The dealer must be ready t make use of the 
tly good equipment the customer already 
ind he must be prepared to offer the cus 
1 dollars and cents saving as well as a good 
layout 

This experience 1s what Charles Storey of 

Storey-Kenworthy Co., Des Moines, Iowa, found 


in two recent jobs 
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ning Opt P ning , 
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design and furnishings 
for the modern office 
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THE SPECIAL TREATMENT 
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OFFICE PLANNING . 













An installation 
in a new wing of the Peanut 


Products Co. of Des Moines, lowa 


the survey... hen Charles 
Storey undertook to furnish the new 
offices of Peanut Products Co., he saw 
that he faced three basic problems. He 
first had to utilize perfectly good 
isting equipment, working it into the assistant sales manager’s office 
new office. He had to allow for ex 





pansion and keep free and open 
traffic areas, taking into consideration 









the glass-enclosed offices that could general office 

not be blocked by equipment, and as 4 
a very important third problem, he 2 
had to eliminate a traffic problem 

created by the office girls moving b 

tween their work stations and the files 






Mr. Storey noted th xtensiv 





amount of record keeping 













work down in the office, and_ set 
out to convince the president, David 
Miller, and office manager, Willian 
Loran, that the strategic pla nt of 
credenza units behind the work sta 
tions would effect a sizeabl ving 
in labor cost. Working at t blu 

print stage, he, and the two officers 






worked out the general lay 









the special treatment... |" 









equipping the general off Mr. Stor 
first decided upon gr is the color 

the desks, files and credenza units. This 
color would blend in with the beige and 
other wall colors and lern cork til 







floors All existin Ipi t was 


sprayed mist 








1 credenzas are from Art Metal 


Construction Co. in mist green with con- 
rasting tops. The posture chairs were 
furnished by Art Metal and the side 
hairs by Royal Metal Products. The files, 
kept mostly at a three-drawer level be- 
cause they were used against the glass- 
partitioned walls in some areas, were also 
by A Metal. A recessed safe was in- 
stalled to keep the clean lines intact 
Desert sage was the color chosen for 
the typical sales office desk shown here 


This assistant sales manager's office uti- 
lizes an Art Metal desk and credenza 
with Royal Metal Products chairs. The 


7 } 

floor overing 1S beige and the drapes 
have a neutral background with splashes 
of green and tan. Neither floor coverings 

























president’s office 





nor drapes were supplied by Storey 





Ke nworthy Co. 






The president s oftice features a Leo 






pold desk in walnut. The credenza unit 





behind the desk is Art Metal's in walnut 





finish with a top by Leopold in Textolite 





The bookcase unit at the right of th 





desk is by Leopold and the chairs aré¢ 





brown leather, manufactured by the Mil- 






waukee Chair Co. The walls of the office 






are tan and the rug is beige. The drapes 





have a neutral background with brown 






and other colors for contrast 





the end result... The over-all picture in the new 
office is one of neatness and clean lines. The general 





office and the individual offices are a blend of wood 






and metal furniture spiked by modern color treat- 





ments in shades of brown. Everything is in harmony 






and all tones are subdued to give the impression of 





an attractive but business-like office 











OFFICE PLANNING . 


Installation of private 


and general offices of the Northwest 


Steel Co. in Ft. Dodge, lowa, by Charles Storey. 


the survey .. . Charlies Nimits, 
president of Northwest Steel, planned 
to build his own headquarters 
and he wanted Mr. Storey to do the 
equipment installation work. After 
he saw the blueprints, Mr. Storey 
saw that there was more to this job 
than simply outfitting the office, so 
he contacted Mr. Nimits and ar 
ranged for a Sunday morning meet- 
ing. Starting out at 8:30 A.M., the 
two men went over the plans, and 
they worked straight through until 
after 5 P.M. 

Mr. Storey’s suggestions in the 
actual construction of the building 
were many. He advised that a window 
in one office be closed out to allow 
room for a suitable sofa. He sug 
gested that another window in the 
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board of directors room be closed 
out and a mural installed in its 
place. This meant a new 
balance that both men worked out. 
Drapes, wall colors, floor coverings 
and the like were all planned right 
from the blueprint. Mr. Storey 
pointed out that a counter installa- 
tion didn’t permit enough room be- 
hind it for adequate traffic flow, he 
suggested moving a door to help with 
traffic, and he pointed out that no 
place had been designated for cloth- 


outside 


ing storage. 

These, and other suggestions, were 
within Mr. Storey’s realm. He had 
the business office experience while 
Mr. Nimits had the building expe- 
rience. Together they worked out 
the minor flaws before the construc- 
tion was underway. 








the special treatment .. . [n 
this natural redwood paneled ex- 
ecutive office and board of directors 
room, Mr. Storey chose a walnut 
desk by Leopold with sofa and chairs 
in pepper red and gold by Gregson 
Mfg. Co. The low table at the left 
between the two chairs is actually a 
Leopold JSL750 reduced to a new 
height. A Leopold credenza unit is 
behind the desk, and a cabinet for 
beverages is in the right-hand corner. 
The desk accessories were supplied 
by Smith Metal Arts Co., and the 
smoker is a product of Colonial Pre- 
miere Lamp Co. The carpeting, not 
furnished by Storey-Kenworthy, is 
beige. The drapes selected were gold 
tinged to add to the richness of the 
office. 

In other areas of the building, Art 
Metal chairs and desks in mist green 
were used. In one office, behind the 
desk of the company treasurer, Mr. 
Storey designed and had constructed 
a credenza unit 107 inches long and 
30 inches wide. This unit utilized four 
Art Metal walnut letter-size files, two 
legal-size files, two Victor Safe Co. 
insulated files for storage of vital pa- 
pers, and a full-length running Tex- 
tolite top by Leopold 


the end result . . . By offering ex- 
tra service and time to help plan the 
job in the blueprint stage, Mr. Storey 
was able to help himself as well as 
his customer. Working out the de- 
sign for such an item as the large 
credenza unit with an eye to filling 
a need for the customer created an 
extra sale that might otherwise have 
been missed 
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Why and Where 





The value of IMPRINTED catalogs 


A wholesaler’s view that dealers who obtain and use 
these catalogs are employing permanent, silent salesmen on their staff. 


by ALFRED WOLFE 
vice-president, 

Utility Wholesale Stationers 
Chicago, Ill. 


HE cost of producing a comprehensive catalog is 
pot so high that only a few of the largest, top 
level institutions in the office supply industry are in 
a position to issue one. 

Virtually every stationery dealer in the land is in 
urgent need of such catalogs, not only for his own guid- 
ance but also to enable him to render efficient service to 
his trade. There are thousands of items which cannot be 
carried on the shelves, but these, through illustrations 
or descriptions, can be exhibited and effectively ex- 
plained to a customer and thus completely fill his needs. 

It is not practical to hand to a customer a catalog 
that bears the name of the dealer's source of supplies. 
To better promote his own interest and to popularize the 
name under which he is doing business, it is not 
only desirable but absolutely essential to obtain a con- 
siderable number of these catalogs imprinted with the 
dealer's name. \t builds prestige, and makes it con- 
venient for a potential purchaser immediately to phone 
him, rather than resort to a telephone directory where 
his competitors’ names are also to be found. 

The dealer who gets the first contact obviously stands 
a better chance of making a sale. An imprinted catalog 
on the desk of a customer is, in fact, a permanent silent 
salesman 


That is the “Why” of imprints 


Where Do Catalogs Go? 
Now suppose the dealer has obtained a supply of 
imprinted books, where are they to go? To whom are 
they to be distributed? To place them in the hands of 
the wrong firms or individuals will be a costly wasted 
effort, whereas, if distributed to the right place these 
efforts will surely bring handsome results. Our experi- 
ence indicates there are two fields of potential cus- 
tomers, where the placement of a catalog is certain to 
yield rich results 
The first is the body of individuals or firms that have 
evinced a positive interest in the merchandise carried. 
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They may have made inquiry about some item of equip- 
ment displayed in the show window, or they may have 
been drawn to the store or by an ad or a circular. Every 
member of this group should have a catalog backed by 
an explanation of its proper use. This catalog may 
prove more efficient than personal contact by a sales- 
man, for the latter sometimes evokes a certain amount 
of sales resistance and, of course, he cannot be on hand 
immediately when needed. 

The second group eligible for a catalog is much larger 
and perhaps contains the promise of greater ultimate 
profit than the first. Numerically its members are limit- 
less. They comprise small businesses such as gas stations, 
beauty shops, garages, artisans, and professionals. All 
of these are in need at one time or another of a desk, 
a filing cabinet, a typewriter or many various forms for 
governmental records and bookkeeping accounting. 


Small Buyers Have Potential 

These small buyers may average only about $150 a 
year, however they are so numerous that the total po- 
tential volume is considerable. Another important fact 
in the distribution of catalogs, is the time element. They 
must be placed with customers immediately upon re- 
ceipt from the wholesale house. It is reasonable to ex- 
pect greater results from a copy that is in the hands of 
a customer 12 months in the year, than if given to him 
for a period of just a few months. The catalog resting 
on the dealer’s shelf does not produce sales — in the 
hands of a customer it will. Yet 

Here is a curious result of a survey made by Utility 
Wholesale Stationers among its own dealers. Of cata- 
logs delivered to them in November 1956, only 56% 
were distributed to customers by May 1, 1957. The 44% 
were still resting on their shelves making no sales what- 
ever to justify their existence. 

And yet another important prerequisite to profitable 
results from the distribution of imprinted catalogs is 
the book itself, its make-up, the completeness of its 
contents, its general appearance, the clarity of its de- 
scriptions, the dependability of the merchandise offered 
on its pages and the integrity, experience, and reputa- 
tion of the wholesale house that issues it. 

With all of these factors considered, dealer imprinted 
catalogs, if properly distributed, will do a surprisingly 
profitable selling job for the dealer 


39 





1A. 


and 


No 


IC, 


and 


< 


1. “Stardust,” 100% pure 
linen upholstery or 


drapery fabric, 50 inches EUGENE BARNES 


wide. Fawn and coral Merchandising Advisory Service 
and other combinations 400 E. 55th St., New York 23, N.Y. 
Also sh No. 30281 Mr. Barnes counsels by mail 
from S.M. Hext 

Retail from $9 to $7 


Accessories 


“Modern 
Texture,” a brown 


and viscose fabric, 
52 inches wide 


Hexter, $14 to $18 


retail 
1B. “Complement 2. Satinwood carved 
by Hexter. Brown 


textured stripe, 
54 inches wide Witch” in the pot carrier 
Combines viscose, Both 
cotton, linen and 
mohair. No 
41741 


“Coco De- 
light” with black 
accents. Cotton 


inche 
41625, also by 
Hexter 










































Selected for Office Appliances 
by Eugene Barnes 





RIGHT, “new looking” accessories, 

displayed with style and co-ordinated 
in a distinctive manner to make “suggestive 
selling” automatic, will certainly increase sales. 


The “‘clean’’ look this month is the fare for a ride 


on September's ‘Fall Decorating Bandwagon.” J 
Your customers, impressed with the freshness ————~" 
of these accessories, will ear-mark your store as a 

mecca for gifts’ in the near future. Remember, 

Christmas is drawing close . . . they'll be 


shopping for gifts shortly! 


4. “Triple Cluster” of white opal 
glass and pearwood with plastic cord 
and white, metal canopy. Diameter 1s 
1234 inches at canopy base. From 
Richards-Morganthau 


5. “Board Room” 
ash tray and matching 
cup. Tray is 8 inches 
across and can hold 
24 burning cigarettes 
White and iron 
brown ceramic. 

: Retails at $3, from 
Design Techniques. 

Ld 


white saran 


$1802. From 





figurines from Bali depict 
‘Joy of Life” and “the 


retail at $5.50. No. 
665-10 and 675-10 from 
Bells of Sarna Co. 


viscose, 54 
S wide No 





3. “Peasant Masks” of 
Bentawas wood from 
Bali. Eight inches high. 
Retail is $10 each. Also 
from Bells of Sarna 





























































Display Suggestion .. . Hang the fabric 
“Stardust” in a corner, ceiling to floor, to create 

interest. Hang the pictures with disregard for old balance 

rules. These, plus the sleek lines of the sofa and the 
breath-taking starkness of the white lanterns, will stop traffic. 


6. “Flock of Cranes” 

by Oeceato is in 2014 by 

35-inch wormy chestnut 
c eee Bt 

and black lacquer frame. . =) 1 ss 

No. 269 from Catalda 


Fine Arts. Retail is $40. 


10. “Special 
Request” is a 
promotional lamp 
with terra cotta 
base. Reaches 33 
inches high. Price, 
including shade, is 
$11.50. Westwood 
Industries, Inc. 


ng en: - ” 
7. “Five Strangers” by 


Tanguy in 30 by 3134- 
inch receding frame of 
black lacquer with gold, 
metal-leaf liner. No. 
3058. Catalda Fine Arts. 


ches 





12. “Dual Purpose” 
formica trays in 
black, white or 








11. “Cock Fighters” in bronze walnut. Swing-arm 
and brass from Florence, with metal shield on 

\} Italy. No. 9F from Cathay top. From Laurel 
Crafts Corp. Lamp Co. 


8. “Multiple Purpose,” a VIP's auxiliary 
or drop leaf console with rubber wheels. 
Has oil or natural walnut or black 
lacquer finish. No. 2315 retails at $120. 
Founders Furniture Co. 














9. “Double Comfort” foam 
cushions covered in Dupioni silk. 
Assorted oriental shades in color. 
Sold two dozen minimum, both 





13. “Svelt Beauty” measures 301/, inches by 1061 inches. 
ay Can be used as sleeper. Wood finished in maple, natural, 
round and square. Retail is $7.95 walnut or lacquer. Has white carara marble top, cane arms. 
each. Nettle Creek Industries. Takes seven yards of material. Decorative Comfort Co. 


> Dealers who wish further information about any of the accessory items 
pictured on these pages are requested to use the inquiry card facing page 70. 





Mrs. Maurice "'Sis'’ Fox, of 
Fox-Jones Co., Washington, D.C., 
was one of 18 women attending 


Columbia's first all-women sales 





clinic. She was chosen to portray, 


2. Leaving Washington, D.C. for 
Fort Washington, Pa., ‘Sis’ bids 
goodbye to the Capitol. 


photographically, what the ladies 





did and learned during the clinic. 5 ee Cen oaks co-meslear Hk 
Drake to join her in Columbia’‘s 
‘Operation Eve.’ 


| 
| Learning Process in High Gear at Columbia's 


| All-Women Sales Clinic 








| 
| Fort Washington, Pa. in the past several months were assembled in the Howard 
Johnson Motel near Fort Washington. 
_ When Frank Puckett, sales manager of Columbia Steel As the program content was to be the same as at the pre- 
Equipment Co., Fort Washington, Pa., conceived the idea of vious clinics, there should have been no feeling of uncertainty 
! an all-women sales clinic he was quite confident that the ven- about the success, except for one factor of difference all 
ture would be a success. His hopes were more preceding clinics had been for men only. 
OA than realized on June 17 and 18 when 18 ladies Changing the program to make it seem more appropriate 
staff from the sales staffs of dealers in the east and for women was considered. Wisely, the decision was to accord 
the Middle West demonstrated their eager interest the same treatment to the ladies as had been given to the men. 
Gaeeam and proved their capacity for understanding the Unofficially, the ladies asked more questions than were put 
technical aspects of making and selling steel office by all the men combined at the previous clinics. They asked 
furniture. : questions and they persisted until they had achieved clear un- 
By late Sunday night (one lady arrived considerably after derstanding. At the session on pricing modular combinations, 
midnight) all participants in the sixth sales clinic for dealers’ all the ladies came up with the correct answers, a record not 
sales people conducted by Columbia Steel Equipment Company equalled at any of the men’s conferences. No wonder Colum- 
bia executives were elated with the results of experimenting in 
sales meetings for women. 





Women Tour Factory 

Monday’s program consisted of two sessions in the air con- 
ditioned meeting room in the motel and a tour of the Colum- 
bia plant. After a brief address of welcome by Jack Emhardt, 
president of Columbia, and a significant and convincing pres- 
entation by Frank Puckett under the title, “Columbia In- 
tegrity.” the group left for the plant a few miles away 

Splitting into three small groups, the ladies toured the plant 
under the guidance of Frank Puckett, George Little and Jim 
Pierson. From the first forming operation on sheet steel to 
the finished products, the ladies followed the creation of a file 
and then a desk. 

[hey were impressed by the complicated production equip- 
ment, the efficient and smooth flow of work, but above all by 
the cleanliness of the plant. 

Despite the heat (the temperature reached 99 degrees that 





Supirl 


All the Girls . . . and gentlemer ithered for a formal portrait , Alin dlatiead ae ¥ itched at a hich level and thei 
before the Columbia Stee! § aa right after their day) their desire to earn was pitched at a ugh eve and their 
morning tour of the plant. Names of al! those who participated funds of facts useful in selling were substantially increased. 

in the clinic are listed in the article During the afternoon, back at the motel meeting room, 
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3. In Philadelphia, ‘’Sis’’ is met by 
Frank Puckett, Columbia’s sales 
manager, with floral tribute 


5. “’Sis’’ takes 


courtesy Jack Emhardt, center, while 
vice-president-treasurer, 
looks on in amusement. 


H. K. Gessner, 


Gerry Larkin explained the major steps in desk fabrication. 
In a similar manner John Vogel outlined the construction fea- 
tures of Columbia files. Having toured the plant in the morn- 
ing, the ladies were able to follow the demonstrations with a 
high degree of understanding. 

First on the program Tuesday morning was Herman Gess- 
ner, vice-president in charge of manufacturing. Under the title, 
“The Romance of Production,” Mr. Gessner told some of the 
interesting facts related to the designing and producing of 
Columbia metal furniture for the office. 

George Little and Jim Pierson gave sales demonstrations of 
files and desks, and Garry Bub provided some pertinent ideas 
on advertising. Miss Jean Campbell, Research, Inc., Phila- 
delphia, discussed selling from the woman’s viewpoint. 


Discuss Pricing Problems 

At the afternoon session everyone at the clinic was given a 
sales kit consisting of catalogs, price lists, color samples, fabric 
swatches, and so forth. A discussion of problems in pricing 
followed. Typical examples of “Nine to Five” modular com- 
binations were cited and priced. The ladies displayed unusual 
aptitude in this phase of the selling process. 

The last formal item on the program was a presentation by 
Frank Puckett under the title, “Time — the Salesman’s Most 
Valuable Asset.” Enumerating the Saturdays, Sundays and 
holidays of each year, Mr. Puckett revealed the limited num- 
ber of working days and hours available for selling. The value 
of each selling moment is increased as the number of them is 
reduced 

Although the business program was primary, entertainment 
was not neglected at the sales clinic. Luncheon on Monday 
was enjoyed at the Broad Axe Hotel and on Tuesday at the 
Manufacturers’ Country Club. A social hour and dinner at 


River's Edge, Lambertville, N. J., Monday evening was fol- 
lowed by a theater party in the air conditioned comfort of 
Bucks County Playhouse, New Hope, Penna. The swimming 
pool at the motel was no small attraction. 


Following are the names and connections of the ladies at 
tending the first “all gal” sales clinic: 
Mrs. Maurice Fox and Miss Edith Drake, both Fox-Jones 


(Continued on Page 108) 


OA—8 /57 


=_ > 








4. An interview on station WNAR 
by Lois Troster was recorded and 
heard the next day. 





6. Experienced craftsmen dem- 
onstrate their job functions in 
plant. 


president's seat, 





8. Another step in the proc- 
~~ es ess of manufacturing a desk. 
yey ae * 4 

7. Seeing the work helps to 

understand the construction. 





9. “Sis’’ meets musicol 
stors Anna Russell and 
Jack Cassidy on opening 
night 


10. And so to bed! To- 
: “ morrow is a busy day 
= back in Washington, D.C. 
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HE expanding position of European office equipment 

manufacturers on the American market is being felt more 
and more as each day passes. The impact has been felt both 
by the user of office equipment and the office equipment deal- 
er. Prior to World War II very few items were imported and 
oevaesPy > they were not particularly competitive. 
Making a completely new start after 
1946, imported machine manufacturers 
have asserted their contribution to ef- 
ficiency and reliability by introducing 
advanced designs, dependable operation 
and full scale distribution while main- 
taining an enviable record of service 
availability, parts replacement and good 
customer relations. 

Competition among European manu- 

C. W. Hoover facturers is very keen. They depend on 
export to survive and their world wide sales depends on in- 
ventiveness, research and acceptance. 

Olympia is Germany’s largest manufacturer of office ma- 
chines. Moving from the eastern zone of Germany after World 
War II, the company re-established itself near Wilhelmshaven 
with about 40 employees. Presently their payroll is above 
11,000 and is being expanded as new facilities are being con- 
structed. A very substantial part of this production is exported 
to almost every country in the free world. Olympia makes 
typewriters to indite the symbols of more than 500 languages. 

Olivetti is the largest office machine manufacturer in Eu- 
rope. It, too, is dependent on export of bulk of production. 
To gain such a world market for one’s products takes more 
than the desire and ability to make something. It takes care- 





aa 


Aerial View . . . of Hanover (Germany) Fair sprawling grounds. 


European Fairs 


Impact on 


Spending months abroad on 
tour of plants and industrial 
expositions Charles W. Hoover 
of Chicago, former office 
machines sales chief, reports 


his findings. 





fully controlled quality of materials and workmanship. It 
takes products that give the user the most results for his 
money. 

There are many different types of machines built in Europe 
that are not acceptable to the American market either be- 
cause of their specialized application or because of their un- 
orthodox approach. But it is a tribute that somebody thinks 
his idea has merit and strives to improve a fellow workers 
plight by manufacturing such a wide variety of office aids. 

The indices to judge the 1957 contribution of European 
manufacturers of office equipment are best seen through the 
international trade fairs held especially in Milan, Italy; Basel, 
Switzerland; Hanover, Germany. Although statistics are not 
completely available, these -fairs are the most widely attended 
in the world, drawing buyers from every country. The total 
attendance reaches into the millions. The Basel fair alone 
recorded a million visitors this year during an 11-day run. 
This fair had 2,300 exhibitors divided into 17 industrial groups 
in 21 halls. 


Fair Has Over 6000 Exhibits 

The Hanover fair can be compared by the fact that it has 
more than 6,000 exhibits! And the Hanover fair does not 
begin to show all the goods manufactured in Germany. Spe- 
cialized fairs are held to cover sporting goods, photographic 
equipment and toys. 

Another indication of the growth of the European office 
machine industry can be seen by comparing the 1955 Han- 
over fair with the 1957 fair. Hall 17, devoted exclusively to 
office equipment, has doubled its floor area to accommodate 
this year’s exhibitors! 

It is interesting to note that with the large number of Eu- 
ropean manufacturers, every major American company car- 
ries on subsidiary operations in Europe. These operations 
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Reveal Office Machine Manufacturers 


World Market 


represent all phases from complete fabrication to assembly 
to sales through general agents. 

Royal Typewriter Company has a manufacturing plant in 
Leiden, Holland, to produce standard typewriters and another 
at Mannheim, Germany, to produce portables and electrics. 
Burroughs Corporation, National Cash Register Company, 
Remington-Rand Div., International Business Machines all 
have several manufacturing facilities in the European area. 

The Hanover Messe at Hanover, Germany, held April 
27-May was a time to announce new developments and 
show new models created since the previous fair. It was an 
exciting and interesting display of all that is new: 

Atvidsbergs, through the Odhner subsidiary, introduced first 
models of a new low-priced hand adding machine to replace 
the present machine. This new model is smaller in size and 
lighter in weight, but retains the ease of operation for which 
Odhner machines are famous. Distribution through the com- 
pany’s American subsidiary, Facit, Inc., of New York, is ex- 
pected to start sometime in the late fall of 1957. Odhner 
also displayed for the first time the new automatic desk model 
accounting machine. 

Facit calculators, Halda typewriters and Facta adding ma- 
chines are manufactured in Germany also as a subsidiary of 
Atvidabergs and were exhibited separately from Odhner. The 
recently announced, redesigned Facit calculators were dis- 
played and demonstrated by attractive young women. 


Royal Displays Full Line 

[The Royal Typewriter Company displayed a full line of 
typewriters and portable machines equipped with Key-Set tab- 
ulation. Of particular interest was Royal’s announcement of 
the Administrator model, a _ standard portable machine 
equipped with a 12-inch carriage and key-set tabulation. It 
is to fill the need between a portable and the office machine 
for use by general offices, small businesses and professional 
people. 

Remington-Rand has also announced that the Office-Riter 
model is now equipped with a 13-inch carriage. 

Olympia offered as many firsts as any other manufacturer. 
Of major interest and importance was the Model SGE, elec- 
tric typewriter. This machine is completely electrified and has 
been developed after long research. American introduction 
will be sometime in the near future through regular Olympia 
dealer channels. 

The machine incorporates all the features of Olympia man- 
ual models including interchangeable carriages, single and 
double escapement spacing, form injector. The keyboard is 
designed to prevent two keys being depressed simultaneously. 

A second Olympia announcement was a new lightweight 
portable typewriter designated Model SF. This machine is 
similar in appearance to other makes now on the market 
weighing about eight pounds. 


Other Olympia Introductions 
[he third Olympia introduction was the Model 1182.030 
small hand adding machine. This machine of eight columns 
listing capacity and nine columns totaling capacity also has 
direct substraction and credit balance with subtracted items 
and credit totals printing in red. Olympia adding machines 
in the United States are sold through the Monroe Calculating 
Machine Company and this new model will be handled 
through that company’s offices along with other Olympia- 
made machines under the Monroe name. 
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Outside . . . exhibit halls at Basel, Switzerland. 





Inside . . 


office machines’ building at Hanover 


Resulta adding machines made in the Allied Zone of Ber- 
lin displayed a clever new printing version of the stylus ma- 
chine. This small, inexpensive machine provides a means of 
rapid adding and subtraction with all amounts and totals 
printed on a standard size roll of adding machine paper. 
Amounts are indexed with the stylus and appear in a check 
dial. Depression of the small bar in front of the machine 
prints the amount on the tape and clears the keyboard for 
entry of the next amount. Subtraction is similarly accom- 
plished after shifting the subtract lever. The small size and 
anticipated low price should provide dealers with an answer 
to public demand for a small, inexpensive printing adding ma- 
chine. 

One of the many indications of advanced thinking on the 
part of European manufacturers is the development of the 
line of Voss typewriters. This company organized in 1947 by 
Fritz Voss now sells typewriters to more than 80 countries 
throughout the world. 

The line of Voss typewriters has now been expanded and 
improved to include portable models equipped with automatic 
margins and key-set tabulation in five attractive colors, plus 
the Business-Riter equipped with a 13-inch carriage, auto- 


(Continued on Page 74) 
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New Products 





PORTABLE DUPLICATOR 


Rex-Rotary Distributing Corp. 
387 Fourth Ave. 
New York 16, N. Y. 


The “Fordigraph 100” inkless, fluid dupli- 
cator has been made in compact form for 
transporting from office to home, from 
department to department, etc. Fluid is 
contained in transparent plastic cartridge 
which is hidden behind an aircraft panel! 
This keeps it from spilling and damaging 
furniture or other finishes. Paper feed 
from post card size to 9 by 14 inches. Has 
automatic master clamp to catch or re 
lease master by a turn of the clamp. Price 
is $149 complete in two-tone color com 
bination. (Inquiry Card No. 28) 


ACCOUNTING MACHINE 








Monroe Calculating Machine Co., Inc. 
Orange, N. J. 

Re-styled, three-register accounting 
machine offers several exclusive time- 
saving features over its predecessors 
On an original statement and ledger 
accounts receivabie application, the 
machine is able to transfer balances 


to the statement the first time an 
account is activated during the 
month. Also offers simplified error 
correction with the minus bar acting 


as ao reverse entry bar. New machin 
is called the ‘’President’’, and ha 
column keyboard capacity. (Inquiry 
Card No. 29) 





NOTEBOOK COMBI- 
NATION 





Rivet-O Mfg. Co. 

Orange, Mass. 

The “Slencil’’ notebook 
combination features a 
mechanical pencil, which is 
wafer thin and can be used 
as a bookmark, and a spe- 
cially designed pigskin 
notebook. The “’Slencil’’ is 
available in gold, silver, 
black, blue, red or green 
and can be imprinted. The 
notebook cover can be gold 
embossed with a three-line 
advertising message. Unit 
is suggested as good for 
Christmas trade in large 
lots or for promotion pieces 
(Inquiry Card No. 50) 


TAPE DISPENSER 





Permacel Tape Corp. 
New Brunswick, N.Y. 


Moby Dick’ is the name chosen for 
the company’s new ceramic tape dis- 
penser in the shape of a whale. The 
novel shape makes it a good gift item 
for office or home use. Colors are 
white, green, pink and yellow. All are 
packaged with 22-inch by 800 inches 
roll of Texcel cellophane tape. (In- 
quiry Card No. 18) 





CABINET UNITS 





Jayem Sales Corp. 

31 Coffey St. 

Brooklyn 31, N.Y. 

Firm is now producing its line of ‘’Flex-O- 
Build’’ cabinet units with four basic cab- 
inet styles and a drop leaf or desk top 
connecting table-desk top for a possible 
70 combinations. Letter-size and legal 
size cabinets are pictured here. The con- 
necting table-desk top is 28 inches wide 
and 15 inches deep. It folds into compact 
unit as seen. (Inquiry Card No. 24) 





Partition Dept. 22 

General Stee! Products Corp. 

131-33 Avery Ave. 

Flushing, N. Y. 

New departure in free-standing steel 
office dividers is claimed by company 
which is now producing units that 
employ a new locking mechanism that 
is said not to be able to come apart. 
Device features an adjustable coil 
spring of high tension spring steel 
which is compressed by insertion of 
the spring follower into a tapered 
keyhole slot. Partitions also feature 


For More information Use Inquiry Card Facing Page 70 
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new sound depressing innovation 
called ‘‘Sound Trap Baffle.’ (Inquiry 
Card No. 46) 
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THE SILENT-SUPER 
% 
st t portabl ld’s fastest sellers! 
World’s fastest portables...world's Ttastest sellers! 
won! Truly rugged, truly portable, these Smith-Corona with the rugged, handsome ‘Holiday’ carrying case. 
Typewriters sell fast, sell easy. The Silent-Super for The Silent-Super, the Sterling, the Clipper, the 9 lb. 
rt , ; . - 

il example (above, left) is the fastest and finest type- Skyriter — the complete Smith-Corona line — gives 
ee writer of its kind in the world! Includes everything you highest quality construction at lowest possible 
a you'd expect in an office machine: 88 character cost. No wonder typewriter dealers prefer Smith- 
ior keyboard, Key-Set Tabulator, exclusive time-saving Corona Portables 2 to 1 over other makes. For more 
jiry Pace Gage. 


information, write Smith-Corona Inc.—manufactur- 
Comes in 5 beautiful two-tone color combinations er of the world’s first electric portable typewriter! 


world’s fastest and finest portables SMITH-CORONA INC SYRACUSE 1 NEW YORK 
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Here is why more students will buy 











Esterbrook, proven the favorite pen Greater than ever Esterbrook 
| of students! advertising campaign! 
Independent store audits in both stationery and W& ll 


department stores show that last fall in the $2.00 
to $5.00 bracket Esterbrook did 67° of the back- 
to-school fountain pen business! 


Why do students prefer Esterbrook? 
Students know that the dependable Esterbrook 
means better, clearer, easter writing because there’s a 
pointin Esterbrook’s 32 to suit every student need. 





Only the Esterbrook is so economical to keep in 


good repair . . .damaged points are replaceable im- 
Exciting full-page advertisements like these in LIFE 





mediately for only 60¢ 
every week during the back-to-school season will sell 


' 
There is no finer quality pen made... yet the Esterbrook as the student pen, to students of all ages, 
Esterbrook is good news to every student’s budget grade, high school, college. The most important back- 
. at just $2.95. to-school campaign in Esterbrook history 
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These are the pens featured 
in the big national ads! 


The ever-popular Esterbrook J-pen ... with its 32 


points for every writing job... replaceable in seconds. 


The Esterbrook Petite Pak. Dainty purse pen and 
pencil set... now in new fashion colors, rhinestone- 


studded pouch. 


Esterbrook’s ball point pen... the truly dependable 
ball point with the exclusive Wordathon* cartridge, 


writes 5 times longer than any other refill. 


Be sure your stocks are up for Back- 
to-school and Holiday Gift Business 
Be sure your displays are up, too! 


Make the most of this all-out promotion. Identify your- 
self as Esterbrook headquarters . to bring back-to- 
school buyers to your store first. 
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ear than ever before 


For your back-to-school customers... 


a wonderful premium! 


Beautiful personalized station- 
ery...50 sheets, 25 envelopes, 
with name and address imprint- 
ed. A coupon with every Ester- 
brook purchase entitles buyer to 
this unusual value for only 50¢. 

This stationery offer helps 
your sales two ways. It sells more 
Esterbrook pens... gets stu- 
dents in the habit of using im- 
printed letterheads .. . more 


stationery sales for you later on! 








*Trade mark 


Gsterlbrook 


ag 




















Marnay Sales & Mfg. Co. 

1270 Broadway 

New York I, N.Y. 

Company’s new line of modern desks 
for home and office use have a 
“"Nevamar’’ desk top with a wood 
grained finish. Drawers have nylon 
ball bearing rollers, and double draw- 
er is equipped for hanging file fold- 
ers. All desks have brass appoint- 
ments and squared-tubular metal 
legs. Beige limed oak with beige body 
and legs, limed oak top with ebony 
body and legs and satin walnut top 
with beige body and legs are avail- 
able. Top is 42 by 24 inches. List 
price is $77.95. (Inquiry Card No. 
20) 


ADDING MACHINE 





BALL PEN 





Autopoint Co. 
3200 Peterson Ave. 
Chicago 45, Ill. 


The company has announced 
what it terms the most impor- 
tant change in ball point pens in 
11 years, the ‘‘Autopoint 3X.’’ 
The new pen is said to hold 
three times the regular ink sup- 
ply and to write three times as 
long. It has a visible ink barrel 
and a “‘spin-tip’’ pocket protec- 
tor to prevent soiling of pockets. 
The price is 49 cents. (Inquiry 
Card No. 36) 


BINDER COVER 





Comptometer Corp. 

1735 N. Paulina St. 

Chicago 22, Ili. 

New multiplying model of the Comp- 
tograph 10-key adder prints both 
factors and the right answer on two 
lines. The 220M model’s speed has 
been increased to 220 cycles per 
minute from a previous 202. Other 
new features included variable space 
control for single or double spacing 
and autumn tan color. (Inquiry Card 


No. 30) 


For More 


Amberg File & Index Co. 
Kankakee, Ill. 

New “Do It Yourself’ binder 
cover retails for five cents. The 
8% by Il-inch binders are 
made of Amfile Leatherette ma- 
terial and feature die cut con- 
struction that allows binding to 
be done with ordinary staplers 
Makes ideal inexpensive cover 
for papers 8% by 11-inches or 
smaller. Colors are light blue, 
gray, tan, goldenrod and ivory 
Two styles available, with plain 
front and with cut-out window 
front. (Inquiry Card No. 45) 


NEW PRODUCTS (ovtinued 


EXECUTIVE SWIVEL CHAIR 





Jens Risom Design, inc. 
49 E. 53rd St. 
New York 22, N. Y. 


The executive swivel chair is one of 
three versions of the new Risom up- 
holstered armschair group, is designed 
as light in scale with a button back 
and reversible seat cushion. Swivel 
base has brass-hooded rubber-tired 
casters. The company has also intro- 
duced a complete line of chairs, cabi- 
nets and tables for the office. 
(Inquiry Card No. 43) 


FOLDING TABLE 





Krueger Metal Products Co. 

Green Bay, Wis. 

Company has added folding tables 
and table trucks to its line of portable 
institutional seating. The table shown 
here embodies a lightweight, hard 
surfaced top composed of a honey- 
comb core reinforced with a five-ply 
hardwood “‘H” frame flanked with 
basswood side members. Tops are 
available in brown tempered Masonite 
or tan-birch finished Resilyte plastic. 
Sizes are 30 by 72 inches or 96 
inches long or 36 by 72 or 96 inches 
long. Standard height is 29 inches. 
Folding action legs are 1% inches in 
diameter of* welded steel tubing. 
Carrying handles are incorporated in 
design. (Inquiry Card No. 52) 


Information Use Inquiry Card Facing Page 70 
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FILE FOLDER LABEL 





Pressure Sensitive Products Corp. 

116 S. Stoneman Ave. 

Alhambra, Calif. 

New type of self-sticking file folder 
label with protection against smudg- 
ing or catching on finger nails was 
announced by company. New ‘Clear 
Cover’ label is of one-piece design 
and furnished in perforated sheets for 
easier typing, printing, or writing. 
Made of ‘’Flex-Stick’’ with attached 
cover of DuPont ‘Mylar’ plastic 
film. Backed with pressure-sensitive 
adhesive, the labels are pressed into 
place without the use of cellophane 
tape or glue. A variety of sizes and 
a is available. (Inquiry Card No. 


MINUTE BOOKS 





McMillan Book Co., Inc. 

70! E. Genesee St. 

Syracuse, N.Y. 

New Typofax minute books are 
bound in red or black artificial 
leather over heavy binder’s board 
with gold-tooled backbone and 
covers. Made in 250-page capacity 


only, the binders have short-pull , 


locking rods which secure the posts. 
Designed for club minutes, municipal 
meetings, and other group meetings. 
(Inquiry Card No. 19) 





CLASS PROJECT BOOK 





American Map Co., Inc. 

16 E. 42nd St. 

New York 17, N. Y. 

Firm has just published a 
social studies project book, 
cataloged as No. CPI, 
which is designed for class 
project work at the ele- 
mentary grade level. The 
book has a_— laminated 
colored cover, nine carefully 
selected projects edited by 
Jesse J. Dossick, Ed. D. 
(Harvard) and can be tied-in 
with the sale of the com- 
pany’s ‘‘Colorprint’’ maps. 
(Inquiry Card No. 51) 


FILING UNITS 





Deluxe Metal Furniture Co. 
Warren, Pa. 

“Verti-File’’ open-shelf _ filing 
unit, is now available with slide- 
away doors. The doors dis- 
appear, allowing free access to 
files, and cover the files when 
not in use. Any number, with or 
without locks, may be ordered 
by a customer. (Inquiry Card 
No. 31) 


NEW PRODUCTS covtinued 


SECURITY BOX 





Metalcraft Products Co., Inc. 

Mascher and Lippincoft Sts. 

Philadelphia 33, Pa. 

Firm is offering a new all-purpose heavy 
steel security and bond box with a “‘click- 
snap”’ lock and two keys. Features handy 
nickel-plated carrying handle and gray 
hammertone finish. (Inquiry Card No. 16) 


DESK SET 





Redi-Record Products Co. 

51 W. 2!Ist St. 

New York 10, N. Y. 

New five-piece desk ensemble is 
hand-bound in “‘Leatherlex’’ and re- 
tails at $5.95, regardless of desk pad 
size. Promotion set includes panel 
desk pad in a choice of four sizes, 
ball point desk pen, memo holder, 
perpetual desk calendar and letter 
opener. Colors are brown, green, 
maroon, gray, and ivory, all deco- 
rated in gold. Individually boxed for 
gift sale. (Inquiry Card No. 35) 


WASTE BASKET 

Smo-King Products, Inc. 

111 Pioneer St. 

Brooklyn 31, N. Y. 

Newest ‘’Rolledge”’ steel wastebaskets 
have roll edge rim. New colors of- 
fered include gray, brown, green, wal- 
nut grain, desert tan, mist green. All 
14% inches high. All feature off-the- 
floor inverted bottoms and large ca- 
pacity. (Inquiry Card No. 57) 


For More Information Use Inquiry Card Facing Page 70 
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1T’S HARTER AGAIN...WITH 







MODEL 510 
Side Armchair 


WALL-SAVER 
LEGS 


MODEL 520 
Side Chair 


MODEL 410 
Side Armchair 





SPACE-SAVER 
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Side Chair 
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NEW SIDE CHAIRS 


that combine style with economical price 
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STURGIS, MICHIGAN 


STEEL CHAIRS 
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Whether your customer requires wall-saver flared legs or 
space-saver conventional legs, you can fill the bill with 
Harter’s 500 or 400 series of chairs. 


They're available with or without arms... and, at moderate 
extra cost, with molded foam rubber-Nukraft seat cushion. 
Quality steel construction, durable metal finishes and top 
grade upholsteries, of course. And with this traditional 
Harter quality you get a price that unlocks the doors to 
those big office installations. 


If there’s no Harter dealer in your area, drop us a line 
and let’s talk it over. 


Harter Corporation, 825 Prairie St., Sturgis, Michigan 
In Canada: Harter Metal Furniture Ltd., Guelph, Ontario 
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You make more sales per demon- 
stration when you handle Adler 
typewriters. Made by West Ger- 
man craftsmen, the Adler “Univer 
sal’ is precision engineered down 
to the smallest part which means 
less service. The standard key- 
board has 8 extra characters for 
correspondence and for billing. 
Equipped with decimal tabulator 
for speed in billing and listing. 
5 easily interchangeable carriages 
for typing various form sizes. All 
of the usual type styles and sizes 
available, plus special styles when 
necessary. For more sales per 
demonstration, and more profit: 
able repeat sales, handle the Adler 
“Universal” typewriter. Write to- 
day for complete information to: 
“‘addo-x inc” 300 Park Ave., NY 22 


0 West turopeon 


quality product 
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Here’s why many dealers prefer 
“addo-x". Precision engineering 
guarantees dependability. Match- 
less Swedish craftsmanship speaks 
for itself. Streamlined case pro- 
vides eye appeal. Direct action 
motorized keys, world’s lightest 
touch, allow more work with less 
effort than any other 10-key add- 
ing machine. Interlocked keys pre- 
vent costly, time consuming errors. 
Exclusive “Step-0-Matic” provides 
calculator performance at no extra 
cost. The “addo-xtras” really clinch 
sales and bring you those profit: 
able repeat sales with less effort. 
For more sales and higher profits, 
you should handle “addo-x,” the 
adding machine with the xtras. 
For complete details write today: 
“addo-x inc’ 300 Park Ave., NY 22 
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FOLDING TABLE 





Garrett Tubular Products, Inc. 

P. O. Box 237 

Garrett, Ind. 

The new “Hyd-A-Way” folding all-pur- 
pose table is built to hold up to 150 Ibs 
on a solid and smooth top. For office use, 
it can hold typewriters or other office ma- 
chines. Many uses at home as well as in 
church or school. Tops are colored in 
blonde maple, coral tan, platinum gray 
or mist green. Top is 18 by 24 inches 
Height is 26 inches. (Inquiry Card No. 
33) 


ARMCHAIR 





ae 


Stylex Seating Co. 
911 Walnut St. 
Philadelphia 7, Pa. 


Company has recently  intro- 
duced to the market a group of 
steel office chairs constructed 
with wall-saver features. Frames 
are finished in gray, tan and 
mist green. Upholstery is U. S 
Elastic Naughahyde. Model pic 
tured here is revolving armchair 
with cushioned seat, back rest 
and arms. Base is cast aluminum 
with baked enamel! finish to 
match chair frame. Price at list 
is $59.95. Other models includ- 
ing arm and side chairs are 
available. (Inquiry Card No. 26) 


___ NEW PRODUCTS 0vtinued 


BOW INSTRUMENTS 


h 
i 





Alvin & Co. 

Windsor, Conn. 

For those who need univer- 
sal-type bow, company has 
created three new sizes, the 
King with Ye-inch to 14- 
inch circle diameter, the 
Queen with 3/32-inch to 
10-inch diameter, and the 
Mighty Mite with 1/16- 
inch to 5 inches in diam 
eter Made of imported 
Eluxite’’ aluminum. (In- 


quiry Card No. 21) 


FILING EQUIPMENT 

Smead Mfg. Co., Inc. 

309-311 Second St. 

Hastings, Minn. 

Company has group of six new items 
now listed in its latest price sheet. 
These include new card size folders in 
all standard sizes, a new index guide 
for letter and legal size with a flat 
insertable celluloid tab made either 
without or with a back hook, new 
ide-tabbed folders in letter or legal 
size of manila, kraft or pressboard, a 
new pressboard folder, a new one- 
piece, manila, drop-front pocket with 
open bottom corner on back edge, 
and a new redrope pocket of heavy 
five-piece construction, drop front 
style, gussets on both ends with 
double-faced metal tabs in top posi- 
tion. (Inquiry Card No. 41) 


GUMMED CLOTH REINFORCE- 
MENT 


J. lL. May Co., Inc. 

11? W. 19th St. 

New York 11, N. Y. 

Newest addition to the Mayco line of 

tags, labels and tickets is the Mayco 
Manhattan”, a No. 2 gummed cloth 

reinforcement to retail at 10 cents. 

(Inquiry Card No. 39) 


For More Information Use Inquiry Card Facing 
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DOODLE PAD 
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Artistic Desk Pad & Novelty Co. 
721-731 E. 133rd Sf. 

New York 54, N. Y. 

The *‘Doodle-Doo”’ Pad is available in 
two sizes for home and office use 
with a heavy board base, cloth-bound 
edges trimmed in 24 karat gold tool- 
ing, and 25 sheets of canary bond 
paper with a blotter. The 25-sheet 
refills are available for both pads. 
Colors are brown, green, maroon and 
gray. (Inquiry Card No. 32) 


PHOTOCOPY MACHINE 





Nord Mfg. Corp. 

366 Jericho Turnpike 

Mineola, L.I., N.Y. 

The Nord “Wizard” is a new 
all-purpose photocopy machine 
priced at $179. Designed for 
simplicity of operation, the ma- 
chine has a single dial control. 
Another new design permits the 
making of photo-exact copies 
under modern office illumination 
and copies can be made on as 
many as seven different types of 
papers and on five different 
colors including white. Said to 
be useful in the small office as 
well as to large organizations. 


(Inquiry Card No. 23) 
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am Plain and printed papers; plain, printed and embossed 
foils; cellophane; tissue; tags and seals; ribbons; 
accessories. 
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a DISPLAY 
Six versatile floor rack displays with top mark-up — for 
counter ends, wall units, islands. Sales-making counter 
| displays too! 
Dennison X3902 Christmas Gift Wrap Center. 636 units PLUS 
) of merchandise, retail value $117.00. 10¢, 15¢, 25¢, 39¢ 
. items. A three-in-one display: bridge unit will fit in center 
3 of rack for island displays, at back for wall displays. En- NATIONAL ADVERTISING 
tire top unit can be removed for use on counter. Attrac- i 
tive, colorful! Designed to encourage impulse sales. A four color, full page ad in LIFE next December 2nd 
Dimensions: 64” high, 37” wide, 30” deep. will be seen by 26,000,000 readers. Tie-in mats available, 


counter cards, window streamers. 


*subject to change without notice! MANUFACTURING COMPANY 
FRAMINGHAM, MASSACHUSETTS 
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The Tuttle Press Co. 

Appleton, Wis. 

The 1957 Christmas line of gift 
wrappings includes the new cello- 
phane wrapped packet of holiday 
wrapping paper and matching gift 
cards. The selection includes 10 
sheets of 20 by 30-inch paper, two 
each of five designs, and 10 match- 
ing cards. Packets are pre-priced at 
49 cents each. Other gift wrap items 
are also available for this holiday 
season. (Inquiry Card No. 48) 


VINYL FABRIC 





Landers Corp. 
Toledo, Ohio 


“Colorado” elastic Versilan is a new 
vinyl fabric now being introduced by 
the company. According to the firm, 
it has a shimmering lustrous finish 
that imparts an iridescent effect. It 
is a 32-ounce heavy-duty material in 
a variety of 13 colors. (Inquiry Card 
No. 34) 





—————_NEW PRODUCTS (0linued 


ATTACHE CASE PASTE CLEANSER 
¥ - : 








‘Gumption 


_ SMOOTH PASTE CLEANSER 
FOR BATHS . PAINT - COOKERS - FLOORS - ETC. 


(“ARO One A CAP CLOTH, BUN OF, AHO POUR, 


Artcraft Leather Goods Mfg. Co. 
1357 Milwaukee Ave. : 
Chicago 22, Ill. Irval Associates 

56 Reade St. 
Firm has added a new attache case to 

New York, N. Y. 
its line of leather brief cases. New 
case is a portable secretary equipped 
with removable portfolio complete 
with record file. Other features in- 
clude French edge stitching, polished 
brass hardware, and a steel reinforced 
leather handle. (Inquiry Card No. 42) 





“‘“Gumption’’ is a new smooth paste 
cleanser for use in the office and 
home. It is said to be useful in clean- 
ing desk and table tops. It is said to 
be guaranteed to remove hectograph, 
ditto and other duplicating ink from 
linoleum desk surfaces. Available in 
two sizes. (Inquiry Card No. 44) 


SMALL PARTS CABINET MARKER 





Bay Products, Inc. 

1621 W. Indiana Ave. 

Philadelphia 32, Pa. 

Small parts cabinets can be used on 
benches, counters and in shelving for stor- 





age of small parts. Drawers are slotted or Speedry Products, Inc. 
one-inch centers to permit quick arrange- Richmond Hill 18, N. Y. 
ment for accommodation of various quan- The “Magic Marker” can be used to 
tities. (Inquiry Card No. 17) write or mark indelibly on many dif- 


ferent surfaces including paper, 
cloth, plastics, glass, metals, cork or 
cellophane tape. Has patented ‘’no 
loose ink*’’ construction which keeps 
it free of spilling or leaking. Can be 


CORD SHORTENER controlled to keep ink flow to nib 


from pen stroke to brush stroke size 


eas ene + Has 13 rainbow color choices. Sells 
i ew ove for 77 cents with refills at 39 cents 
Long Island City 3, N.Y. (Inquiry Card No. 47) 


The ‘‘Coilzit’’ safety cord shortener 
keeps excess cords adjusted to desired 
lengths. Excess cord is wound around 
the diagonal slotted shortener made 
of styrene which holds cords up to 
¥g-inch in diameter. The office style 
is No. J-6, developed from a similar 
unit for home use. (Inquiry Card No. 
58) 


For More information Use Inquiry Card Facing Page 70 


58 


OA-8 /57 


A 


OA 





ait 


per 


1 DE 
ni 


Zé 


57 








Aristocrat “Comptroller” No. 324-L 


Tilting Seat and Back 
Illustrated in Top Grain Leather 


Only $11175 List in Zone 1 


As Illustrated 


With 3-1/2 Inch Thick, Luxurious Foam-Rubber 
Cushioned-Comfort Seat... 
In 3,360 Different Color Combinations! 


And we pay the freight on Wes of 200 pounds or more! 


ek 
a wes palowt 
aan ate Fre 
wine CORPORATION 


ya rg is Michigan City, Indiana 





Address Dept. B-87 
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T ° * 
his program will make your Oxford dealership and Pendaflex” 


franchise more valuable than ever before! 


THE ADVERTISING PROGRAM 


Oxford has embarked on a large scale adver- 
tising program designed to bring the market 
for filing systems and supplies to the Oxford 
dealer’s door. 


Media and Message 


In all seven of the nationally circulated “office 
methods” magazines*, and in general business 
magazines like Business Week, Dun’s Review, 
Nation’s Business, and the Rotarian, case his- 
tories of the first new filing systems in thirty 
years are appearing. 


These history-making installations have been 
planned by Oxford dealers, sold by Oxford 
dealers, and installed by Oxford dealers, 
scotching the falsehood that the big filing sys- 
tem installations are best left to direct-selling 
manufacturers. 


Already Producing Sales 


Right now, as a result of the first few months 
of this advertising, hundreds of dealers are 
making a new kind of filing sale. The sale is 
easy and profitable because it is Pendaflex, 
but it is even more important in other respects. 
First, Pendaflex and Oxford are inseparable. 





The dealer who installs a modern Pendaflex 
filing system is the preferred source for the 
staple filing commodities, the manila folders, 
the index cards, the guides, the storage files, 
the expanding envelopes that are in constant 
use. Oxford Pendaflex advertising will pro- 
mote this business too. 


Second, Oxford Pendaflex filing system selling 
can be your entering wedge for the sale of 
filing equipment, office furniture, typewriters 
... Tight down the line to paper clips and 
rubber bands. New contacts are not easily 
made when you offer only the same old assort- 
ment of catalog items. But when you can pro- 
pose a brand new concept of filing that you 
can demonstrate as a modern business tool 
for the control of costs and the improvement 
of service, the new contact is easy to make, 
and easy to expand into an across-the-board 
customer. 


System selling is not difficult 


Already hundreds of dealers have made the 
discovery that Oxford Pendaflex Integrated 
Name Filing is simple to understand, laden 
with benefits for the user, and therefore fan- 
tastically easy to sell. These dealers have 
already participated in the Oxford > 














*““GRASS ROOTS’’ SALES SUPPORT 


Your Oxford representative is prepared to 
put on a system sales-training program for 
your sales personnel. Drop a note to Oxford 
at Garden City, and a date will be made. 


Your salesmen will gain a thorough under- 
standing of the New Pendaflex systems, and 
you will be rewarded with profit-protected 
sales, in which performance, not price, makes 
the buying decision. 


Z 


PROGRAM 


This is the most important tie-in you can 
make with Oxford’s big, new consumer adver- 


tising program. 


The handling of advertising inquiries at the 
dealer level, the “grass roots” level, is the key 
to your success in the expanding, profitable 


field of Pendaflex system selling. 
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utthe new Oxford program of... 
id"GRASS ROOTS” SALES SUPPORT 


SUMMER SALES CONTEST 


Another important item in our Sales Support 
Program is the current “Summer is File Mod- 
ernization Time” contest, designed to bolster 
your July and August sales. What better time 
to sell filing systems than in the summer? 
Comes the rush of business in the fall and 
files are too busy to be tampered with. 
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If you have not entered your salesmen in this 
contest, there is still time. Write at once for 
details. 





Additional “Grass Roots” sales promotional 
material is on the fire. Remember, filing sup- 
plies is Oxford’s full-time business, not a side 
line. That’s why a program such as this has 
been planned, and is supported by the con- 
centrated effort of the entire Oxford organiza- 
tion, in the design and production of superior 
products, in the development of the first new 
filing systems in thirty years, in forceful adver- 
tising support, and in sales support at the 
“grass roots” level by promotion-minded field 
and home-office personnel. 


c Total Circulation of These 
11 Magazines is 1,440,000 









Oxford 


FIRST NAME IN FILING 





p FILING St 
< Guess * 


— 






oxForR 
Gorden CRY 










OXFORD FILING SUPPLY CO., INC. 


Garden City, New York © St. Louis * Chicago © Los Angeles 


ONE OF MANY DEALER SALES-TRAINING MEET 
INGS now being conducted on 4a nasianes’ a ee 
Oxford sales representatives. In this photo o yas 80a 
Service expert H. G. Lane explains sepa my? canner x 
Equipment selling to the staff of New Yorks Co 


Stationery Company. 


*Full page space in Management Methods, The 

Office, Modern Office Procedures, Office Manage- 
— ment, Office Executive, Today’s Secretary, and The 
Secretary. 
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FOLDING STAND 





H. A. Steger Co. 

308 S. Fourth St. 

St. Lovis 2, Mo. 

Metal stand for every purpose fea- 
tures a 16 by 18-inch top with either 
26% or 30-inch height. Folding 
stand is available with casters or 
without. Colors are gray, green, 
chrome, brown, red, or blue. (Inquiry 
Card No. 37) 


PRICE MARKER 





Mark'Andy Inc. 

145 Grand Ave. 

St. Louis 22, Mo. 

Press-on price markers for shelf or 
bin are made of special rubber-im- 
pregnated material that is washable 
and can be easily removed without 
leaving a residue. Numbers are 
printed on white and come in three 
sizes ranging from 2 by %-inch to 
1 by 1% inches. Colors are black 
and red. A stainless steel dispenser is 
included. Each individual box dis- 
penses 500 markers which ‘‘pop up 
individually from liner tape. (Inquiry 
Card No. 49) 





LOCKER HANDLE 


Lyon Metal Products, Inc. 

Avrora, Ill. 

A new finger-tip handle (patent 
pending) was revealed by the com- 
pany recently. It was designed as 
small as possible in modern form to 
fit current building trends. Has lus- 
trous chrome finish to contrast with 
standard dark colors and blend with 
pastel shades. Controlled by slight 
pressure of thumb and _ forefinger. 
Has built-in padlock attachment. (In- 
quiry Card No. 27) 


ASH TRAY 





Superior Mfg. Co. 

507 N. Cardinal St. 

St. Louis 3, Mo. 

Modern-shaped ash tray in fire-re- 
sistant plastic can be used as well 
for a candy or snack dish and can be 
designed into a “‘lazy susan”’ arrange- 
ment. Features pastel colors in tur- 
quoise, gray, pink, yellow and black. 
Has notches for holding forgotten 
cigarettes. Units retail at 69 cents 
and can be stacked for attractive dis- 
play. (Inquiry Card No. 55) 








NEW PRODUCTS ‘0vtinued 


PHOTO COPY MACHINE 





CopyCat Corp. 

41 Union Square 

New York 3, N. Y. 

“Green Ray’ process of photocopying 
has been developed by company. 
Process permits fast reproductions 
under ordinary office lighting condi- 
tions. Said to reproduce all colors and 
all inks or pencils. Takes 30 seconds 
to get black and white copy from any 
Original and can be operated from a 
sitting position. Developer tray slides 
smoothly out of the back, eliminating 
inconvenience entailed in_ refilling. 
Handles six different types of copy 
paper. (Inquiry Card No. 53) 


MOISTENING PAD 





G. Ringesten & Co. 
Smalaindsgatan 38 
Stockholm C., Sweden 


The ‘’Squeeze-Easy’’ moistener needs 
refilling with water only twice a 
month. A touch of the hand and 
water is fed from the container into 
the sponge. The sponge diameter is 
three inches. The top of the unit can 
be twisted to bring up the water level 
to the sponge, keeping it moist day 
after day. (Inquiry Card No. 54) 


For More Information Use Inquiry Card Facing Page 70 
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New Selective Locking Device (Pat. Pend) 
The only device with the new Select-A- 
Drawer feature that locks all drawers or 
any combination of drawers—as desired 

Spring-action dictation slide 

Pencil tray with business card compartment 

Upright dividers of high impact styrene 

New island base—easier attachment 

Island base protectors 

New satin-finish, chrome hardware 

Satin-finish, anodized aluminum molding 


. and mony others 





adds New Improved 



















...and at no extra cost! 


Yes, more selling features—at no extra cost—is important 

news! They not only offer the customer extra value—but also 
make selling easier for Haskell dealers. Only Haskell know-how 
makes this possible—and what is more, you can depend upon 
Haskell to maintain this leadership in the budget field. Haskell’s 
engineering, designing and production departments work 
together constantly on a continuing program of new 
improvements and developments—so essential to progress in 
business today. No steel furniture line is complete without Haskell. 
Write for full details today. 


Gour Pionaur, Stool Budge, Lire, 


* STEEL DESKS © TABLES CABINETS * ACCESSORIES 
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PITTSBURG Home 























303 E. CARSON STREET © PITTSBURGH 19, PA. 
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NEW PRODUCTS ‘ovtinued 


SPIRIT DUPLICATOR PEN SET 


All-Rite Pen, inc. 

Hackensack, N.J. 

Latest offering by company is a 
matched ball pen and mechani- 
cal pencil set in a “‘see through” 
box to retail at 98 cents. Pencil 
is new in the line, designed with 
a fluted barrel for easy writing. 
The pen is the All-Rite No. 85 
retractable ball pen. Available in 
four colors. (Inquiry Card No. 
59) 


eS cat ee ee ee ee ee a 
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Speediiner Co. 

4404.N. Ravenswood Ave. 

Chicago 40, Iil. 

Said to offer clearer, sharper copies, the 
new Speedliner features an aluminum 
drum, and it can print from one to five 
colors at one time, 60 copies a minute, 
with 400 copies or more from one master. 
Designed as a low-cost, simple-to-operate 
duplicator for schools, clubs, and offices 
Priced at $84.50 with supplies. (Inquiry 
Card No. 25) 


*. 
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DATE BANK DESK SET GIFT WRAP BOOK 





Dennison Mfg. Co. 

Framingham, Mass. 

The front cover of the company’s 
new “this is the way we wrap 
our gifts’’ book is pictured here. 
It is a 24-page book on gift 
wrapping for Christmas and 
other holidays and occasions. 
Both decorative and functional 
aspects of wrapping are covered. 
(Inquiry Card No. 60) 


o 


Leecraft 
Dept OAD 


300 Albany Ave. 

Brooklyn 13, N. Y. 

New gift idea combines ‘’Banclok’’ date- 
amount bank with a tapered ball point 
pen. Perpetual calendar works only when 
25 cents inserted. Total savings are re- 
corded also. Pen swivels within easy reach 
Price is $3.99. (Inquiry Card No. 56) 





NON-PRINT PENCIL 


J. S. Staedtler, Inc. 

Hackensack, N. J. 

A new “Mars” product, the ‘’Non- 
Print Pencil’, has been developed by 
the company for architects, engineers 
and draftsmen. It features a translu- 
cent, colored lead that makes a line 
that “drops out’’ when a translucent 
original or master is reproduced by 
such processes as_ blueprinting, 
brownprinting or Ozalid Pencil 
means notes and sketches can be 
made on drawings without fear of 
— reproduced. (Inquiry Card No. 
38) 


SPIRIT MASTER UNIT 


Old Town Corp. 
750 Pacific St. 
Brooklyn 38, N. Y. 


Firm has announced a new “’Kleen 
Snap” spirit master unit which it 
claims really does the job of keeping 
hands clean. The typist need never 
touch the spirit carbon since the 
unit is completely clean on all four 
sides. Features a double master 
sheet which covers the carbon, and 
after preparation, the typist merely 
snaps the stub at the bottom, re- 
leasing the carbon for immediate and 
clean disposal. (Inquiry Card No. 40) 


UNIVERSAL KEY TOP 


Pearl Engraving Co. 

29 E. 19th St. 

New York 3, N.Y. 

New universal keytop for adding ma- 
chines and calculators have been 
added to the company’s line. Keytops 
are said to fit most machines. They 
are sold in complete sets which in- 
clude ivory and brown keytops. (In- 
quiry Card No. 61) 





For More information Use Inquiry Card Facing Page 70 4 
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THAT CUSTOM LOOK 


Quality, luxury, value combine 
to make Modernize America’s 


truly best in upholstered 
furniture for office and 
hens. 


For Pg next installations, 
Modernize, where you 

aly custom design at volume 

production costs. 








Showrooms 
* 


Room 1005 Stanley Werksman 
192 Lexington Ave. Associates 
New York, N.Y. 729 Boylston St. 
Boston 16, Mass. 


Space No. 299 
Southwest Home 
Furnishings Mart 
2000 Stemmons 
Expressway 
Dallas, Texas 




































In this Modernize catalog is 
a most complete selection of 
upholstered furniture of qual- 
ity and beauty. Colorful, 
complete and most helpful, 
the Modernize catalog should 
be ready at your hand for 
easy convenient use. Write 


for new catalog. 





SHEAFFER 











SH EAFFE R'S shopping guide 
for business gitt giving 


for low cost 
reminder advertising 


for VIP’s and 
top prospects 


for valued customers 










REACHES YOUR 
PROSPECTS 
WITH 

SELLING ADS 
LIKE THESE! 














’ 
Where only the very finest wil! 
do, Sheaffer's famous White Dot 
will make your gift a prized 
possession ‘or years to come j 
Top. Valiant ensemble. new 
Your choice of Sheaffer's quality 


Snorkel Pen with matching pen 
cil, $27.00 
Bottom. Desk set in jet crystal 


will be a constant reminder of 


your appreciation and esteem 


with Snorkel Pen and perpetual Left. Statesman Snorkel Pen 
calendar, $30.00 $15.50 i 
Center. Admiral Snorkel Pen 
$10 
Right New Cartridge Pen. $8.75 
For every occasion and every budge ur gifts can be both use 
ful and far out of the ordinary. For Sheaffer — and Sheaffer alone 
offers a complete selection of fine writing instruments in every 





price range And only Sheaffer distinguishes your gift with the 
world’s most respected name in writing. For Christmas, er 
ployee awards, advertising and ¢ , gift need. turn to Sheaffer 


Mail the convenient coupon right away for complete information 


Cisne A 
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As advertised in: 
Nation’s Business 
New Yorker 
Fortune 


Business Week 


Qu 


most fan 
of industry find 


Sales Management 


every business gilt 
replacements a‘ 
particularly 


Sheaffer Pens at 


complete informatk 





good company 
when you give 
a Sheaffer business gift 


plus the prestige of the world’s 
That's why the blue 


value that endures 
ous name in writing instruments 
t pays lasting dividends to choose Sheaffer's for 


chips 


.ccasion. Constantly used, with lead and eraser 
ailable everywhere, this famous Sheaffer pencil 
is a persistent “salesman” for your product or service 
ad Pencils fit every gift budget. Send the coupon for 
yn today. You'll find it costs no more to give the very best 


mceeccccecessossesseoes sesso aneeeeery 








r 
‘ ' 
5 Business Git Dope ' 
: W. A. SHEAFFER PEN CO. Fort Madison, lows ; 
4 Please rush your list of writing instruments, prices and ft 
t complete details on Sheaffer's business gift plans This ¢ 
i - A - 5 9 4 request does not obligate me, or my Grm. in any wey . 
' 
‘ 
' 
© t Name Position ; 
‘ 
' 
‘ 
KB’ hen it comes to writing — come to Sheaffer's » Firm t| 
fer’ i 
‘ 
Address i 
Full P ' ' 
age Ads Shown in Reduced Size W. A Shealter Pe Mag wa, USA . s Zone. rate ' 
» ra6 anada derict seat Britan: London 5 ity ' 
Austraha Me e becwnnceooeo once noeo eee eeoee= cocccoes! 
——_— V 
































The most powerful promotion program ever 
aimed directly at the rich business gift market 
will pre-sell purchasing executives at every 

level. They'll recognize and want the extra 

value and prestige of Sheaffer's famous 

name and quality. Coordinate your 

own business gift sales program this 

fall with Sheaffer's. Start by sending the 


convenient coupon today for your free 
. wea Ore ‘ . A Pearil Center Automatic 
Sheaffer Business Gift Kit. You'll find Pencil, $1.95 
: . ttl , » alam wl B Feathertouch Ballpoint 
it a big help in getting your share of Sith chaslian oliver is, 
the fastest-growing plus-profit $2.95 
. C Valiant ensemble, new 
opportunity in the field today. Snorkel pen with matching 
y pencil, $27.00 
D Cartridge Pen Desk Set, 
$4.95 


Pe eT eee 


Business Gift Dept. OA8-57 
W. A. Sheaffer Pen Company 
Fort Madison, Iowa 


When it comes to writing 


—come to Sheaffer's. 


Please send your complete Business Gift Kit 
right away. 


Name 





Store name 
Address 
— 


lowa, U.S.A. ©, In Canada: ae 


ne @ in Great Britain: London 
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— ; 4 é ’ The FLOOR SHOW is the newest idea in 
at ‘ waa - 


a” ? office furnishings ...a crystal clear, 


THE TRANSPARE CHAIR MAT 


that lets floors be seen... 


fine carpets and floors. 
ri. i  @) Oo r by oO WwW The FLOOR SHOW is crafted of gleaming, 
durable Plexiglas and has been successfully 


sold throughout Texas for the past year. 





transparent chair mat that accentuates the 





beauty of tasteful office decor... 


yet, gives ‘“‘under-glass"’ protection to 


Now, it is available 


to office supply stores throughout the 
















country in sales tested 
@ MANUFACTURERS 
REPRESENTATIVES 
Territories available 
to alert and aggres- 

| ro mes aga Custom shapes as illustrated 


sizes and shapes. 


information. Address at left are also available through 
John Gillette, ‘ , 

Floor Show Division. FLOOR SHOW Dealers. Floor Show prices 
1 


' are competitive with ordinary laminated mats. 
' 
: if fi ides itself 1 lyi 
your firm prides itself in supplying 
MAIL TODAY 
; the newest and finest products, mail the 
' 


attached coupon, call or wire today! 


Be the first to show FLOOR SHOW in your city. 


DELTA PRODUCTS 


1400 Henderson, P. 0. Box 1440, Fort Worth, Texas bi 


DEALER Name . 
Mizeleiichmee 6m Name Della PRODUCTS 


Address gat 1400 Henderson Street 
P.O. Box 1440 
Fort Worth, Texas 

















AND 
PRICES City 
Phone: Fort Worth ED 5-3214 


Phone Dallas — TA 4-6703; Houston — WA 8.3494 














Copyright 1957, Delta Products 
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American Map Co., Inc., 
16 E. 42nd St., New 





the maps now includes a 
cardboard counter dis- 











SCHOOL PROJECTS - OFFICE -womg 
f Most Map tor the hoy money f 








Evans Specialty Co., Inc., 
Richmond, Va., 
ali-metal 


— has an 
display unit for 
purchase displays, 





MP, Inc., 4000 Long Beach 
Ave., Los Angeles 54, Calif. 
— has a new lightweight 





Master Mfg. Co., 9200 Ir- 


: oint : ; 
iv. we 3 — has ~- which may te sue tar counter display or window man Ave., Cleveland 5, 
expanded its Color- a voriety of purposes. Unit unit which shows MP alumi- Ohio — now has available 
‘ line of wall maps is free with purchase of num clipboards. Prices and a free merchandiser for 
0 a series of eight, and “Tocky-Finger”,  finger-tip sales message be Master Made casters. Dis- 
each shipping carton of aha wiitn in clipped to product. Stand is play unit for counter is in 


box. Also offered 
free of charge is a five- 
wrought iron dis- 
rack, shown here, 


each initial order 


for five numbers or two 
racks for eight numbers. 
(Inquiry Card No. 108) 


SHEAFFER'S 






ome arvens 
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W. A. Sheaffer Pen Co., Ft. 
Madison, lowa — offers this 
tiered counter display, among 
others, which provides a compact 
counter unit for four of the 
firm’s new cartridge pen desk 
sets. Measures only 12 inches 
wide at the base. The _ back- 
ground card is printed in colors. 
(Inquiry Card No. 107) 


Seng Co., 1450 N. Dayton St., 
Chicago 22, IIl._—developed a 
new “‘Decorule’”’ planning chart 


that is designed like a slide 
rule for quick reference. One 
side offers color information 
and the reverse a room-plan- 
ning guide that simplifies wall 
treatments, floor covering and 
fabric selection. (Inquiry Card 
No. 110) 


other sizes can be obtained 
All are adjustable. (Inquiry 
Card No. 103) 


Card No. 105) 


Parker Pen Co., Janesville, Wis. 
— offers a brand new sign, 
shown here, for store windows 
and door fronts to dealers as a 
part of the dealer franchise pro- 
gram. (Inquiry Card No. 106) 





Rivet-O Mfg. Co., Orange, 
Mass. — has designed a 
new transparent display unit 
that holds seven of their flat 
metal mechanical pencils. 
Display prevents pilferage 
and guards against dust. 
Suggests use of “’Slencil’’ 
for marking place in Bible. 
(Inquiry Card No. 101) 


free with order. 





(Inquiry three colors and holds small 


stock of casters and acces- 
sory items. Takes only 14 
inches of space. (Inquiry 
Card No. 102) 





Pencil-Crafts Sales Co., Lewis- 
burg, Tenn. — presents a line of 
personalized pencil packages. 
Prices range from $2.98 to 69 
cents on the packages. Designed 
for gift appeal, the packages 
have die cut openings which are 
covered with Mylar. Pencil im- 
printing machine will be loaned 
on certain size orders. (Inquiry 
Card No. 104) 


Braden Steel Corp., 257 W. 
57th St., New York, N.Y.— 
has created a packaging unit 
that becomes an attention-get- 
ting counter display featuring 
the “Tilt-O-Matic” Phone 
Mate telephone index. Three 
indexes can be displayed at 
one time. Unit is free with 
each stock order. (Inquiry Card 
No. 109) 


For More Information Use Inquiry Card Facing Page 70 
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New Catalogs 








Marnay Sales Div., Rocka- 
way Metal Products Corp., 
1270 Broadway, New York 
1, N.Y¥.—now has an il- 
lustrated manual to allow 
anyone in the office to as- 
semble a rigid ‘’Partitioner’’ 
installation in a short time 
The book is entitled ‘‘It’s 
Easy to Install Partitioner.’ 
Book also serves as a sales 
piece. (Inquiry Card No. 
122) 


Clarin Mfg. Co., 4640 W. Har- 
rison St., Chicago 44, Ill.— 
has completed a new catalog 
for the Clarin ‘‘Commuter”’ ex- 
ecutive host chair. The spiral- 
bound book describes and il 
lustrates the chair and also 
has samples of all upholstery 
available as well as samples of 
the frame finishes. (Inquiry 
Card No. 134) 


Samuel Ward Mfg. Co., 29 
Melcher St., Boston 10, Mass 
— is offering its latest catalog 
covering its line of stationery 
and leather specialties. All 
items are priced at list. The 
book is 82 by 11 inches in 
size and punched for a three- 
ring binder. (Inquiry Card No. 
130) 


Utility Wholesale Stationers, 
641 W. Lake St., Chicago 6, 
lll.—offers office supply cato- 
logs listing more than 16,300 
items for distribution by deal- 
ers to their customers. The 
catalogs are imprinted with the 
dealers name and address on 
the front cover. (Inquiry Card 
No. 125) 





Smead Mfg. Co., Inc., 309-311 
Second St., Hastings, Minn.— 
offers a 24-page_ instructional 
manual, recently revised. ‘‘Filing 
Simplified’’ will be mailed prior 
to the opening of schools this 
fall. It presents the fundamen- 
tals of filing for class or self- 
instruction with special accent 
on functional applications to 
everyday problems. (Inquiry Card 
No. 123) 


Yawman and Erbe Mfg. Co., 
1099 Jay St., Rochester 3, 
N.Y¥.—now has a_ two-color 
brochure which covers all fea- 
tures of the new ‘’Pro-File”’ 
filing units. Copies are avail- 
able for distribution to cus- 
tomers. (Inquiry Card No. 127) 


Labelon Tape Co., Inc., 450 
Atlantic Ave., Rochester, N.Y. 
—is now distributing a new 
two-color folder which features 
a sample of standard tape col- 
ors for its new “‘Write on it’ 
tape. The new folder i'lustrates 
several uses for the tape. (In- 
quiry Card No. 131) 


Milwaukee Chair Co., 3022 W. 
Center St., Milwaukee 45, Wis. 
—has prepared a brochure on 
its ‘Imperial’ series of office 
chairs. All chairs are illustrated 
and described. Brochure also 
includes descriptions of ‘’Pres- 
tige’’ series. (Inquiry Card No. 
124) 


Stacor Equipment Co., 271 
Emmet St., Newark, N.J.—has 
issued a new bulletin on the 
““Inter-Master’’ blueprint files. 
The bulletin, in two colors, can 
be used as a mailing piece. 
(Inquiry Card No. 126) 








Elbe File & Binder Co., Inc., 
Fall River, Mass.—An all- 
new general catalog, No. 
66, is now offered to deal- 
ers. It lists over 2,500 stock 
items and has special price 
schedules for hundreds of 
made-to-order binders. Also 
features a 12-page _ loose- 
leaf planning section. (In- 
quiry Card No. 121) 


Artcraft Leather Goods Mfg. 
Co., 1357 Milwaukee Ave., 
Chicago 22, IIl._—has a four- 
page brochure describing and 
illustrating brief bags, _ ring 
binders, zipper portfolios, at- 
tache and catalog cases. (In- 
quiry Card No. 133) 


Majestic Stationery Co., Dept. 
P., 260 N. Third St., Phila- 
delphia 6, Pa.—has prepared 
a 100-page catalog of standard 
stationery merchandise. This is 
the seventh edition and is fully 
illustrated. Can be used by 
dealers as a sales-builder. (In- 
quiry Card No. 129) 


Weis Mfg. Co., Monroe, Mich. 
—offers to dealers a new 
advertising blotter describing 
metal tab guides. There is 
only a short amount of copy 
and a large area for the deal- 
er-name imprint. (Inquiry Card 
No. 132) 


J. L. May Co., Inc., 111 W. 
19th St., New York 11, N.Y. 
—now offers a four-page bro- 
chure covering the more popu- 
lar items among the MACO 
products. It can be imprinted 
with the dealer’s name. (In- 
quiry Card No. 128) 


For More Information Use Inquiry Card Facing Page 70 
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A's QUICK SERVICE 


«<essories of the Month 


accessories illustrated and described in this 
je in the section by Eugene Barnes carry key 
nbers 1 to 15 duplicated on the card at the 
ht. If you are interested in an item or several 
ns, simply circle the corresponding key num- 
's on the card and mail at once. Your inquiry 
| be forwarded to the supplier immediately. 


sw Products 


obtain more information about any of the new 
iducts in this issue which carry the key numbers 
to 75, simply circle the corresponding key 
nbers on the card at the right and mail at once. 
yr inquiry will be forwarded without delay. 


les Stimulators 


obtain more information about any of the 
nufacturers’ sales aids described in this issue, 
de the key numbers on the card at right which 
respond to the numbers assigned to the Sales 
nulators. Mail the card promptly. 


»w Catalogs 


obtain copies of recent catalogs or price lists 
icribed in this issue, circle the key numbers on 
card at right which correspond to the numbers 
igned to the New Catalogs. These requests 
| be promptly forwarded to the manufacturers. 


The handy subscription card at 
the right is enclosed here for 
Use it to 
enter or renew your own sub- 
scription tear it out and 
give to a friend, salesman or 
in the retail 
office stationery, machine, or 


your convenience. 


or 


employe active 
furniture business. 

Either way you will be helping 
OA to be of greater service to 
the industry 


INQUIRY CARDS 


OFFICE 


APPLIANCES 


Please ask the manufacturers, indicated by the key 
numbers | have circled, to send further information 
without delay. 


ACCESSORIES OF THE MONTH 


(st ee crv ee a & 
NEW PRODUCTS 

16 17 18 19 20 21 22 23 24 25 26 27 
31 32 33 34 35 36 37 38 39 40 41 42 
46 47 48 49 50 5i 52 53 54 55 56 57 
61 62 63 64 65 66 67 68 69 70 71 72 
SALES STIMULATORS 

101 102 103 104 105 106 107 108 
11) 11234 
NEW CATALOGS 

121 122) 123 124 125 126 127 128 
31 132) 133) «134 «135136137138 


13 14 16 
28 29 30 
43 44 4 
58 69 60 
73 74 75 
109 «110 
119 «6120 
129 «130 
139 «6140 


August 1957 issue of OFFICE APPLIANCES, 


Card void after October 1, 1957 


["] Check if additional cards are wanted 
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See other side 
for Quick Service 
Inquiry Card 
covering new 
products and 
sales aids in 
this issue 
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A size for every requirement - 
a color for any office decor - 
in Herring « Hall » Marvin 













SAFE RECORD FILES 





All models available in both letter and legal sizes. Mist Green 
color shown here. Also furnished in French Gray and Stylite Tan. 


Special finishes at small extra charge. 


The protection of a safe is combined with the Underwriters’ Class “C”’ Insulated Record Con- 
‘on-the-spot’ convenience of a file in this mod- tainer label (Class ‘D’’ Filing Device label at 
ern equipment. Fire protection is certified by slightly lower cost). 


NEW, EXCLUSIVE 
DRAWER SUSPENSION 


Extra-heavy progressive ball-bearing and 
roller mechanism. Automatic boltwork with 
fingertip control. 


CATALOG AND PRICES ON REQUEST 


HERRING eHALL e MARVIN SAFE COMPANY 


Hamilton, Ohio + BUILDERS OF THE U. S$. SILVER STORAGE VAULTS AT WEST POINT 
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In Other Lands 





Notes and News From British Isles 


By S. E. Rhodes Lancashire Press Agency 


277 Corn Exchange Buildings, Fenne! Street, Manchester 4, England 


Manchester, July 1 

Self-selection created much interest at the 52nd annual con- 
ference of the Stationers’ Association held at Weston-Super- 
Mare. 

“Principally the reason for the development of self-service 
has been the packaging of goods”, observed Edward Ham- 
mond. 

“It has not ‘just happened’. There are so many manufac- 
turers of goods, particularly food, where self-service is very 
strong. Goods are prepacked by manufacturers in many cases 
so that the material is in the shops ready for self-selection, with 
no wrapping required.” 

It is a matter of the customer's being able to pick up the 
goods instead of having to ask for what she wants. Formerly, 
in the case of foods, items had to be weighed and wrapped. 
Now neither weighing nor wrapping is necessary. 

If he tended to emphasize self-service it was because it was 
growing in this country so steadily. Indeed, he said that the 
growth in self-service and self-selection was steady rather than 
spectacular. 

Mr. Hammond illustrated his address by a number of slides. 
He emphasized that his slides and examples did not all refer 
to stationery by any means, but he had included them because 
he “felt that they would be of interest and possibly some as- 
sistance. 


Supermarkets Grow in Britain 

One aspect, said Mr. Hammond, which should be con- 
sidered is the growth of what is known as the “Supermarket”. 
The introduction of supermarkets has been noticeable in re- 
cent years. 

Mr. Hammond confessed that he did not like the term 
“super” for anything. It has been coined to refer to a store of 
2,500 square feet of selling space which sold articles other than 
groceries. 

“In these supermarkets”, said Mr. Hammond, “we find quite 
a number selling stationery. We have also to remember, getting 
on to self-selection, that it is a very, very much older idea 
Marks and Spencer, British Home Stores, and others, as you 
know, are self-selection, and some of these establishments are 
retail stationers. 

“The housewife in Britain is coming to know the technique 
of self-selection which was that the customer picked up a bas- 
ket, walked around, and helped herself. The interest shown by 
housewives is of importance for stationers who are perhaps 
thinking of turning to self-service. 

“The difference between self-service and self-selection is that 
the customer, after selecting the goods she wants, has to pass 
out of the store through what is known as a check point. 

“It is absolutely wrong and unnecessary for a customer to 
feel lonely and neglected,” observed Mr. Hammond, “that 
with self-service there is an absence of the ‘personal touch’ ”. 

There was absolutely no reason why the personal touch 
should not be continued,” he said, and showed by means of a 
slide, a large self-service establishment where the proprietor 
himself walked round in order to chat and keep up his con- 
tacts with customers. 

Instances were shown of large supermarkets selling station- 
ery. Evidence is that stationery is being increasingly sold by 
these large shops, but Mr. Hammond said that he did not 
necessarily conclude from this that there was a growing threat 
to the stationer. 

Mr. Hammond showed several slides of a modern self-serv 
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ice establishment in Zurich, Switzerland. One had two-way 
lighting—a simple transom enabling the light to be thrown to 
goods above and below. The example shown was a clothing 
store, but Mr. Hammond explained that it would be ideally 
suitable for certain stationery goods. 

For stationery displays, Mr. Hammond advocated the in- 
troduction of what he termed “central” display units. 

One problem facing the proprietor of a self-service establish- 
ment was in replenishing stock. It is fatal for any shelves to be 
empty. An example was shown of “behind the scenes” in one 
large supermarket, where stacked articles were allowed to roll 
down an incline into their desired position on the shelves of 
the store as customers removed the articles they wanted. 

The value of gondolas was emphasized, especially in pyra- 
mids round pillars in the stores. 


Self-Service Encourages Color 

“One of the features of self-service”, observed Mr. Ham- 
mond, “is that it seems to encourage a greater use of color”. 
[his was probably to make the contents seem more attractive 
and also to “encourage” customers to enter 

A particularly interesting example of this was again a store 
in Zurich which had a most elaborate “cloud-effect” ceiling. 

The use of staggered shelving was illustrated by means of 
slides 

Discussing window displays, he said the tendency today in 
self-service stores and other shops which were not self-service, 
was to dispense with what he termed “window boxes in the 
window.” 

Also, as a point of interest, he had asked a stationer why 
he dressed his window higher than eye level. The reply was “I 
have always done so.” 

It is conceivable that the window displays which were 
dressed so carefully, reaching higher and higher in the windows 
on tiers of shelves, did not sell as much as windows with far 
fewer goods. It was a new technique to dispense with window 
displays altogether and thus introduce the shop to the people 
on the pavement. 

The use of what he called a “free standing” doorway in 
what was in effect a glass wall, (i.e. the old idea of windows) 
was illustrated by slides. 

Another example shown was of a stationers’ shop dressed 
entirely for self-selection. Gondola type displays were used ex- 
tensively. There should not really be any “fixtures” in self- 
service or self-selection. The actual layout should be as flexible 
as possible. 

The use of “frieze” designs over the shelving and over goods 
was shown. 

Coming to the question of prices, an important factor in 
self-service, he said the price-mark must be on all goods. As 
a result, when the customer wants an article, she knows the 
price at once. 

Another method is having slats on shelves of wood or metal 
into which plastic price tags can be inserted to show the price. 
There are certain disadvantages with this method since the 
price tickets can become transposed and mislead the customer. 
Children often liked to “hide” tickets and thus customers 


Representatives of office equipment concerns abroad, 
visiting in the United States, are cordially invited to 
make the offices of this journal their headquarters. The 
staff at the main office, 600 W. Jackson Blvd., Chicago, 
and the staff at the branch headed by G. C. Wheeler 
at 1023 Pershing Square Bldg., Pershing Square, 42nd 
St. and Park Ave., New York, will be happy to be of any 
possible service. While the facilities at New York are 
not so many as at Chicago, there will be found the 


same desire to serve. 
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The Ideal Business Gift... 
Appreciated and Used! 


THE Victor STAPLER 











VICTOR on a desk stapler machine means highest quality sturdy construction 
easy and positive operation. All the latest features are combined in the VICTOR. 
Available in Gray, Green, Tan, Ivory, Red, Chrome and Gold Plate. 


SPECIAL DISCOUNT on introductory offer consisting of 12 assorted VICTOR 
Staplers. Eye-stopping counter display furnished with each order. 


Include an assortment on your order for clips, staples, pins, fasteners, thumb tacks, 
tackers, pliers, long range staplers and letter openers. 


Write for Complete Details Today 





VAIL MANUFACTURING COMPANY 


H. S. Crocker Co., Inc — San Francisco, Calif 
Schwabacher-Frey Company — San Francisco, Calif 
Distributor Static®rs Corporation — Los Angeles, Calif 
Kruger Paper Co — Toronto, Canada 
900 EAST 95TH STREET CHICAGO 19, ILLINOIS 
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would be at a loss, and many mothers of course bring their 
children. 

Reference was made by Mr. Hammond to various machines 
which had been developed for the rapid and cheap price-mark- 
ing of articles. He referred to the Wamprint, the Tickoset and 
Tickopress Junior and others. 

Lighting plays an important part and examples were shown 
of fluorescent lamps in rings or clusters. 

A number of examples of designs for the check-out points 
were noted, and Mr. Hammond said that it was still a debate- 
able point as to whether certain small items should be available 
for the customer at the exit point, so that she could pick them 
up on “impulse”, since impulse buying played an important 
part of self-service or self-selection 

If this “last-minute” display unit were to be included, then 
they were faced with the question of whether the cashier at 
the check-out point could keep an eye on the unit which would 
contain small articles. Some cashiers after doing this had said 
that it became automatic, and they could do the two jobs 
easily. 

For the cash section at the check-out point; some people pre- 
fer adding machines and some cash registers. 

“I do not think there is a great deal of difference between 
them”, observed Mr. Hammond. 

He emphasized the value of adjustable equipment for dis- 
play purposes, and demonstrated this with slides of self-selec- 
tion stetioners’ shops. 

One type was the Bee Zee: another the Vizusell system. 

An example was shown of a self-service shop of Smith’s at 
Eastbourne which might be said to incorporate both self-serv- 
ice and self-selection. 

“You can go to any part of the shop and take what you 
want, and then take it to a central counter for packing and 
payment”, said Mr. Hammond. “This retains the personal ele- 
ment in the shop.” 

An example, too, was shown of Gamages in London, which 
had one self-service department with the display units running 
the whole length of the department. 

-This was the only one of its kind in a department store 
which he had seen, Mr. Hammond concluded. 


European Fairs 





(Continued from Page 45) 


matic margins and key-set tabulation. A new, optional feature 
of the Business-Riter announced during the fair was 10-key 
decimal tabulation. This feature, combined with a newly-de- 
veloped front feed carriage attachment, permits the machine 
to be used for accounting machine style posting including 
carbon journals; billing with snap-out forms and other work 
necessitating rapid insertion and removal of forms. 

Olivetti was capably represented by a complete display of 
the extensive line of machines. Featured was the recently an- 
nounced “Tetractys” printing calculator. Olivetti manual and 
electric typewriters, hand and electric adding machines, as 
well as the semi- and fully automatic bookkeeping machines 
as sold in the United States give the viewer a comprehensive 
grasp of the scope and fast growth of this company. 

Sweda cash registers introduced a newly designed hotel ac- 
counting machine. This machine is of the same size as other 
Sweda cash registers, is electrically operated and provides 
multiple totalizers for distribution of charges and credits when 
posting the guest ledger. 

Adler typewriters, both manual and electric, were shown 
in a variety of harmonizing color combinations. Simplicity of 
carriage change from a standard length of about 13 inches 
to various widths up to thirty-five inches long, provides proof 
of the exactness of modern manufacturing methods to mass 
produce interchangeable equipment requiring such precision 
as needed in the relation between a freely-moving typewriter 
carriage and a clearly-inscribed letter. 

Adler also displayed a variety of electric accounting and 

i’g machines based on the typewriters equipped with me- 
uiarical totalizers. Also shown as the results of a recent ac- 
quisition was the Adler Tippa typewriter, formerly sold as 
the Gossen Tippa. 

Everest displays included the complete line of portable and 
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standard typewriters as well as the complete line of hand and 
electric adding machines. A new model printing-multiplying 
machine was exhibited. 

American manufacturers of calculators were represented by 
Marchant, Friden and Monroe. Friden’s display included prod- 
ucts of the Commercial Controls subsidiary. Monroe exhibited 
models of accounting machines, calculators and the recently 





Business Machines . . . on display at the recent Hanover, 
Germany, Fair draw a throng of interested viewers. 


announced Model 800 line of full-keyboard adding machines. 
Both Friden and Monroe demonstrated machines with tape- 
punching devices for data processing. 


Show Machines in Operation 

Rex Rotary and Geha were represented in the stencil dupli- 
cating machine field. Geha presented the full line of machines 
with actual demonstrations of set-up and operation. Rex Ro- 
tary was well represented, showing their recently introduced 
Model M-4 along with the heavy duty models. Rex Rotary’s 
new electronic scanning machine to reproduce stencils and 
other media from any desired copy is one of the marvels of 
our age. 

Alpina portable typewriters were displayed in an attractive 
booth that focused attention on the newly-designed training 
keyboard especially designed for secretarial training classes. 
It has rows of keys used by the trainee colored to match the 
wall chart indicating proper fingering. 

One of the more rapidly growing companies in the account- 
ing machine field is the Addo Machine Co. Addo-X adding 
machines were shown in models created to handle any ap- 
plication from hand machines for grocery store check-outs 
to electric credit balance machines equipped with step-over 
multiplication. But more prominently displayed were the 
sparkling, new accounting machines with multiple registers 
and fully-automatic carriages that feature automatic ledger 
alignment. 


Transport Mechanism Used 

Addo-X utilizes in its accounting machines an unusual ‘car- 
riage transport mechanism. Instead of the customary method 
of carriage control, it employs a horizontal spiral shaft that 
lays parallel to the carriage and rotation of this shaft moves 
the carriage back and forth rapidly and smoothly. 

Paillard of Yverdon in Switzerland in addition to showing 
its well known lines of portable and standard office type- 
writers, displayed an Ambassador model electronically con- 
nected with an adding machine. 

To assess the outstanding development of the 1957 fairs 
would be recognition of the perfection and availability of 
automatic alignment of ledger forms on accounting machines. 

The great public demand is for fully automatic printing 
calculators. Almost without exception all the adding machine 
companies are working on such machines as evidenced by the 
number of partially-developed models shown. 

The European manufacturers are a sincere, dedicated group 
to perfect and produce machines of advanced design and high 
quality. Their ability is apparent in their offerings for 1957. 
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industry Meetings 





New Eberhard Faber 
Plant Is Dedicated 


The oldest blended into the newest on June 19 as the na- 
tion’s oldest manufacturer of writing instruments, the Eberhard 
Faber Pencil Company, formally dedicated the world’s most 
advanced facility of its kind, a $3,000,000 main factory and 
world headquarters at Wilkes-Barre, Pa 

About 1,000 persons attended the ceremony at the seven- 
acre, one-level plant, standing on a 38-acre site atop a moun- 
tain. Guests included representatives of state and local govern- 
ment, members of the industry from all over the U. S., South 
America and Canada. 

Present were many of the living descendants, including the 
great-great grandchildren of the first American Eberhard 


Faber who established the business 108 years ago. 
Principal speaker was William R. 


Davlin, Secretary of Com- 


Abandoning . . . the usual tape cutting, a 12-foot replica of a 
pencil is cut to officially open Eberhard Faber Pencil Co.’s new 
plant. Observing the cutting operation are (left to right 
Secretary of Commerce William R. Davlin, Pennsylvania; Eber- 
hard Faber IV; Mrs. Theo Faber Allen; Mrs. Eberhard L. Faber, 
vice-president; Louis M. Brown, president of Eberhard Faber 
Pencil Co.; Clyde T. Nissen, executive vice-president, Lead 
Pencil Manufacturers Assn., and Homer B. Lay, manager 
NSOEA. Wielding the saw is Taylor Allen, Mrs. Faber’s grand- 
son and a great-great-grandson Eberhard Faber, founder of 
the company. 


merce, of the Commonwealth of Pennsylvania. Mayor Luther 
M. Kniffen of Wilkes-Barre delivered the welcome for the 
community while the industry spokesman was Homer B. Lay 
of Washington, D. C. manager of the National Stationery & 
Office Equipment Association. 

They were introduced by the 
Louis M. Brown. 

To symbolize the plant’s inauguration, Mr. Brown sawed a 
12-foot pencil in half instead of the customary tape. He also 
unveiled a plaque to the memory of the company’s founder, 
the first Eberhard Faber. 

“This new plant,” Mr. Brown declared in his address, “is 
the product of the skills we have learned in more than a cen- 
tury, and of the wondrous advances in the arts and sciences 
that man is constantly making. It is the symbol of the spirit 
of youth and growth, which we have always kept in sight. 

“We have here the realization of years of creative dreaming. 
Now that it has come true, we of Eberhard Faber pledge to 
continue to provide America and the people of the world— 
now and in the future—with the finest writing instruments man 
can make, for their education, industry and human develop- 
ment.” 


Eberhard Faber president, 
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founder, is 
presented by a committee of employees to Lovis M. Brown, 


A Plaque commemorating Eberhard Faber. 


president. Left to right: Marguerite Davidson, ‘Norman Slivin- 
ski, Mr. Brown, Edwin Bonczek and Mildred Jackloski. The 
plaque will hang in the reception room of the company’s 


headquarters 


NSOEA Manufacturers 
Hold Chicago Session 


The semi-annual western meeting of the manufacturers’ 
division of NSOEA was held June 6 at the Conrad Hilton 
Hotel in Chicago. Elmer Rahe, vice-president of the man- 
ufacturers division, presided and offered several subjects for 
discussion in addition to asking for matters to be brought up 
by members in attendance. 

[he meeting started with self-introduction, followed by a 
brief talk by President Leonard Wilcox and introductions of 
William R. Diehl, Jr., vice-president distributors’ division, 
Homer Lay, vice-chairman NSOEA, and E. H. Mosler, Jr., 
vice-chairman manufacturers’ division. 

Paul Burbank, executive vice-president of the association, 
told of projects being developed. The matter of the uniformity 
in purchase orders was discussed, the basic idea being that 
something more or less standard in size and arrangement 
might facilitate handling of orders and therefore work to 
the dealer’s benefit. The subject is to be given further study. 

The attendance was as follows: 

Elmer Rahe, The Globe-Wernicke Co.; Paul E. Burbank, 
NSOEA; Leonard B. Wilcox, Hutchinson, Kans.; Homer B. 
Lay, NSOEA; Cortland B. Horr, Associated Stationers Supply; 
W. R. Diehl, Jr., Diehl Office Equipment Co., Columbus, 
Ohio; Russ McChesney and Allen C. Fowler, Binney & Smith, 
Inc.; Paul W. Hartley, W. A. Sheaffer Pen Co.; Al M. 
Lehninger, Watson Mfg. Co., Inc.; M. G. “Jerry” Wiessner, 
Stock Forms Co. Howard W. Gunlocke, W. H. Gunlocke 
Chair Co.; Harry L. Fellowes, Bankers Box Co.; Kemp Huber, 
Weber Costello Co.; Folger Fellowes, Bankers Box Co.; Henry 
Berry, Henry Berry Associates; E. W. Patterson, National 
Blank Book Co., and L. G. Morris, Eaton Paper Corp. 

J. L. Mann, Sturgis Posture Chair Co.; Gordon J. Kickels, 
Smead Mfg. Co.; Keith Gordon, Boorum & Pease Co.; Rob- 
ert M. Matthews, Sturgis Posture Chair Co.; Donald Plehn, 
Boorum & Pease Co.; John A. Gilbert, OFFICE AP- 
PLIANCES; Guy Lewis, Ellingsworth Mfg. Co.; Andy Jack- 
son, Fisher Pen Co.; Frank H. White, Hamilton Mfg. Corp. 
Ben Philbrick, Pelouze Mfg. Co.; Herb Johnston, Ace Fastener 
Corp.; Bruce Adams, Pelouze Mfg. Co.; Marvin H. Niebur, 
Panda Pencil Lead, Inc.; E. H. Mosler, Jr., The Mosler Safe 
Co., and Earle Opie, Weber Costello Co. 


OA-8 /57 








aE aEERE met 














een = 46 oe 


OA. 









BUSINESS GIFTS 
fel. 
BUSINESS MEN 


GENUINE TOP GRAIN 
COWHIDE DESK PADS 
AND ACCESSORIES 
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- THE PERFECT GIFT TO MATCH THE DECOR OF ANY OFFICE — AVAILABLE IN STOCK 

4 

AND SPECIAL LEATHERS 
282 SERIES 

ink, A. Glass 6” Ash Tray J. Work Distributor (Side or End Open—6 or 10 Pocket) 
B B. S/Gold Screen 6%.” Ash Tray K. letter Tray—tegal Size 
ply, C Library Set—tetter Opener and Shears L. Memo Pad Holder (5” x 8” of 4” x 6”) 
US D Double Pen Set (Sheaffer White Dot) M. Cigarette Lighter (Evans) 
‘ith, Single Pen Set (Sheaffer White Dot) not shown N. Telephone Directory Cover (11” x %Y”) 

M E Executive Letter Opener ©. Cigarette Box (Will hold King Size and Regulars) 
ner, F. S/Gold Screen 42” Ash Tray P. Calendar Pad and Filler (Plain or Gilt Edge) 
cke G. Large Pencil Cup—3%,” diameter, 44%" high Q. Home Waste Basket 9,” diam. 12%,” high. 
nas H. Correspondence Folder (Letter and Legal Size) Executive Waste Basket size 12” diam. 15” high not shown 

- |. Desk Pad Size 19” x 24”, 20” x 36”, 24” x 38” R. Doodle Pad Size 11” x 8Y,” 

ee (also available folding and all leather desk pads) S. Hand Blotter 
na 

Look to the seal of quality in distinctive leather desk accessories! 
a ROOM 502 ¢ CONRAD HILTON HOTEL © CHICAGO ¢ NSOEA CONVENTION ‘ 
.O ‘ 
ohn, 
Am - AMERICA’S 
ick- FREE! .. the. MOST 
Pi Send for Illustrated ’ WANTED 
- - I e ° 
7 plete Chicas Dek Meee lel a0: Me) 43 fem. Mumma. |e Vclomxi ogi aal [elk ae 
; Pad Profit Line. Pe 

Safe UNderhill 7-7440 
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394 Present For 
Conquistadores 


of Friden Meet 





Friden’s Board of Directors . . . meets in session just prior to the Fiesta de los Con- 
juistadores. Seated (left to right) are Charles 1. Gruenhagen, one of the original 
supporters of the late Carl M. Friden and who recently retired from his position as 
secretary-treasurer, was replaced in this capacity by H. M. Billings, Friden controller; 
Alberta Hawthorne, daughter of the late C. A. Webster, another Friden financial sup- 
porter and prominent western businesswoman and ranch owner; Charles R. Ogsbury, 
president of Commercials Controls Corp., Friden subsidiary, and vice-chairman of the 
Friden board; Walter S. Johnson, president of Friden; David M. Milton, chairman of 
the board of Commercial Controls Corp., and president of the Equity Corp. of New 
York; Jack B. Lewis, fourth member of the group which offered Carl Friden his 
original support. In rear (left to right) are Larry B. Taylor, vice-president and general 
sales manager of Friden and Commercial Controls; James A. Trainor, vice-president 
and general manager of Commercial Controls; Philip R. Samwell, vice-president of 
Friden and member of the CCC board; Dunstan S. Gross, vice-president of research 
and engineering; and Stanley M. Friden, son of the late Carl M. Friden, who recently 
resigned his position as vice-president and export sales manager to further private 
business interests. 


@ THE RECENT Fiesta de los Conquisadores of Friden Cal- at business sessions held in the Golden Bough Cinema at 

culating Machine Co., Inc., at Del Monte Lodge of Pebble Carmel. Proper demonstration and selling of Friden equipment 

Beach, Calif., was reported as outstanding both from the view- was stressed in stage presentations and enactment of typic 

point of attendance and the increased volume of products scenes which Friden men encounter frequently in the field. 

shown. Products emphasized were the Friden calculator and adding 
For a day and a half the full attention of all was captured machine and the Model B and C Friden Computyper. 


Of 406 men who were qualified and invited to attend, 394 
were present. 

During the second day attention was given to the principal 
theme of the 1957 convention which was “Manpower.” The 
office of a Friden manager was duplicated on the stage and 
the entire recommended process of interviewing, hiring and 
indoctrinating a new sales applicant was enacted. 

Throughout the entire week, Friden Conquistadores were in 
attendance at a machine workshop clinic conducted at Del 
Monte Lodge. Here, the wide area of new Friden equipment 
was on parade. 


Wee 
ne 





H. G. Rumsfield .. . St. Louis district manager for Friden, 
takes to the road in his new role as president of the Friden 
Conquistador Club, elected at the recent sales convention 


Promising full support behind Rumsfield are Charles C. Wolf- 





ib agencies at Norfolk and 


inger (left), manager of Friden 


Newport News, Va., new vice-president; and Tom Hampson, Conference Room .. . at Del Monte Lodge was set up as a 
leading salesman in the Los Angeles sales organization, newly- work shop clinic’. to permit top Friden salesmen the oppor- 
named secretary. tunify to study new equipment under business show conditions. 
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A NEW CONCEPT 


RECORD KEEPING 


For those who use Buff Forms 





This is 
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TRADE MARK 











For Easy Vision with 
“FIGURAMIC LEGIBILITY” 





Figures STAND OUT 
with pencil, ink or ball point 





e New “Easy Vision” gives greater figure accuracy. 


e New, warm color combination ends glare . .. makes forms inviting 


and easier to work on, 


e New paper made by Hammermill Paper Company to the specifi- 


cations of National Blank Book Company. 
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NATIONAL BLANK BOOK COMPANY 


Turn page and see how 20/ 20 
Buff pays off for you! ——> 
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NATIONAL DEALERS 


Here’s why it will pay you to 


go 100% for 


TRADE MARK 


Te t's revolutionary. These new STANDOUT record: 
keeping forms cre certain to revolutionize the entire Buff 
and White analysis pad business . . . generate trade and 


user excitement. 


2. There's complete line availability. You can give every 


customer exactly the size he wants. 


3. There's solid advertising support. Your customers will see 
20/20 Buff advertised in the national consumer magazines 
they read such as 

BUSINESS WEEK 

NATION'S BUSINESS 

THE OFFICE 

MODERN OFFICE PROCEDURES 

JOURNAL OF ACCOUNTANCY 


We're directing customers to you for “FIGURAMIC LEGI- 
BILITY.” Be ready for added sales with this new concept in 





record keeping ! 


NATIONAL BLANK BOOK COMPANY 


Holyoke, Massachusetts 





NATIONAL Pads 
in 20/20 BUFF 


45-700 SERIES SIDE PUNCHED 


SIZE COLUMNS NUMBER 
11x 8% 2 45-702 
3 45-703 

4 45-704 

6 45-706 

7 45-707 

8 45-708 

ll x 16% 12 45-762 
13 45-713 

14 45-764 

hx 24% 18 45-718 
21 45-721 

25 45-725 

45-900 SERIES TOP PUNCHED 

SIZE COLUMNS NUMBER 
BA x4 2 45-902 
4 45-904 

6 45-906 

7 45-907 

14x17 1 45-911 
12 45-912 

13 45-913 

14 45-914 

14x 25% 18 45-918 
21 45-921 

14x34 25 45-925 
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New York OMDA Meets, 
Plans Made For Dance 


[he regular meeting of the Office Machine Dealers Associa- 
tion of New York, Inc. was held in air-conditioned Ben Frank- 
lin Hall at the Advertising Club of New York, Inc. on June 18. 

President Samuel Stein, Quality Office Equipment Corp.., 
welcomed members to their 277th meeting and thanked Wil- 
liam B. Kerzner, Pearl Engraving Corp., for being host at the 
cocktail hour preceding dinner. 

The following guests were then introduced: Fred Johnson, 
Charleston, S. C.; Mr. & Mrs. Eric McLoughlin, Summit Of- 
fice Equipment Co., Summit, N. J.; Daniel Rosenberg and 
Robert Blumberg, both of the Olivetti Corporation; Charles S. 
Urso, Remington Rand Inc., and Richard Gibien, who re- 


cently returned from his European trip. 
Harry Ritchie, Addressing Machine & Equipment Co., chair- 
man of the entertainment committee, reported plans are under 






* an ins j 
Max Steinberg . . . Zenith Typewriter & Adding Machine Co., 


New York City, receives the Samuel Stein membership trophy 
from President Samuel Stein (right) of New York OMDA. 





way for the Association’s 20th annual dinner dance and an- 
nounced that this year a calendar journal will take the place 
of the usual journal for the affair. 

Irving R. Ritchie, Typewriter Distributors, Inc., reported 
good progress on the schooling for mechanics on the Board of 
Education program now in operation at the Manhattan Trade 
School. He reminded his listeners that early in September all 


WOFI Members, Wives Enjoy Cruise to Bermuda... 


Wood Office Furniture Institute members recently combined 
business with adventure on their convention cruise to Havana 
and Nassau aboard the ‘’Queen of the Bermuda.” Seen in the 
group, according to the Wood Office Furniture Institute (from 
left to right) are: FRONT ROW—Mrs. Thomas Latimer, Jr.; 
Mrs. Moselle Meals, Taylor Chair Co.; Mrs. Robert Wilkes; 
Mrs. Norman Gerth; Mrs. W. T. Powell; Mrs. Raphael Bless- 
inger, Mrs. David McKenna; Mrs. Robert Spelman; Mrs. 
Marjorie Cainsworth, Mrs. Charles Pettibone; SECOND ROW— 
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new classes for both manual and electric machines will open 
up, and early in August, a letter will go to members to remind 
them to register for those classes. 

A topic of discussion was the association's group insurance 
plan which includes both medical and hospitalization. Point- 
ing out that in order to put the plan in operation it is necessary 





William B. Kerzner . . . Pearl Engraving Corp., demonstrates 
his new keytops in use on adding machines and calculators. 


to have 75% of the membership, Mr. Stein urged members to 
fill out their forms and send them in as soon as possible. 

The Samuel Stein membership drive trophy was awarded to 
Max Steinberg, Zenith Typewriter & Adding Machine Co. 

A demonstration was given by William B. Kerzner, Pearl 
Engraving Corp., of his new universal keytops for adding ma- 
chines and calculators, designed to fit most machines. During 
his demonstration he distributed samples of the new keytops 
and handsome plastic ash trays. 





Wholesale Stationers’ Association Set 
Plans for 1958 International Exhibit 


The Wholesale Stationers’ Association is now contracting 
for exhibition space for its 1958 Inte:national Merchandise 
Exhibit at the New York Trade Show Building, March 2-5. 

The exhibit will feature important classes of stationery prod- 
ucts distributed and merchandised by wholesale stationers. 
Such things as school supplies, office supplies, stationery, toys, 
games, artist’s materials, gifts and novelties. 








* fat ~~ ) nis 4 
Thomas Latimer, Myrtle Desk Co.; Robert Wilkes, B. L. Marble 
Chair Co.; Mrs. Richard Hilborn; Mrs. Michael Bernath; Mrs. 
Douglas Whitlock; Charles Pettibone, B. L. Marble; Michael 
Bernath and David McKenna, Art Woodwork, Ltd.; Steve 
Gerth; Mrs. Howard Ryberg and Howard Ryberg, B. L. Marble; 
REAR ROW—Raphoael Blessinger, Jasper Desk Co.; Robert 
Spelman, WOFI executive director; Richard Hilborn, Canadian 
Office School Supply; Douglas Whitlock, WOFI chairman of 
the board, and Don Henderson, WOFI’s controller. 
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If you haven't, it’s bees 
costing you money 


Salesmen are just c-r-a-z-y about Neva 
Staplers once they’ve used ’em. 











Why? Because N-C’s are flat and compact. Fi 
perfectly into a brief case. One of the tough 

jobs the traveling man has today is to keep | 
papers in his brief case well organized—orde 

call reports, bulletins, price lists, expense 

counts, etc., etc. Neva-Clog is the perfect answet 


And home offices applaud the salesman who cat 
ries an N-C. Because that man’s reports from 
field come in neatly, with related pieces handi 
stapled together. Saves time and hunting in sal 
and accounting departments. 


a. Pe a 


82 OA-8 /57 OA 








he 


ay FT 














éAbout the [raveling Salesman ? 





So—here are two money-making suggestions: 
| 
















Display Neva-Clogs near your brief cases or even tie 
an N-C to each case. Then, when you sell a brief case, 
remember the N-C should be sold with it. 








Every concern that has salesmen on the road is a 
prospect. Many firms equip salesmen with N-Cs be- 
cause they save time, improve efficiency. Reports and 
other papers from the field are received in better 
shape. 


New, shiny Neva-Clog Staplers are wonderful as 
Business Gifts, as incentive prizes or rewards for 
sales achievement. 


There should be an N-C Stapler 
in the brief case of 
every salesman in America 











NEVA-CLOG PRODUCTS, INC., Bridgeport 1, Connecticut 


O. H. DAVISON & Co., Pacific Coast Rep., 609 Mission St., San Francisco, Calif. 
Jim W. Cooper, JR., Southern Rep., P. O. Box 2152, Atlanta, Ga. 
CANADIAN STAPLES, LTD., Montreal, Toronto, Winnipeg, Vancouver 
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New York Chapter of NOFA Holds 18th Golf Tournament 


1. Edward Comer, James Burns and Dr. Edward Morrison, 
guests; B. Wood, W. B. Wood Co., Newark, N.J 


2. Hugh Ward, Geyer-McAllister Publications; James Gilfillan, 
guest; Edward Golden, mfrs. rep.; Fred Sorensen, Regan 
Furniture Corp., New York City 


3. Andrew Nelson, W. H. Gunlocke Chair Co 
lich, Wescort Co. 


4. A. J. Kuhn and Joseph Galen, Peerless Steel Equip. Co.; 
Charles Stettler, Barry, Dickie & Stettler, New York City; 
Charles McCarthy, guest. 


5. Leonard DuBrow, F. J. Bloempot Co.; George Liebenberg 
and Joseph G. Chaney, Security Steel Equip. Co 


6. Joseph Weiner, David Kramer Inc., New York City; Joseph 
M., Spiro, Blanchard Bros. & Lane; Victor Scheinman, Cole 
Steel Equip. Co. 


7. Mike Schlachter, Rialto Furniture Co.; James Broere, Amer- 
ican Leather Mfg. Co.; Joseph Donahue, P. W. Vallely, 
Inc., New York City. 

8. Saul Schacter, Rialto Furniture Co.; Dale J 
Lackawanna Leather Co.; Jack Schwander 
Gibby, Desks, Inc., New York City 


lan H. Nem- 


McKnight, 
and Robert 


The 18th annual golf tournament of the New York Chap- 
ter of the National Office Furniture Association was held on 
June 6 at the Colonia Country Club, Colonia, N. J. 

Those few who did not compete in the golf tournament en- 
joyed a day of relaxation in the sun or playing cards on the 
spacious veranda. During the day, Victor Scheinman was again 
to be seen presenting golf balls, courtesy of Cole Steel 
Equipment Co. 

President Robert Gibby, Desks Inc., called upon Chairman 
Ian Nemlich, Regan Furniture Corp., who announced the 
following winners of the golf tournament: 
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Low net—Joseph Donahue, P. W. Vallely Inc., New York 
City, 69. 

Runners-up 
turing Co. and Leonard DuBrow, F. J. 
at 71. 

Guest awards Dr. Edward Morrison and Edward Comex. 

Other winners were Charles Stettler, Barry Dickie & Stet- 
tler, New York City; Mike Schachter, Rialto Furniture Co.; 
Fred Sorensen, Regan Furniture Corp., New York City; 
Dale J. McKnight, Lackawanna Leather Co.; Joseph Grub- 
stein, American Leather Co.; Joseph Spiro, Blanchard Bros. 
& Lane; Joseph Galen, Peerless Steel Equipment Co.; Ian 
Nemlich, Wescort Co.; Charles McCarthy and Edward 
Golden. 


- James Broere, American Leather Manufac- 
Bloempot Co., tied 





Columbia Steel Entertains Dealers 

Philadelphia dealers of Columbia Steel Equipment Co. were 
escorted through the modern plant at Fort Washington, Pa., 
and then regaled with dinner at Manufacturer’s Country Club. 

Among those attending were Joseph Marx and Richard 
Marx of Marx Stationery and Printing Co.; Bert Wolf and 
Jim Wood of Philadelphia Stationers; Larry Caldwell and 
Bart Allen, John Wanamaker; Tom Sabin and Dave Clark of 
Parent Metal Products; Horace and H. K. Laurence of the 
Laurence Co.; Sam Berman, The Samuel Berman Co.; Mor- 
ris Lamb and Ben Leon, Lamb Bros.; Ralph and Lloyd 
Ogden, Ogden Bros.; Jule Ermel, The Wm. F. Murphy Co.; 
Bill and Sam Curry, The Samuel F. Curry Co.; Joe Spiegel 
and Dick Joyce, Joseph Spiegel Co.; Morris Kutchman, Of- 
fice Equipment Co.; Jack Pinkerton and Joe Mack, Hoskins; 
John and Jim Foster, Foster Brothers; Frank Wolf and 
Leonard Lebair, Frank Wolf Co.; M. Blumenfield, Snellen- 
burg’s, and Bill Adams, Commercial Office Supply. 

The occasion was the first Quaker City conclave ever staged 
by Columbia for its home-town dealers. 
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THINLINE 






Introducing 








—a refreshing new concept 
of pleasing design 
and good tasie 


— for the modern office. 


Royal's newest creation — 
Model 1280 Thinline Secretarial Posture Chair 


METAL FURNITURE ,> 


\N Ss 
* 
CZ SINCE 97 


See your Royal Representative or write— 


ROYAL METAL MANUFACTURING COMPANY 
175 N. Michigan Avenue, Chicago 1, Ill. Dept. 3-] 
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Dealers Attend Federal Stationery Co. 


Federal Stationery Co. Host 


To Dealers at Sales Clinic 


A merchandising and sales clinic for stationers of Missouri, 
Kansas, Iowa and Nebraska was conducted recently by the 
Federal Stationery Co. of Kansas City, Mo., at the Continental 
Hotel in that city. 

About 175 attended the sessions which featured a presenta- 
tion of new selling ideas for stationers. This meeting, as well 
as the one recently held in St. Paul, was so successful that R. 
R. Moser, senior vice-president of Carpenter Paper Co., states 
that another session will in all probability be held in Denver, 
Colo. 

Speakers for the Kansas City clinic were: 

Sam Henning, Cole Steel Equipment Co., “Selling Steel 
Equipment”; Lionel Colomb, Weis Manufacturing Co., “Sell- 
ing Filing Supplies”; Herb Sherman, Print-O-Matic Co., “How 
‘to Sell Diagraphy”; Austin Waterbury, The Carter’s Ink Co., 
“Selling Office Necessities”; Herb Johnson, Ed Whittemore 
and Harold Graves, Wilson Jones Co., “Selling Loose Leaf, 
Blank Books’ Red Rope and Snap-Outs”; and Ralph Moser, 
Carpenter Paper Co., “Selling in 1957”. 


Chicago Machine Dealers Hold Final Summer 
Meeting; Plan Big Fall Dinner Dance 

The Chicago Office Machine Dealers Association heard 
Logan B. Hendricks, chief of the financial assistance division 
of the Chicago Regional office of the Small Business Adminis- 
tration, at their final meeting of the summer. 

Mr. Hendricks was introduced by Jim Ward who had 
secured his services as a speaker. He briefly outlined the 
program of the Small Business Administration and the various 
types of loans made, including the disaster loan for small 
businesses that may be wiped out in such events as a flood, 
tornado or fire. 

He then pointed out the way that the members present 
could come under consideration for a small business loan. 
He explained what constituted the basis for a loan, how it 
is handled, and what the requirements were for eligibility 

M. Harrison Snow, executive secretary, and Larry Walters, 
Peter Paul Office Equipment, chairman and co-chairman of 
the fall dance, urged members to start making up their parties 
now. The dance is scheduled for October 26 at the Lake 
Shore Athletic Club. All OMDA members in the Chicago 
area and visitors are welcome, they said. 


Auto-Typist Sales Convention Held 

Auto-typist sales representatives from all parts of the coun- 
try attended the annual three-day sales meeting held by the 
American Automatic Typewriter Co. of Chicago at the Mor- 
aine Hotel, Highland Park, Ill. 

Seminars covering the use of automatic typewriting equip 
ment in various fields were included in the program. Featured 
speaker was Marvin Shutt, Secretary of the National Sport 
ing Goods Association. 
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Merchandising and Sales Clinic in 





Kansas City ... 








NSOEA Eastern Manufacturers Meet, 
Hear Plans for Convention 

Manufacturer members of the National Stationery & Office 
Equipment Association attended a luncheon meeting in New 
York City at the Hotel Commodore on Thursday, June 20, 
to learn of plans for the coming year and give suggestions 
that might be brought up during the NSOEA convention in 
Chicago this fall. 

A group of 27 members was present to hear Elmer G. Rahe, 
[he Globe-Wernicke Co., vice-president of the Manufacturers’ 
Division, open the round-table informal meeting. 

Paul E. Burbank, executive vice-president of NSOEA, in- 
formed the group that pre-registration for the national con- 
vention is good and added that because of the demand for 
more space the entire sixth floor is now available for exhibits. 

Calling attention to the fact that the association has numer- 
ous things in progress, he cited a few, such as a productivity 
report which will be issued in a few weeks. It shows how 
dealers can make a profit based on the salesmen with the best 
productivity. Two new projects now in the formative stage 
are “Improving Dealer’s Salesforce,” a clinical type sales train- 
ing program and a three-day seminar clinic, covering all phases 
of management and its responsibilities. 

Mr. Rahe expressed the hope that manufacturers will be- 
come enthused over the NSOEA program and lend their 
whole-hearted support. He pointed out that success lies in co- 
operation with dealers, and with so much to look ahead to in 
doing a better job for dealers, the future outlook is brighter 
for both. He also informed his listeners that sales rally pro- 
grams are gaining favor and urged more travelers clubs to 
hold stimulating programs with dealer salesmen-of-the-year 
contests. The winners of these contests will participate in na- 
tional contest at the end of the year. 

Among the topics discussed were car allowances, the new 
NSOEA report for both dealer and manufacturers’ salesmen 
which will be published soon, daily registration lists at the 
NSOEA convention; travelers’ entertainment costs, hotel regis- 
tration and eligibility for membership in NSOEA. 





Exhibit List Grows for Eastern Stationery Show 


Although still months away, the first annual Eastern Com- 
mercial Stationery Show exhibitor list is rapidly mounting. 

The exposition, taking place Oct. 26-29 at the New York 
Trade Show Building, 35th St., & 8th Ave., will confine itself 
exclusively to items of commercial stationery and office equip- 
ment. 

A large percentage of exhibit booths on the second floor 
and exhibit rooms on the third floor have already been con- 
tracted for by leading manufacturers of these products and in- 
dications are that all available space will be sold out. 

lo attract the desired audience the co-sponsors, Stationers 
Association of New York, and the Metropolitan Travelers 
Club, will wage an aggressive campaign via trade publication 
ads, direct mail, and promotion among trade associations from 
Maine to Virginia in their scope. 

It is expected by the sponsors that they will be able to at- 











tract a large percentage of dealers and their personnel. 
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Invincible’s “Big Boss” Desk 
adds new prestige and sales 
appeal to your entire 

® Invincible line! 








Beautijully 
modem with 
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X /OU’RE in on the start of a profitable love management level magazines . . . leading to spec- 
—_ affair — between every man who ever longed tacular sales of your entire line. For this desk 
ivity for more desk room and this truly magnificent is a dramatic symbol of every famous Invincible 
how new desk. A conference table in itself, with two- feature; steel construction, built-in conveniente 
best tone finish, perforated panel for smart effect and and efficiency, handsome styling, range of beau- 
tage free air circulation, new leg base (shown) or tiful finishes . . . So begin right now telling big 
-ain- island base under each pedestal. bosses all about the “Big Boss’ desk— your entry 
ases Thousands will see it in Invincible ads in top to new business, more sales, spiralling profits! 
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Capitalize on the high interest in ‘‘Big Boss’’ desks by Your Invincible office plan gives you your chance to 
offering Invincible office planning service . with the help the customer select all his needs from the catalog 
kit that makes you a planning expert overnight. You of Invincible’s complete line of desks, modular-design 
easily create irresistibly handsome new offices that make units, chairs, files . . . all adding up to the finest office 
ym- maximum use of space available . . . for more efficiency, you can sell, more customer satisfaction with your serv- 
— higher personnel morale, and faster output of better work. ice and more repeat sales too! 
a Put Invincible advertising and planning service to work for you—be the 
itsell & 
quip- profit-making Invincible Man with the office plan—write for details today. 
floor 
con- 
d in- Business engineered for better business living 
yners Invincible 
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elers \ retailer 
ation § profits — 
sells only 
from § to franchised 
invincible 
dealers 
O at 


INVINCIBLE METAL FURNITURE COMPANY, Manitowoc, Wisconsin 
In Canada: A. R. Davey Company, Ltd., Factory Representative, 1162 Caledonia Road, Toronto 10, Canada 
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Over 4,600 Buyers Attend 
New York Stationery Show 


Record attendance, topping former shows, marked the 11th 
annual New York Stationery Show, held May 19-24 in the 
New Yorker Hotel, under the direction of George F. Little 
Management. 

Some 4,629 buyers inspected more than 480 lines of 
products of outstanding firms in the industry, displayed in 
some 325 exhibit rooms. Seven floors in all, from the third to 
the ninth, at the Hotel New Yorker, were used to accom 
modate the displays. 

A large variety of stationery and affiliated items were to be 
seen including school supplies, gift items, pens and pencils, 
tablets and note books, brief cases and school bags, social 
stationery, playing cards and games, desk accessories and 
leather goods, office supplies and equipment, portable type- 
writers, party and paper goods, candles and many other items, 
too numerous to mention. 

The show opened on Sunday at noon to accommodate the 
early registration of some 2,200. The total registration for the 
six days of the show was found to have reached the 4,629 
mark, an increase over last year. 

Two evening openings, Sunday and Monday, were scheduled 
for the added convenience of local and out-of-town buyers. 

A meeting of the advisory board was held during the week 
to discuss plans for next year’s show, which will be held on 
Sunday, May 18, through Friday, May 23, in the Hotel New 
Yorker. New members appointed to the board were: Alan 
Freedman, Ketcham & McDougall, and Howard Estabrook 
of The Paramount Line. 

Some 510 guests attended the annual dinner dance held on 
Thursday evening in the Grand Ballroom of the Hotel Statler. 





Stationers 12:30 Club of N. Y. 
Outing Attracts Crowd of 205 

Two hundred and five turned out on June 24 to play golf, 
swim, or just bask in the sun at the Englewood Golf Club 
in Englewood, N. J., on the occasion of the Stationers 12:30 
Club’s annual outing. 

At poolside were several members of the New York 
Yankees’ baseball team with their families who had come 
to enjoy their day off. Buddy Hackett, television star, who 
is'a part owner of the club, was also on hand to greet the 
members. 

For the gourmets, there was a mid-morning brunch to whet 
their appetites for the roast beef dinner that followed in the 
evening. 

It was during dinner that door prizes and golf awards were 
distributed. 

The outing committee consisted of Harry Fensterheim, S. 
E. & M. Vernon, Inc.; Ed Leventhal, Biddle Purchasing Co.; 
Harry Sills, Commercial Stationery Co., Inc., New York City, 
and Phil Tagley, Consolidated Loose Leaf, Inc. 

Perhaps the highlight of the day was the ovation tended 
Sam Libien, Libien Press, New York, when he arrived at the 
Club after having recently been discharged from the hospital. 
Sam turned out, crutches and all, just so that he could be 
with his many friends in the stationery trade. 


Bill Smith Installed as Oklahoma 
OMDA President 

Bill Smith of Tulsa took over controlling reins of the Okla- 
homa Office Marchine Dealers Association May 11 when he 
was installed as president at the group’s annual banquet. 

About 60 dealers and their wives from over the state met 
in a business session at the Holiday Inn Motel. A banquet 
and dance were held. 

Also elected were Carroll Bays, Oklahoma City, vice-presi- 
dent, and James D. Bushman, Oklahoma City, secretary- 
treasurer. 

Outgoing president of the group is Jim Voglesong of 
Enid.—WLF 





Oxford Holds Filing Forum in San Francisco ... 
; CWicr Vv et 
is 





Ed Morgan, right, explains the principles of Oxford Pendalflex 
intergrated name filing to Lee Johnson, sales manager of H. 
S. Crocker Co., Inc., at the three day filing forum conducted 
by Oxford in San Francisco’s Palace Hotel. Enrollment was 
over 200 salesmen, representing some 14 local dealers. The 
father and son team of George and Ed Morgan handled the 
program 


Fountain Pen & Mechanical Pencil Group 
Holds Semi-annual Meeting in Atlantic City 

Federal Trade Commissioner Robert F. Secrest told the 
members of the Fountain Pen and Mechanical Pencil Manu- 
facturers Association recently that industry trade practice rules 
were designed “not to make trouble for the members of an 
industry,” but to help them “in every way possible to avoid 
trouble”. 

At the semi-annual meeting of the Association in the Had- 
don Hall Hotel in Atlantic City, N.J., Commissioner Secrest, 
discussing the work of the FTC, underlined the voluntary 
aspects of its investigative and legislative procedures. 

Speaking of the Trade Practice Rules which govern the 
conduct of whole industries, the Commissioner said that his 
office “derives no personal pleasure in the issuance of com- 
plaints against those whom we think are violating acts of Con- 
gress. We would be happier if all individuals and business 
organizations lived up to the letter and spirit of the laws we 
are sworn to uphold.” 

Frank D. Waterman, (chairman,) reported certain high- 
lights of association activity during his two one-year terms of 
office. He stated that a legislative counsel had been employed 
to work for repeal of the excise tax on mechanical writing 
instruments and cited contacts made by members of the as- 
sociation with members of the House Ways and Means Com- 
mittee during the past year in an effort to impress upon them 
the inequities of the tax on writing instruments. 

Another activity cited by Mr. Waterman was the formation 
of a small business committee within the association to study 
the problem of how to attract manufacturers of low-priced 
pens to membership in the association. This has been done 
by reviewing their problems to determine how the Associa- 
tion might help them and by studying the matter of establish- 
ing a program to attract them to membership. He stated that 
the association would be working on this problem during the 
summer and would attempt to come up with something definite 
in the fall. 

Mr. Waterman also cited the work of the association’s sta- 
tistical committee which has put considerable effort into a 
program to formulate the best possible statistical information 
about the industry’s production. 





Georgia Firm Opens in New Store 

All Make & Reliable Typewriter Co. recently held a grand 
opening in its new location at 215 Whitaker, cornor of Hull 
St. in Savannah, Ga. Frank B. Harris is the owner.—EEG 
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“LYON QUALITY DESIGN 


makes 


THE DIFFERENCES” 


STEEL LOCKERS, for example. Look for the design 
features that pay off for years and years. Compare Lyon 
construction and you'll see how and why you get so 
much more in both durability and appearance. 

This same quality design makes the difference in every 
one of the more than 1500 standard Lyon items, a few of 
which are shown below. 


CALL YOUR LYON DEALER. He offers the world’s 
most diversified line of steel equipment. Equally im- 
portant, he can show you how to get the most for your 
money in terms of saved time and space. 







We can manufacture special items to your specifications. 


— me * 


LYON METAL PRODUCTS, INC. 


General Offices: 828 Monroe Ave., Aurora, Ill. 


LYON quality design is reflected in this 
new handle with beautifully contoured lines, Factories in Aurora, Ill. and York, Pa. 


finger-tip action and finished in durable chrome. 
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SHOP BOXES 
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OVER 1500 ITEMS 
for Business, 
Industry, 
Institutions 


STEEL EQUIPMENT 
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Industry News 





Columbia Steel Equipment 
Joins Standard Pressed Steel 


Columbia Steel Equipment Co., Inc., of Fort Washington, 
Pa., in suburban Philadelphia, will join the group of industrial 
companies owned by Standard Pressed Steel Co. of Jenkin- 
town, Pa. 

John F. Emhardt, president of Columbia, and H. Thomas 
Hallowell, Jr., president of Standard, announced jointly that 
all of the stock of Columbia will be exchanged for 78,181 SPS 
shares. They also stated that no changes are contemplated in 
the management, personnel or sales policies of either company. 

SPS—which reported sales of over $51,000,000 in 1956— is 
a leading producer of a wide variety of precision industrial and 
aircraft fasteners and related items as well as steel shop equip- 
ment—work benches, shelving, storage bins and cabinets. 

Entry into the steel office furniture field is in line with a 
policy of diversification into products which complement pres- 
ent operations. SPS—a rapidly growing organization—op- 
erates in three countries with buildings totaling almost 2,000,- 
000 square feet, located on 180 acres 

Columbia—in the office furniture field for 38 years—recent 
ly moved into a 100,000 square foot ultra-modern plant, which 
was the first in the new Fort Washington industrial tract. Lo- 
cated at the Pennsylvania Turnpike interchange, this area has 
attracted nationally important companies. 

Columbia products, marketed under the names of “Nine to 
Five” (a modular line of functional work-station units in a full 
range of colors), “Columbia”, “Apex”, “Colonial” and “Atlas”, 
include steel desks, tables, filing cabinets, office cabinets, book- 
cases and special contract work. Columbia sells through in- 
dependent distributors to industrial and commercial companies 
of all types as well as schools, libraries and laboratories. The 
company is also in the export market 

Both companies have strong sales and distribution organiza- 
tions, with hundreds of independent distributors carrying 
stocks of their products throughout the country. It is expected 
that each of the companies will be able to offer a more com- 
plete line since the products of the two companies complement 
each other although they are not competitive. 

The two presidents also expressed the view that continuing 
research and product development will lead to new and im- 
proved products in the future. 

In addition to President Emhardt, other key 
Columbia Steel Equipment Co. are Herman K. Gessner, vice 
president and treasurer, and Rudolph Moosbrugger, secretary. 


officers of 


Pitts, Koch Bros., Keeney Win 
NOMDA Advertising Awards 


First prize for the best display advertising entry at the re- 
cent NOMDA convention in Pittsburgh went to Harry Pitts 
of the Albany Typewriter Exchange, Albany, Ore. 

Koch Bros. of Des Moines, Iowa, had the same distinction 
in the direct mail awards while President D. L. Keeney Jr., 
Dallas, Tex., was the winner in the sales promotion division. 

Second and third places in display advertising went to The 
Specialty Service Co. of Fort Worth, Tex., and Ed McHale 
of Cincinnati, Ohio, respectively. 

In direct mail, D. L. Keeney, Jr., took second place with 
High, Ridall of Wilkes-Barre, Pa., third. The Wilshire Type- 
writer Co., Los Angeles, with David Hendler supplying the 
idea, took second place in the sales promotional group. 

Honorable mention in the direct mail competition was 
given to Eugene Todryk of the Beaver Dam Typewriter Shop 
of Beaver Dam, Wis., The Specialty Service Co., Fort Worth, 
and to Robert Best of the Best Typewriter Co., Sioux Falls, 
S.D. 


90 





Alfred Mayer, Jr. Heads Firm 
~~ © At a recent board of directors’ meet- 
ing Alfred J. Mayer, Jr. was elected 
president of Gregory Mayer & Thom 
Co. of Detroit, one of the nation’s old- 
est and largest office outfitters. Mr. 
Mayer replaces George L. Watson who 
retired after 33 years of service to the 
firm. 

Mr. Mayer’s father, A. J. Mayer, Sr., 
was a founder of the firm and presi- 
dent until his death in 1953. Gregory 
Mayer & Thom Company was founded 
in 1899. The firm is a retail outlet for wood and steel furni- 
ture, office supplies, printing, engraving, loose leaf devices 
and allied office appliances. 

A large warehouse is maintained to service three locations. 
[he main store is situated in downtown Detroit at 41 Cadillac 
Square. Other stores are located in Lansing and Birmingham, 
Mich. 






A. J. Mayer, Jr. 





Blade Printing & Paper Co. 
Sells Office Equipment Division 


Raymond F. Dalton is president and general manager of 
a newly-formed corporation which has purchased the office 
equipment and supply division of the | 
Blade Printing and Paper Co., Toledo, a 
Ohio, it was announced by Lester S. a) 
Crowl, Blade Printing president. The 
new company, to be known as the 
Blade Office Equipment and Supply Co., 
will continue in its present location 
at 232 Superior. John R. Metcalf is 
vice-president and J. W. Conn is secre- 
tary-treasurer. Members of the board 
of directors, in addition to the officers, 
are Donald M. Dresser and Mr. Crowl. Reymond Dalton 

Mr. Dalton, formerly of Sidney, Ohio, where for six years 
he was manager of the Carney Office Supply Co., said the 
new firm, in addition to stocking a complete line of office 
supplies and equipment, will stress office planning and layout 
service. New fixtures and lighting have been installed, he said. 

Mr. Crowl said that the Blade Printing and Paper Co. 
would now be able to devote more time and attention to 
its creative printing business and its Blaco Advertising Agency 
division. 








Exhibit Space Nearly Gone in First 
Annual Eastern Commercial Stationery Show 


Although the first annual Eastern Commercial Stationery 
Show, planned for October 26-29, is still months away, the 
sponsors announced that a large percentage of exhibit booths 
on the second floor and exhibit rooms on the third floor in 
the New York Trade Show Building have been contracted for 
by manufacturers. 

The show, co-sponsored by the Stationers Association of 
New York and the Metropolitan Travelers Club, is expected 
to attract dealers and their personnel from the large New York 
area. It will be confined exclusively to items of commercial 
stationery and office equipment. 

The dates take in a weekend to make it easier for the deal- 
ers and their salesmen to attend. It is expected that these deal- 
ers will be attracted by the possibility of viewing the products 
of the manufacturers in greater totality than can be carried 
by salesmen or seen in a catalog. 
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Former Grain 
Elevator Home 
of Southern 
California Firm 


New Quarters... 








of Southern California Stationers in former grain elevator building 


at 1498 E. Fourth St., Los Angeles 


After 21 years the business which Ebenezer Wallace, Sr., 
founded on June 16, 1936—Southern California Stationers— 
and successfully conducted during his lifetime, has become 
of age and has found a new home of which it is justly proud. 

For several months the firm has been operating from what 
was once a grain elevator—today practically undistinguishable 
except in external layout—and officials are happy over this 
new location at 1498 E. Fourth St. in Los Angeles. 

The move was made necessary when Southern California 
Stationers on March 1, 1956, was presented with a problem. 
The state highway department advised that facilities were in 
the path of the new Olympic Freeway and would have to be 
vacated by December 1. 


Officials Vision New Building 


It was only because the officials were able to vision what 
reconstruction could do that the former grain elevator was 
chosen for the new site. It was of reinforced concrete construc- 
tion and had never been painted inside or out. In short order 
rehabilitation started—painting, repairing of floors, rewiring, 
installing of lighting and additional plumbing. 

Moving was a nearly herculean task, accomplished with 
expediency, however, in one weekend. 

In re-equipping the offices, Southern California Stationers 
decided to “practice what is preached” about office moderniza- 
tion, the selection of efficient equipment and the use of color. 
Such modernization has extended to private and working of- 
fices, sales department, purchasing department, printing de- 
partment, shipping and receiving areas. The result is pleasing 
co-ordination of color and the use of equipment which ef- 
ficiently fits into the mammoth outside selling operation. 

Fred Wallace, president, and Ebenezer Wallace, Jr., vice- 
president, have private offices paneled in natural birch, car- 
peted and furnished with custom wood equipment. One is in 
modular type equipment and the other in modern conven- 
tional furniture. Chairs are leather upholstered and matching 
or contrasting decorative pieces are provided. 


Machinery Room Converted 


What had been a large machinery room on the third floor 
was converted into an auditorium and cafeteria. A complete 
kitchen was installed. It is proving an ideal place for person- 
nel dining, relaxation and conference. 

As no retail ‘store has been provided nor is contemplated, 
a stationery sample room and display of model offices will be 
installed in the basement area. These facilities are now in the 
design state. 

Principal lines sold include name brands such as Codo, 
Eaton Paper, A. W. Faber-Castell, Globe-Wernicke, Harter 
and National Blank Book. 
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. Showing salesmen’s desks at right and 
center with order department in foreground. Techniplan parti- 
tions separate all workers for privacy and noise reduction. 
Globe-Wernicke equipment is in sea green with sage green 
Textolite tops. Harter chairs are upholstered in coral. Suspended 
desk trays under book shelves are in matching coral 


Sales Department . 





Stationery Stock Room . where electric lift provides access 


to stock on top of shelving. 
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TO CLEANER, 
FASTER, SHARPER 
STENCIL CUITING 


ar 


€ 
No Static 
( No Chop Outs 
\ No Eye Strain | , 
bt 


No Type Cleaning 


| =. 
No Ragged Tracings Pe, = 


No Mess...just press the patented 


Red Dot to seal the film...it’s fast, 
no sticky fingers, no gummy files. 


fo -) ak 7”: . 
CALL YOUR LOCAL PANAMA-BEAVER MAN—-ALWAYS A LIVE WIRE. IN THE EAST, CALL TRU-RITE, INC., 110 LAFAYETTE ST., NEW YORK, N.Y 
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Everything you 
need to boost 


») your holiday sales! 





eS ee 
OE ts 


Cll Hew for /IE7/ 


FROM OA ... THE BIGGEST SALES-BUILDING 
HOLIDAY DISPLAY PACKAGE EVER 


52 DISPLAY PIECES .. . INCLUDING: 


THREE GIANT, THREE-COLOR SILKSCREENED POSTERS 
THREE PROFESSIONALLY-DESIGNED WINDOW BANNERS 
SIX SPARKLING WIRE-HANGING PENNANTS 
TEN BELL-SHAPED COUNTER CARDS 


THIRTY TAGS FOR BIG-TICKET MERCHANDISE 
a ee eee | 
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Your complete Christmas store display in one package — 









OA'S ENTIRELY NEW 
BUSINESS GIFTS FOR 

BUSINESS PEOPLE 
MERCHANDISING KIT 


And ... your kit also includes... 


Newspaper ad layouts, in three sizes 
Headline mats for your newspaper ads 
Radio scripts 

Sales letters 

Manufacturer ad reprints 

Lists of available manufacture sales aids 


COMPLETE MANUAL on PROCEDURE, de- 

veloped from the experiences of 

ef thousands of successful holiday pro- 
motions 


Get your OA BUSINESS GIFTS FOR BUSINESS 
PEOPLE MERCHANDISING KIT by using the order 
card below. The $10 you invest in the Kit will 





provide you with more display and selling material 


for your Christmas promotion than you could get | OA CONTEST COVERS CASH PRIZES 

FOR WINDOW DISPLAYS 
anywhere else for TWENTY TIMES ten dollars. 

But don't delay. Start planning your Christmas 


promotion today, by filling out and mailing in your you cash prizes for putting your windows to work 


building Christmas sales. Full details included in 
your OA MERCHANDISING KIT. 


i 
OA's 1957 Holiday Window Display Contest offers 
order today. You risk nothing. If, after you receive 


the kit, you are not completely satisfied, send it 





back and OA will refund your $10 by return mail. 





OFFICE APPLIANCES 
| 600 W. Jackson Bivd. 
i Chicago 6, Ill. 


Please send me my BUSINESS GIFTS FOR BUSINESS PEOPLE MERCHANDISING KIT. 


§ T Tl ___—_—« $10 check enclosed. ____— Please bill me. 
, | eee ee 
() Nj LY ! Store SE a ee ee eee 


Address ‘City Zone State 

















$10 | FREE: 300 Colorful "BUSINESS GIFTS FOR BUSINESS PEOPLE” Gummed Labels when your 


: check accompanies vour order 
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Self - Service Pays Off 
60%, for Wuebbold's 





Wide Aisles . . . exciting mass displays on wall units and is- 
lands make shopping easier and faster for Wuebbold’s cus- 
tomers. The streamlined checkout counter is conveniently lo- 
cated so the checker can give the customers information on 
different merchandise as well as provide efficient checkout 
service. 


Success and Wuebbold’s are two words synonymous with 
the people of Hamilton, Ohio. Wuebbold’s is a stationery and 
office supply house that’s been established in Hamilton since 
the early 1900s. It was then that Herman J. Wuebbold first 
started the business with a tiny custom book-binding shop lo- 
cated on the third floor of a Hamilton business building. 

Late in 1955, Wuebbold’s completed one more step in their 
long line of successful business achievements. It was the open- 
ing of their new and outstandingly beautiful business struc- 
ture. The building is two story, black granite with handsome 
aluminum trim. 

This short 19-month period since their opening has shown 
a success far more tremendous than expectations. Business 
volume is up 60%. 

Wuebbold’s remarkable success is largely attributed to their 
change-over to a “self-service, with islands and wall fixtures, 
displuying every type of stationery and office supply item.” 

The first floor fixtures are Bulman all-steel self-selection fix- 
tures with adjustable shelving for display effectiveness. Wall 
fixtures feature peg-board backing for extra attractiveness and 
still more display possibilities. Several Bulman glassed-in wall 
cases contain religious articles and some accessories. 

A translucent plastic canopy running along the top of the 
wall fixtures displays large black lettering for easy location of 
items. Concealed light fixtures underneath the canopy directs 
the customers eye directly to the merchandise. 





Globe-Wernicke Buys Aluminum Seating 


Purchase of the Aluminum Seating Corp., of Akron, Ohio, 
by The Globe-Wernicke Co., was recently announced by R. 
Herman Hammer, president of the Cincinnati firm. The manu- 
facturing and working capital approximates $500,000, exclud- 
ing the actual purchase price of the chair company. 

Aluminum Seating Corp. has manufactured a quality line of 
aluminum office chairs for the past ten years. This purchase 
culminates a long-time desire on the part of The Globe-Wer- 
nicke Co. to manufacture its own complete line of office 
chairs. 

“Service and manufacturing policies of the Aluminum 
Seating Corp. will be maintained until further details of the 
transaction are completed,” the Globe-Wernicke president 
stated. “Final plans will be announced at a later date.” 
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Plus Computing Machines, Inc. Changes 
Name to Control Systems, Inc. 


H. R. Mathieu, president of Plus Computing Machines Inc., 
announced the change of the name of the corporation to Con- 
trol Systems Inc. 

Plus Computing Machines Inc., a New York corporation, 
was incorporated as a wholly owned subsidiary of Bell Punch 
Company Ltd., London, England, one of the group of com- 
panies of which the sole stock-holder is Controls Systems Ltd., 
London, England. Because of the expanding activities of the 
group in the United States is was decided that a more descrip- 
tive title for Plus Computing Machines Inc. would be Control 
Systems Inc. 

Although the company’s chief interest will continue to be 
the sale of the present and future Plus line of Adding and 
Calculating machines, it is expected that its range of products 
will be widened to include others manufactured by Bell Punch 
Company, Ltd. 

A Plus Computing Machines Division has been formed to 
supervise the sales and service of Plus Adders and Calculators. 

Mr. Mathieu emphasized that the corporate structure and 
ownership of the company remain the same under its new 
name. 


Chicago Home Furnishings Firm Opens 
Contract Office Furniture Division 


Polk Brothers Central Appliance and Furniture Co., one of 
Chicago’s leading volume houses in home furnishings and ap- 
pliances, is now operating an office furniture contract division. 

New model office showrooms, covering approximately 12,- 
000 square feet of space, have already been installed in the 
company’s large “Polk City” area on the northwest side of 
Chicago. 

Mel Liss, manager of the new division, said the operation 
has been underway formally since the first of the year, but 
the showrooms were installed in June. 

The contract division, he said, will furnish hotels, motels, 
hospitals, institutions, religious institutions and general and 
executive offices. 

Beside carrying major lines in office furniture, the division 
has its own workshops available to completely design and 
build pieces for conference areas, kitchens, private offices and 
the like. Tailor-made jobs. such as these will be a specialty of 
the firm. 

He said the company holds the belief that there is an im- 
portant need for a designing counsellor who can work in com- 
plete co-operation with architects—understanding the archi- 
tectural planning, thinking and creating, as serving as a 
medium for expression of this thinking. 

As a foundation for this belief, the company has turned 
over the guidance of the division to Goldie Bachmann, assis- 
tant secretary of the firm, who is supervisor of the furniture 
and carpeting division. She has studied furniture design and 
interior decorating at three Chicago universities. 

Backing up the program in work with the architect is Helen 
V. Olson, who holds a bachelor of science degree in architec- 
ture herself. Miss Olsen is head of the architectural design 
staff of the new division as well as interior architect for the 
company. 

Working with Miss Olson is Miss Margaret Dennis, for- 
merly with Mead & Wheeler Co. in Chicago, who heads 
the office interior staff, and William Hiyane, a designer and 
co-ordinator of fabrics. 

Mr. Liss said it is Polk Brothers’ idea to create the de- 
mand for a better way of life in the office, as the company 
has worked to create a demand for home furnishings and 
modern appliances. 

The company has a massive distribution center (it’s term 
for a warehouse operation) which can bring the items to the 
consumer and break down the barrier between the factory 
and consumer, he added. 

Polk Brothers is prepared to follow through on an im- 
portant job and complete the preliminaries and details with- 
in 36 hours, which it has already done. It has put contact 
work on a fast moving basis. 
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THESE ART METAL FULL-COLOR ADVERTISEMENTS in Newsweek, Fortune, Business Week, 
U. 8S. News & World Report, and other business publications recognize that two can 
get orders easier than one. 


The one who makes the sale is the dealer. And to help him make more sales, Art Metal 
creates interest, recognition and name-acceptance for the line of office equipment he carries. 
Advertisements like these arouse in his customers and prospects a desire to 
know more about the savings in office costs they can 

achieve without sacrificing their desire for quality. 

As we say—it adds up to more installations—more 
dealer profits—more repeat orders. Art Metal 

Construction Company, Jamestown, New York. 


The trade mark with a meaning 











in the world of office equipment... 
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Oxford Filing Supply Holds 
School for Dealer Salesmen 


New York City 
The Oxford Filing Supply Co., Inc., is holding sessions of its 
dealer salesmen training school in New York City. John L. 
Gallup, eastern editorial representative of OF- 
FICE APPLIANCES, was in attendance at a re- 
cent meeting and the following questions and 
answers reveal the scope of the new Oxford 
aelelam demonstration and training facilities. 
Q. John Gallup. 

Why did Oxford establish this New York City sales training 
center for dealers? 

A. W. I. Thompson, sales manager, 
Co., Inc. 

We had a lot of reasons for establishing this filing supply 
and systems school, John, but one sticks out in my mind right 
now. A dealer's filing supply salesman without product or 
application knowledge has a single competitive weapon—price. 
The long-range effect of heavy emphasis on price in the sale 
of filing supplies is pretty obvious to everybody in this busi- 
ness. 

We feel that we have an obligation to the dealer to help 
him correct the situation. When a salesman has some intelli- 
gent advice to offer on folder weights, table styles and index- 
ing methods you’d be surprised how often he can get an order 
at a premium price. At the very least he can avoid the subject 
of price for the first five or ten minutes anyway. 

Q. Gallup. 

What were the other reasons for setting up this school as 
you call it? 

A. Thompson. 

For about seven years now we've had a systems engineer 
by the name of Hub Lane designing and field testing some 
totally new filing systems in our Oxford Pendaflex hanging 
folders. These have gone well past the “engineer’s dream” 
stage and have actually been installed in hundreds of big cor- 
porations. The remarkable thing about these ideas is that they 
are simple and this point has to be gotten across to our deal- 
er salesmen. We find that when we show him a complete array 
of demonstrators for each of these numeric and alphabetic 
systems that he understands them very quickly and can see 
that they are basically salesmen’s ideas. Photographs, slide 
films and incomplete demonstrators in the field do the job 
only partially. 

We find that by making a complete demonstration in this 





Oxford Filing Supply 





upgrade manila folder sales with premium quality 


How to... 
Oxford 100-line folders is described by G. W. Hammarth, Ox- 


ford’s manager of sales promotion 
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demonstrates 


. of Oxford Filing Supply Co., Inc., 
to Joe Werner and Jack Lieberman of Commercial Stationery 


H. P. Graf. . 


Co. how easily Flexindex is sold from the catalog. Installation, 
he tells, using standard components, is also a simple matter. 


office the salesman becomes convinced that these ideas are 
both totally new and easy for him to sell and install. Nobody 
is afraid of a new idea he can see and handle. 

Q. Gallup. 

How else do you use these meeting rooms? 

A. Thompson. 

We've had more than 300 salesmen up here representing 70 
dealers since this operation was opened in February, 1956. 
A lot of these dealers and their salesmen have brought along 
key prospects. These prospects have not only been much im- 
pressed with the ideas they’ve seen but they’ve gotten quite a 
kick out of hearing some of the behind the scenes conversa- 
tion which goes on between dealer and manufacturer. We 
have deliberately avoided pulling our punches in these sessions 
for the prospect’s benefit. Many dealers have come back up 
here for a second helping also with prospects in tow. 

Q. Gallup. 

How else do you plan to use these training facilities? 

A. Thompson. 

We've set up a schedule of classroom sessions on filing sys- 
tems and supplies that will run from July 1 through the first 
week of September. We will repeat the program twice during 
the summer and there will be sessions for inside salesmen on 
Tuesday evening, outside salesman on Thursday. For the deal- 
er’s retail store salesmen the emphasis will be heavily on prod- 
uct knowledge. For the outside men we will split our atten- 
tion 50-50 between product and application knowledge. 

Q. Gallup. 

How do dealers qualify for attendance either at the summer 
school sessions or any of the meetings you hold here during 
the year? 

A. Thompson. 

Well I’d say there are only two qualifications. He ought to 
be doing a pretty good representative job with the Oxford 
line and he ought to have a real desire to investigate some 
new sources of profit. 

Q. Gallup. 

Do you believe your investment in a project like this is 
paying off? 

A. Thompson. 

Well, we had some misgivings at the start. As you can see it 
represents quite an outlay both in equipment and space. We 
made some mistakes at first and we've changed our approach 
until now we think we’ve got the formula. Based on the re- 
sponse from dealers and actual sales we can attribute to the 
establishment of this office we think it’s one of the best 
investments we ever made. We had dealers in here from De- 
troit, Dallas, Atlanta, Cleveland and Los Angeles as well as 
from the northeast. As long as they keep coming and keep 
using the ideas they get here we will continue to develop this 
program. 
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More than a million sold! Olivetti portables will sell bigger than 
ever this Christmas—at $88 plus tax, retail, with full profit for dealers, 
(Getting your share?) Here’s why: the Lettera 22. the portable portable, 
light and compact—with automatic tab and all features of large office 
typewriters—makes an ideal Christmas gift for traveling executives and 
salesmen (and their wives and children). And the Olivetti name is backed 
by more adve rtising than ever. Order now. Write Portable Division, Olivetti 
Sales Corporation, 580 Fifth Avenue, New York 36, N.Y. 


olivetti 
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of Dallas, Tex. 


. attending the open house festivities include, left 


Officers . 
to right, Sherman B. Shults; W Epke, vice-president and 
Dallas general manager; K. F. Davis, vice-president; Rupert 


Fain; Ernest Child, treasurer; Howard W. Gunlocke, president; 
C. Everett Shults, secretary. 


Dallas, Tex. 


@ OPEN HOUSE ceremonies officially dedicated the new W. 
H. Gunlocke Chair Co. plant in the now-famous Brook Hollow 
Industrial District of Dallas, Tex., on June 13 and 14. 

The modern plant, which covers 22,000 square feet, most of 
which is fully air-conditioned, functions as a finishing and up- 
holstering operation 2s well as a warehouse which can service 
a five state Southwestern region 
“The idea behind the plant”, according to Pres- 
OA ident Howard Gunlocke,” is to offer a combina- 
staff tion of large stock on hand plus complete facili- 

ties for producing chairs to dealer specifications 
report on order. This will greatly improve our service in 
the Southwest.” 
The Brook Hollow Industrial District is the choice of more 
than 100 nationally known firms, and it was developed just for 
manufacturing operations. 

Visiting dealers and dignitaries inspected the new plant, saw 
the chairs being upholstered, stained and finished, and then, as 
a high point in the tour, visited the chair fitting center in the 
beautiful new showroom. This innovation in office chair mer- 
chandising features two large mirrors which have been installed 
so that a customer being fitted for an office chair may not only 
try it for comfort, but also may see from any angle how he 
looks in the chair. 

Sharing interest with the fitting center was the beautiful 
showroom designed for the use of Gunlocke dealers in the 
area. Here they can bring their customers to see the full line 
of chairs in an attractive setting. They can also call upon Gun- 
locke’s full time designer to aid office planning, helping 
customer and dealer to select everything for the office. 
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in the Brook Hollow Industrial district 





IN DALLAS, TEXAS 





, Gunlocke Chair Co. 
Opens New Plant 
In Southwest 





—_— i 
Chair Fitting . . . Harold Cude, Stewart Office Supply, Dallas, 
takes advantage of the chair fitting center in the new display 
room. The onlookers, left to right, include Haas Hargrave, 
Gunlocke, Mrs. Cude; W. E. Pritchett, Quality Office Supply, 
Kilgore, Tex.; Jack Levy, M. L. Bath Co., Shreveport, La.; and 
H. C. Duplissey, Quality Office, Kilgore 


a ae ee apa 

In the Showroom . . . Seeing the finished product are, left to 
right, Al Okerberg, Corry-Jamestown, a visiting fireman; Lee 
Munson, Abel Stationery, Austin, Tex.; Raymond Goddard, 
Hill Printing & Stationery, Waco, Tex.; Kenneth Davis, vice- 
president of Gunlocke; Raymond Goddard, Jr., Hill Printing & 
Stationery; and Virgil Hughes, Hill Printing & Stationery. 
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for the Finest Office Furniture 


Landers vinyl coated fabrics for up- 
holstered office furniture are the finest 
you can choose . . . regardless of furni- 
ture design. Landers Resilan, Versilan, 
or Elastic Versilan can provide that 
extra quality, extra beauty, and extra 
serviceability . .. prerequisites of fine 
office furniture. The rugged durability 
of Landers office upholstery assures 
you a fabric that will give years of 
continuous, unfailing service . . . com- 
plete customer satisfaction. The wide 
variety of colors and patterns will fit 
any Office decor . . . give furniture that 
“always new”’ look. 


Write today, for samples of Landers 
office furniture upholstery . . . backed 
by over 60 years experience in the 
manufacture of coated and combined 
fabrics. 


THE LANDERS CORPORATION 


TOLEDO, OHIO 
Since 1886 


Finest Coated Fabrics 








Colpitts Opens 
Self-Selection 
in Moncton 


It’s Easy . 





. to shop in Colpitts The Stationer’s new self-selection stationery and 


office furniture store. Note sign pointing to check-out counter. 


@ ONE OF THE LARGEST firms of its kind in the Maritime 
Provinces of Canada, R. R. Colpitts, Ltd., Moncton, New 
Brunswick, recently opened its modern self-selection stationery 
store. It is reported to be the first one of its kind east of Mon- 
treal and is designed to provide the best service possible to 
customers the utilization of modern equipment. 

“President of the firm is A. L. Colpitts, a veteran of 50 
years service in the stationery business. A. O. Ingram is 
vice-president. 

The firm, better known as “Colpitts the Stationer”, has been 
in operation since 1903. 

Mr. Colpitts attributes the firm’s success to the fact that 
it has been able to adapt successfully the latest and newest 
designs in the stationery field. The present president joined his 
father in the firm in 1907 and became its chief executive in 
1916. 

The newly-remodeled store has many of the features of a 
super-market and offers the customer the means for easy 
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selection of merchandise with the help of the staff. 

Regarding the staff, Mr. Colpitts points out, “We now have 
30 employees. I had just one when we started.” 

Twenty-nine departments are arranged for easy shopping. 

Office furniture and machines are featured. Exclusive with 
Colpitts are Preston furniture, the One Hundred line of gen- 
eral office furniture, Steel Equipment Co. steel office furniture 
and filing cabinets, Arnot steel partitions and Officettes, Curtis 
and Harter metal chairs, Murphy Miller upholstered chairs, 
Ofac safes, Viscard systems, Ditto duplicators, Verifax photo 
copying machines, Imperial and Olympia typewriters, Safe- 
guard Checkwriters, Shaw-Walker fire files and Sonograph 
dictating equipment. 

Each department is clearly marked and all goods and prices 
labeled to aid customers in their selections. 

A job department which is designed for both commercial 
and firm use is located in the basement of the store. William 
Colpitts is superintendent of the plant. 


One of Model Offices . at Colpitts’ 
where furniture is shown in co-ordination 
with accessories, wall covering, draperies 
and floor treatment 
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look backward 


Extra pages include yearly calen- 
dors for each of past five years. 


MODERN PACKAGING 
®@ Packed in protective box. 
® No danger of breakage in shipment. 
® Easy to handle and stock. 
® Each refill banded or string-tied in box. 
® Complete description and picture on each box, 
® Designed for better display and self-service. 
®@ Handy pocket calendar with each refill, 
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look at the date 


t's so easy with a Success calendor. 
No. 17 shown above. 
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look forward 


calendars for next five years. 


has 
new look 


EXTRA PAGES... with the 
new lIl-year calendar feature 


See how easy it is to look up any date over a full 11-year period— 
a new, exclusive feature that puts a new look in your sales, too. When 
it comes to desk calendars, there’s more to sell, more profit with 
SUCCESS. Get all the facts. Write today for new SUCCESS catalog. 


COLUMBIAN “22 WORKS, INC. 


2300 WEST CORNELL STREET #© MILWAUKEE 9, WISCONSIN 


when 


you think 


of SUCCESS think 
CALENDARS 
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Estey 
Open Shelf 
Filing Helps 


Solve Bank's 








a 
Problems : 
OF 
br 
ge 
toy; in 
Only Five Feet Tall . . . but Miss Queenie Hogg, head of filing m 
department, can reach the top shelf easily at Dime Savings ad 
Bank of Brooklyn, N.Y., where installation of Estey open 
shelf filing has solved many problems. bu 
us 
TI 
ad 
@ THE SHORTAGE of filing space that plagues all office shelving were purchased and installed. There are only five 
management today is an outgrowth of the phenomenal busi- 36-foct aisles in the entire operation. Since space was no bre 
ness pace of the last decade. How open shelf files can relieve longer at a premium, some aisles as wide as 42 inches were eq 


a serious problem of over-crowding filing space and produce 
other welcome benefits besides is strikingly illustrated by the re- 
cent experience of the Dime Savings Bank of Brooklyn, N. Y. 


The mortgage correspondence filing department of the bank 
occupies a large room which until a few years ago seemed 
to have ample record storage capacity for many years to 
come. Folders were housed in file cabinets, which were added 
as necessary. But with an unprecedented increase in the vol- 
ume of new records, the number of file cabinets rapidly 
swelled to 200, and just about used up the space previously 
counted on for expansion. 


Aisles were reduced to 36 inches which meant that one 
person working in one drawer could effectively block a whole 
aisle. With the increased activity, the number of file drawers 
opened and closed increased, adding considerably to the fa- 
tigue factor. A fundamental change in the filing operation was 
indicated, both to provide more filing space and to make filing 
easier, and a thorough investigation of the various filing meth- 
ods and equipment got underway. 


Open Shelf Offered Solution 


Open shelf files offered the outstanding solution to the 
problem, and resulted in a compact filing center which housed 
the entire contents of the filing cabinets and provided ade- 
quate space on the same shelves for future expansion. 

Filing Equipment Bureau supplied the Estey open shelf 
filing equipment chosen for the installation, and Norris R. 
Fay, the New York manager, worked closely with the bank 
on the careful planning of the shelving arrangement. Forty- 
seven double-faced and 9 single-faced, 7-tier sections of Estey 
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left between the rows of shelving, although 36-inch aisles will 
easily suffice. 

Moving from drawers to shelves was accomplished with a 
minimum of confusion, and this was due again to the careful, 
beforehand planning. A terminal digit system was in use in 
this department, and this was maintained. Guides, prepared 
beforehand, were put in the proper place as folders were re- 
moved from the drawers and placed on the shelves, and the 
system was ready to operate as usual. Filing is done hori- 
zontally across three sections of shelving at a time. 


Space Problem Solved 


The outstanding features of this open shelf filing installa- 
tion were two—it completely alleviated the space problem, 
and it made the filing operation easier and faster. The cost 
was more than reasonable, especially considering that the old 
cabinets were sold, and that the original shelves have room 
for several more years. There is room for more shelving when 
required. 

With the elimination of time consumed walking the long 
aisles and in opening and closing drawers, it was inevitable 
that the filing operation would be faster. The instant visibility 
of guides adds to the speed of filing and finding. Pull-out 
reference shelves and hook-on file boards provide a place 
right at hand to put material down while working in the files. 

The new shelf files are very popular with the filing per- 
sonnel; they like it because it is easier, and they find they get 
more done and use less energy to do it. Miss Queenie Hogg, 
the head of the filing department, is exactly five feet tall, 
and she can reach and work on the top shelf with ease, as 
can the rest of the personnel. 
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@® AN EXPANSION and modernization program recently ma- 
terialized for the Prinz Office Equipment Co. of Akron, Ohio, 
operated by Paul L. Prinz, president and treasurer, and his 
brother Edgar M. Prinz, vice-president and secretary. 

[he company started business in 1950 at 62 S. Howard St. 
in Akron with 5,000 feet of floor space. In 1953, a move was 
made to 68 S. Howard St., and in 1956 the company acquired 
adjoining property at 72 S. Howard. 

A complete renovation job was done, combining the two 
buildings into one establishment. 

Today, the company occupies 40,000 feet of floor space, 
using one third for display and the balance for warehousing. 
The main office and store are located at the 68-72 S. Howard 
address and a “used” department is located at 36 S. High St. 
going into business for themselves the Prinz 
14 years for another office 


Prior to 
brothers worked approximately 
equipment Co 

From a small beginning with used furniture and equipment 





. department in the new Prinz Office Equip- 


Office Supplies . . 
ment Co. store is 
wants 
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geared for the customer’s easy selection of 


Prinz Brothers Expand, 
Modernize Akron Store 





Paul L. Prinz Edgor M. Prinz 


only, the brothers have advanced to complete lines of new 
steel and wood office furniture and equipment, business ma- 
chines and office supplies, along with a repair and refinishing 
department. They maintain a decorating service, giving artists’ 
conceptions along with detailed drawings. A complete rental 
service is provided on equipment and machines. 

In addition to the three original employees, 15 members 
have been added to the company staff. Two trucks and one 
service car are used. 

Shipments are handled to approximately 25 states other than 
Ohio and the salesmen cover Akron and 100 miles of sur- 
rounding territory, maintaining the company slogan of “Service 
and Dependability.” 

The policy with the trade is, “complete satisfaction or 
merchandise can be returned for full purchase price,” thereby 
insuring complete customer confidence in both merchandise 
and service. 

The Prinz brothers are firm believers in advertising and use 
it for their steady expansion. 





Office Furniture . . . section at Prinz Office Equipment Co. 
shows furniture in model office sections separated by cecrd- 
type dividers. 


























YES, the OA BUYERS INDEX 
represents 13,500 buyers 


J LOOKING for the MANUFACTURER 
(i 


advertising where the manufacturer looks for the 


uile a change, isn’t it, from normal publication 





T Office 


CONSTANT USE BY 
BUYERS 


. . . because it contains the industry’s most 
complete compilation of data on office products, 
brand names and manufacturers’ locations, the 
OA INDEX has a strong influence on the 
buying habits of store buyers. 


asa manufacturer of office products 
you get all of these advantages 
when you advertise in the OA INDEX 


THE PRODUCT CLASSIFICATION INDEX 

lists more than 1,250 categories of merchandise. 
These products are cross-indexed for easier reference. 
Manufacturers are listed under the products they make 
and as an advertiser YOUR NAME is conspicuously shown 
in bold-face type. 


THE ALPHABETICAL LIST of MANUFACTURERS 

gives the home addresses of more than 2,500 
manufacturers of office products. As an advertiser, 
YOUR NAME is again shown in bold-face type. In 
addition fo this, the page location of YOUR AD is promi- 
nently shown. 










iT tS 


The Authoritative CATALOG REFERENCE 
of 13,500 BUYERS of Office Products 


CONTINUALLY 
REFERRED TO 
BY SELLERS 


.. . thousands of Dealers and Store Salesmen 
use OA BUYERS INDEX as a reference of 
supply to customer requirements, as a sales 
catalog for field work, and as a source of 
accurate information for sales meetings. 


THE TRADE-NAME ... TRADE-MARK INDEX 
identifies you as the manufacturer of that particular 
line or product, Reference, then, to the alphabetical index 
establishes your location . . . again in bold-face type. 


THE YEAR-ROUND PROMOTION by OFFICE 

APPLIANCES on behalf of its advertisers, through 
editorial support, post cards, letters, reports on surveys, 
etc., helps to keep your name and your products before 
buyers throughout the U.S., Canada and in vital foreign 
markets. 


THE OA SPECIAL INQUIRY SERVICE brought 

in more than 15,000 special requests last -year, 
asking for information about manufacturers’ products. 
After being screened, to eliminate non-buying elements, 
they were forwarded to OA BUYERS INDEX advertisers 
for answer. 







THE OFFICE APPLIANCES 
BUYERS INDEX WORKS FOR 
YOU 12 MONTHS EACH YEAR 


remember 














advertisers in the 0A BUYERS 


have found... 













j Smead , Smad : 
P| mar CONDENSED! === | 2 Sex 
| \ CATALOG-TYPE ads ~~ = 
> \have brought 
y \the best results 














Be 
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| WHY? Because less than 50% of all dealers have up-to-date filing systems of manu- 
facturers’ catalogs, YOUR PRODUCTS WHEN REPRESENTED in catalog 
or reference-type advertising, in the INDEX, are “on hand”’ for instant reference 
and ordering. 


WHY — Because the more product information your INDEX ad provides, the easier it is 
” for the Dealer to LOCATE and ORDER THOSE PRODUCTS he is interested 


in, at that particular instant. 


WHY # Because such advertisers receive page reference to their ad space in every listing 
° . special logo for use in other ads . . . stickers for direct mail use . . . special 
advance promotional mailing to dealers . . . lowest rate per page. 


Because, cross-section surveys have proven that more than 
WHY? 84% of all store buyers refer to the OA INDEX either daily 
or several times a month, you, as an advertiser, are assured 
that the INDEX is a vital factor in the buying habits of the buyer. 
Logically, then, the more of your product line and brand 
identification shown, the greater the results for you. 





The OA BUYERS INDEX conveys your product message to the desks 
of more than 13,500 dealers and buyers . . . they determine the 
brand... 
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make it easier for them to choose your brand by pre- 

































the key to product sources 





OFFICE APPLIANCES 
600 WEST JACKSON BOULEVARD 
CHICAGO 6 . ILLINOIS 
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Columbia Steel Clinic 
(Continued from Page 43) 


Co., Washington, D. C.; Miss Ruth Nusbaum, Philadelphia 
Stationers, Philadelphia, Penna.; Miss Marian Bernhardt, Zieg- 
ler’s, Norristown, Penna.; Mrs. Martha Dingwell, Filing Equip- 
ment Bureau, Boston, Mass.; Mrs. Dorothea Anderson and 
Mrs. Mildred Scheder, both E. W. Curry Co., Pittsburgh, 
Penna.; Mrs. Suzanne Stephenson, H. R. Stephenson Co., 
Cleveland, Ohio. 

Mrs. Jane Bellows, C. F. Bellows & Associates, Cleveland, 








- ELMER says: 
“Here's a 
new 
_ Borden § 
“item. that’s 
glittering §& 
with profits!" 


























A seiipicte ¢ decorating kit the | ~ a DAE , 
entire family will use. 28.805 Se es \o rs : 


It’s fun; it’s easy! Makes dozens of holiday ornaments | = 2 pe. . 4 
and decoratioris, ‘greeting cards, gift wraps, party mate--* | ‘ 
terials, novelties. Every member of the family will find 
many more uses . . . for birthdays, anniversaries, parties, 
school projects. They'll be year-round customers for: : ve 7 
this kit. 3—— — 7 . ” 


Here’s what each attractive 
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Touring the Plant . . . All the gals broke up into groups for 


stand-up package contains : ‘ . conducted tours. In picture No. 1, Jim Pierson, Columbia’s 
-° @2 “pencil” tubes of Elmer’s GLUE. ALL’ . oF. customer relations man, introduces, left to right, Burla Mc- 

. ; Emtee, Edna Sachs, Ruth Nussbaum, Betty Jagt, and Marian 

¢ 3 unbreakable, shakertop, plastic vials of brilliant : : Haag, to the fabricating department. In picture No. 2, sales 

Bend glitter—3 different colors manager Puckett points out manufacturing processes to Walter 

Lae ‘ Lennartson, editorial director of OFFICE APPLIANCES, and, 

bt jd ~ Easy-to-follow illustrated directions and sug left to right, Dorothea Anderson, Mildred Scheder, Suzanne 

+ gested uses e Stevenson, ‘’Sis’’ Fox, Edith Drake, and Pearl Seymor. In pic- 

ture No. 3, George Little takes a group through the plant. 

. Borden’ s Holiday Glitter Kits come ey I2toa case: They are, left to right, Dorothy Clark, Peggy Dinsmore, Martha 

: There's plenty of glitter in each kit. No need to stock =. Dingwell, Emilu Zarfoss, Jane Bellows, and Marian Bernhardt. 

-iextra glitter. i Ohio; Mrs. Dorothy Clark, Horder’s, Inc., Chicago, IIl.; Miss 


Peggy Dinsmore, Frank Wolf Co., Philadelphia, Penna.; Miss 
Louise Tommasso and Miss Emilu Zarfoss, both Business Fur- 


: Se - we niture Co., Philadelphia, Penna.; Miss Burla McEmtee and 
<THE COMPANY Mrs. Marian Hagg, both Perry Office Supply Co., Syracuse, 
0, LZ, N. Y.; Mrs. Pear! Seymor and Mrs. Edna Sachs, both Charles 

5. N ‘.; Mrs. Elizabeth Jagt, Ri 


Chemical Division+ 350 Madison Ave., New York17,N.Y, | >: Nathan Co., New York, N. Y.; st, Ridge- 
wood Typewriter Service, Ridgewood, N. J. 


‘ Order now! 
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You Can Quickly Overcome the waste and inefficiences which 
are inherent with inflexible filing equipment. Crestline Files not 
only give you a size for every need— you can, when the need 
arises, substitute drawers for particular requirements —in both 
letter and legal size cabinets. 

You will effect important savings with Security Steel Filing 
Equipment. Our New Crestline File Catalogue gives complete 
details. Send for it today. 





5x 3” CARD DRAWER 6" x 4” CARD DRAWER 








ln SS 
>» Fe 
™S 
Ry 
\ ~~ 
ae 

CRESTLINE FILING CABINET 

WITH SUBSTITUTE DRAWERS 

DOCUMENT DRAWER STORAGE DRAWER 








This important advantage of CRESTLINE 
Filing Equipment, is being presented 

to buyers in Consumer Publications—it will 
bring you new business in this basic item. 
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THE REAL A "LOST SALE” Quiz 
“FIRST” 


IN ERASERS 
-and Eraser Sales! Faint-hearted Floyd 


MUSHROOMING SALES — | 





WIDESPREAD USE — 


prove the popularity of this 


first really new eraser in 
years! 41%” cylindrical rub- 
ber sticks encased in clean, 
attractive, transparent plas- 


\| 


iyi! 
\\| 


tic holders. Holder tip un- 


’ 
eyreaee 
Pertrrres 
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screws so eraser stick can 
be moved outward. Handy, 
fountain pen size. Balanced 
“feel” for easy use, ideal fit 
between thumb and fingers. 
Not mechanical gadgets. 





World’s 
Quality Standard | 
Weldon Roberts 
Rubber Textures: 

NO. 825 
Red Rubber core, 
for pencil erasing -== 

NO. 827 
Gray Rubber core, 
for erasing ink 
and typewriting 

NO. 838 

Green Rubber core, 
for erasing ball point 
pen & pencil 
writing 
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Copyright 1955 William G. Domroth & C 
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“THE PESSIMISTIC PARTRIDGE’’ 
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Pocket Clip Style for rn . . is invariably guilty of asking for too small 
General Use Lee an order. 
Brush Whisk Style for 
Typists. Refills 






















Order Your 
WELDON ROBERTS JET ERASERS Today! He loses sales because... 
a) ...his customer runs short and reorders 
Walden Roberts ™ from the first competitor who calls 
‘in b) ...he has no idea how much his pros- 
bo pect should have on hand 
RED for Pencil “GRAY for Ink c) ...he lacks confidence in his product 
No. 825 No. 827 ) p 
On 
attractive 
counter cards | 
and in easy-to- Competition wouldn't be picking up all that reorder 
identify shelf business (a) if Floyd sold more “big” orders. 
packings. t hf. 
reser Retiis for JET Molders sre Avsilable Separately It isn't just getting an order that counts. It’s getting 
tw shaman 0 lee venendocbate all the business possible that really pays you for your 





selling time. There’s no secret to selling large orders, 
just 3 simple steps. First, be confident of getting the 





WELDON ROBERTS 












Th RoGexts RUBBER CO. larger order because you know ahead of time how 

abdon 365 Sixth Avenue many he can use. Second, line up your strong selling 

Enansnus Newark 7, WN. J. points to answer his mental question “What's in it 
Correct Mistakes in Any Language World's Foremost for me?” Third, be sure to ask for more than your LIT-NI 
= Eraser Specialist estimate because it’s easier to come down a peg or SALES 
two than to increase your figure once it’s mentioned. FACTO 
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LIT-NING PRODUCTS COMPANY 


SALES OFFICE: 3907 Duquesne Avenue, Culver City, California 


FACTORIES : Fresno, California » Fremont, Ohio 
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MODERN DESIGN 
PRECISION BUILT 

4 MODERN COLORS 
HEAVY GAUGE STEEL 
PRE-ASSEMBLED 
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BAKED-ON FINISH 
HANG UP FEATURES 

NO SHARP EDGES 
RUBBER FEET 
GUARANTEED 






Fk eer rrr tt 


about the more than 400 Lit-Ning products. Please 
send your new catalog and discount schedule. 


LIT-NING PRODUCTS CO. Sales Office P.O. Box 142 
Culver City, California 














Firm Name 

Address 

City State 
My Name 


























For better sales, better sell 


BORROUGHS 
WRAP RACKS 
WRAP CHECK RACKS 








Borroughs’ complete line of Racks means extra sales and extra 
profits for you. Three standard sizes of WRAP RACKS will 
accommodate 6, 9 or 12 coats and hats. Three standard sizes 
of WRAP CHECK RACKS will accommodate 12, 16 or 20 coats 
and hats. All Racks (except the “6 coater”) are available in 
double face units—and “add-on” units may be added. Quality 
built. Rigid construction welded for added strength. Write to- 


day, and line up with the Borroughs line. 


BORROUGHS MANUFACTURING CO. 


A Subsidiary of The A 


3004 NORTH BURDICK ally KALAMAZOO, MICHIGAN 


Deaths 


Moe Turman, 





president of the Metwood Office Equip- 
ment Corp., New York City, long a lead- 
ing figure in the office furniture industry, 
died June 16 in Mount Sinai Hospital 
after a month’s illness. His age was 60. 
He lived at 470 W. 23rd St. in New 
York City. 

Office furniture was the decedent’s 
business, love for his fellowmen as ex- 
emplified by his interest in charitable ap- 
peals was his hobby. 

Mr. Turman was the organizer in 
1947 and the first president of the National Office Furniture 
Association, an office which he held for four years. 

NOFA recalled Mr. Turman’s long service and devotion to 
the service and at the annual convention last March in New 
Orleans elected him honorary chairman. He also had organ- 
ized and was first president of the Office Equipment Dealers 
of New York. 

Active in charity work, Mr. Turman organized and was 
chairman of the office equipment divisions of the United Jew- 
ish Appeal of Greater New York and the Federation of Jewish 
Philanthropies. 

He became active in helping to raise funds for the Hudson 
Guild, one of the best known settlement houses in New York 
City. 

He was president for 25 consecutive years of the Hockmirs, 
a social organization. 

His widow, Mrs. Ann Krasnow Turman, is vocational edu- 
cation chairman of the New York Chapter of Hadassah and 
metropolitan chairman of Hadassah for the United Jewish Ap- 
peal. Also surviving are brothers Irving P. and Jack Turman, 
and a sister, Mrs. Sylvia Lewis. 

A joint tribute to Mr. Turman was issued by Robert G. 
Janover, president of the board of Trustees, Hudson Guild 
Neighborhood House; Joseph Willen, executive vice-president 
Federation of Jewish Philanthropies of New York; John E. 
Mossman, president of the National Office Furniture Associa- 
tion, and Monroe Goldwater, president of United Jewish Ap- 
peal of Greater New York. It said: 

“Moe Turman was dearly loved by his business associates 
and devoted friends and all who knew him. 

“Sympathetic and sentimental charitable and humane, pos- 
sessed of uncommon good sense, he had the extreme grace of 
understanding the ambitions, inconsistencies and frailities of 
his fellow men. 

“He gave generously and unstintingly of his time and money 
and energy in furthering every worthwhile cause and phil- 
anthropic movement. 

“He was worthy of the degree of Doctor of Humanities for 
the unselfish service he had rendered to his community and to 
humanity at large.” 





Walter H. Bowes, 

75, a founder of the postage meter firm of Pitney-Bowes, 
Inc., Stamford, Conn., died June 24. He had retired as chair- 
man of the board in 1940. 

Mr. Bowes was born in England and came to the United 
States as a boy. He began his career in the business machine 
business as a salesman of addressing machines. 

In 1920, he joined the late Arthur H. Pitney, inventor of 
the postage meter, in establishing Pitney-Bowes and launching 
the metered mail system, which now accounts for nearly half 
of the United States mail. 

Surviving are his widow, Mrs. Wilhelmina Bowes; a stepson, 
Charles Francis Adams 3d; a sister, Mrs. Fred E. Poor; and 
two brothers, Frank A. and Frederick Bowes. 

* 
Theodore (Ted) J. Lechner, 
69, secretary of the Omaha Stationery Co. of Omaha, Neb., 
died on May 27 of a heart attack while he was on his way 
to work. 

Mr. Lechner was born in Grand Island, Neb., and came to 
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Cluttered top is fault of desk — not the person 


Are men really neater than women? 


We don’t want to get into any argument about the 
neatness of men versus women. But Shaw-Walker 
does know that desk neatness and work efficiency 
have a definite relationship. When new Shaw- 
Walker ‘“‘Clutter-Proof’’ Desks go into an office, 
work efficiency and work output go up. Here’s why. 

Fully 75% of the things that drift around on top 
of other desks have a specific place inside this desk. 


CeCe eee Cee EEe 


Time-wasting “desk top clutter" can now be 
eliminated for both men and women 


There are off-the-desk trays for 
incoming, outgoing and pending 
letters, off-the-desk space for 
work organizers, work separators, 
deferred projects, tickler, binders, 
. books, pads, forms, card lists. 
Most ingenious of all is an in-drawer wastebasket 
and provision for in-drawer phone! 

With a Shaw-Walker ‘‘Clutter-Proof’’ Desk, 
usable working space on the desk is actually doubled. 

See these new color-styled ‘‘Clutter-Proof”’’ 
Desks at our local branch store or dealer or write 
Shaw-Walker, Muskegon 4, Michigan, for booklet 
““This desk is time-engineered to help you.” 


Largest Exciusive Makers of Office Equipment 
Muskegon 4. Mich. Representatives Everywhere 





) SHAW-WALKER 
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Mr Dealt sor suse 


widen your smile, and open a new sphere of 
Sales and Profits. No detail is overlooked by 
Fulton’s know-how. You get the finest quality 
and best value in the famous, year round 
utility of 


BUSINESS OUTFITS 


This specially designed kit consists of holders, 
stamp pad, tweezer, and rubber type, 
deep cut for sharper and clearer im- 
pressions. Presented in attractively 
made and durable boxes, always 
priced to sell 


Packaged 
Designed 
FULTON 


4or 


Greater 


FULTON SPECIAL INKS are always de- 
pendable ink distributes evenly when 
applied to pad, and stamp is inked on even 
the lightest touch. There is a Fulton Line of 
Special Inks to solve any situation or prob- 
lem. Consult us on your requirements. Write 
for. FREE CATALOG today! 


FULTON MARKING EQUIPMENT CO. 


82 Fulton St., Elizabeth 1, New Jersey 


Manufacturers of Marking Devices for Over 50 Years’ 





Omaha in 1905, entering the stationery trade with Carpenter 
Paper Co. Later, he affiliated himself with the Omaha Sta- 
tionery Co., becoming secretary of the firm in 1928. 

He was a member of the 335th Ambulance Corps in World 
War I, serving in France. 

Surviving are his widow, Alma, son Joseph, three sisters 
and one brother 


Mrs. Betty Lampel, 

mother of William I. Lampel, sales manager of Art Steel Co., 
died recently in New York City. She is also survived by sons 
Harry and Louis, daughter Mary and granddaughter Zelda. 


B. M. Snyder, Jr., 
chairman of the board of U.S. Carbon & Ribbon Mfg. Co., 
Inc., passed away on June 25, in his home in Cynwyd, Pa. He 
was 67 years old, and he had headed the 63-year-old firm for 
the past 41 years. He is survived by his son, Banjamin M. 
Snyder III, of Bloomfield Hills, Mich. Succeeding him in the 
management of the firm is Arthur W. Young of New York, 
president of Curtis-Young Corp. 

e 


John Howland Chipman, 
president and general manager of The Brown Brothers, Ltd., 
Toronto, Canada, died suddenly on June 15, in his summer 
home. (See Canadian News Notes for more details) 

3 


William L. Schuster, 
61, for many years associated with National Blank Book Co., 
until he started operation of his own business of William L. 
Schuster & Son, systems engineers in West Chicago, Ill., died 
recently. 

The decedent was one of the eight founders of the Great 
Lakes Travelers Club. 

Surviving are the widow, Florence; daughter, Phyllis; and 
son, William 


Mrs. Sarah Urmston, 
92, mother of Raymond J. Urmston, president of J. S. Staedt- 
ler, Inc., pencil manufacturers of Hackensack, N.J., died June 
5 at the Ingleside Nursing Home in Old Tappan, N.J. 

e 


John Sensbach, 
65, former manager of the L. & C. Hardtmuth, Inc., Kohinoor 
Pencil Co., died June 3 at his home in Bloomsbury, N.J. Sur- 
viving are his widow, Mrs. Anna Maria Meister Sensbach. 

* 


Wilmore H. Miller, 

50, a vice-president of the Paper-Mate Co., died July 5 in his 
home, 2450 Ave., Chicago. Mr. Miller was an executive of the 
fountain pen company for 18 months. He previously was vice- 
president in charge of operations of the Toni Co., also a Gil- 
lette Safety Razor Co. subsidiary and had served as manager 
of the domestic industrial tape division of the Bauer & Black 
Division of the Kendall Co., hospital suppliers. 





Handwriting Foundation Issues ‘‘The Second R’’ 

“Safety in Numbers” is the newest in the Second R booklet 
series by The Handwriting Foundation through Ruder & Finn, 
Inc., 130 E. 59th St., New York 22, N. Y. 

This booklet dealing in the area of numeral writing is being 
publicized not only through education editors, school publica- 
tions and newspapers, but through distribution among busi- 
ness companies concerned with legible numericals, i. e., ac- 
counting firms, banks, insurance companies, stock exchanges 
and department stores. 

“Safety in Numbers” also will be exhibited this summer at 
50 colleges and universities attended by teachers in search of 
further training. 
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Available in pencil striped hand-rubbed walnut 





. ae Modular units designed for maxi- 
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THE JASPER DESK COMPANY, JASPER, INDIANA 
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Medél No. 683” 
Arm’ Revalving Chair 
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Model No. 681 
Arm Chair 


Looks can fool you! Take the Gregson 680 Series, for 
instance. Sure, it looks light and airy ... but man, these 
chairs are rugged! 

Spring and foam rubber seats offer lasting comfort to 
the modern executive, and at a price that he will thank 

ou for. Scuff plates and 2-inch ball bearing casters add 
ee life to the beauty and ruggedness of the Arm Swivel 
Chair. And handsome brass ferrules on the Companion 
Arm Chair add that “extra something” that makes them 
sell fast. 

Both chairs are available in Gros Point and Naugahyde, 
or Gros Point and top grain leather combination ... in 
a wide range of colors . . . and at a price to suit even the 
grumpiest purchasing agent. 

There’s a new feeling in office furniture... anew hie "n 
airy look. It’s available in the new Gregson ‘Series No. 600. 
Write for full information today. 


DEALER INQUIRIES INVITED 

















GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and School Chairs 
LIBERTY, NORTH CAROLINA 
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Men on the Move 


Royal McBee Corp. has announced several new appoint- 
ments in appliance sales and service, in office typewriters sales 
and service, in data processing sales, and at the executive level. 

Merrill C. Nolan, director of national defense activities has 
recently been elected a vice-president. He will continue to 
serve in his present capacity, working with headquarters in 
Washington, D.C. 

W. H. Beckwith, vice-president of the appliance sales and 
Service division, announced that W. D. Kennedy, formerly a 
portable representative in Newark, N. J., is now New York 
City appliance manager. 

H. J. Geoghan has joined the company as a portable rep- 
resentative and will work in the downtown New York City 
area. R. K. Jennings, a newcomer also, has been named porta- 





W. D. Kennedy H. J. Geoghan R. K. Jennings 


ble representative for the Los Angeles, Calif., territory. 

In the office typewriter sales and service division, T. Robert 
Wolfe, formerly St. Louis typewriter salesman, has been ad- 
vanced to the post of district manager at Cedar Rapids, Iowa. 





T. R. Wolfe J. S. Farrow 


He succeeds W. A. Naeseth who was recently advanced to 
manager of the Grand Rapids, Mich. office. 

James S. Farrow, Houston, Tex., is now southern regional 
manager for data processing sales, with headquarters in At- 
lanta, Ga. Mr. Farrow has been manager of the Houston dis- 
trict office of Royal McBee since 1948. 

2 

Edward L. Robinson, of 4272 King St., Denver, Colo., is 
now representative for Maple Leaf Mfg. Co., Inc., in the states 
of Arizona, Colorado, Idaho, Montana, New Mexico, Utah, 
Wyoming and El Paso, Tex. 

« 

Smith-Corona’s top management team has recently been 
expanded by the election of Emerson E. Mead and Gordon H. 
Smith to the newly created posts of vice-president of opera- 





G. H. Smith E. E. Mead 


tions and vice-president of planning and administration, re- 
spectively. 

Mr. Mead, as vice-president of operations, will be responsi- 
ble for the over-all manufacturing operations of the company 
and its domestic subsidiaries. Mr. Smith will direct corporate 
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SPECIFICATIONS 
' Ps 
: | Cat. No. 136 for 50-—5¢@ Pocket Cat. No. 137 for 74—56 Pockets Cat. No. 138 for 100—5¢ Pockets 

ites Dim 994, x 12! ’ x 12 Ship. Wt. Dim: 934 x 14% x 1% Ship. Wt. Dim: 934 x 17% x 1¥V2 Ship. Wt. CLOSED 
ah, 5 Ibs 8 Ibs. 10 Ibs. 














Leaves and back made of 164 pt. Red Label Davey Board. Plastic covering made of 
DuPont World-Famous “Fabricoid” #4000 “Durasheen” proxylin. This plastic covering is 
stain-proof, scratch-proof, mar-proof, sanitary, and meets all industrial tests. Color range 
available: Standard Black, Gray, Maroon, Green and Brown. Pocket die cut to take 3 x 5, 
4 x 6, 5 x 8 and split cards. Full visibility bottom protective strip .250”. Acetate, 
non-glare index protection. Wonderful Values! Act Now! 











S BUY QUANTITY AND SAVE § 
SET-UP BATTERY A 


3-6 You save 15% additional 
7-12 You save 20% additional 


Extieet E 13 up You save 25% additional t SALE EXPIRES AUGUST 15, 1957 


|) = , art steel co., inc. 
ae Ce a ot TecOmasterss 170 west 233 st., m.y.C. 
































not with PelleeCory 


DIRTY FINGERS, smudged letters, and frayed nerves 
are a thing of the past! When offices start using Hano- 
Copy, they get work done faster, neater, cleaner! No 
more messy handling of carbon paper, no more counting 
and juggling second sheets, no more accidentally reversed 
carbons. Hano-Copy one-time carbons give clear, sharp 
copies and boost typing production by cutting down 
waste effort. A quick pull at top and bottom removes all 
the carbons at once. And Hano-Copy is the way for you 
to quickly pull in new customers 
and new volume. Quality, price 
and delivery is geared for it. 


FREE SAMPLES, with a ‘descriptive folder, 
are yours for the asking. Some dealerships 
open in the South, Southwest and Midwest for 
established Stationers. 








COMPANY, INC. 


Manifold Printers Since 1888 
General and Sales Offices: Holyoke, Massachusetts 


Warehouse and Branch Plant: Mt. Olive, Illinois 


planning, personnel policy and programming as well as legal 
counsel functions and overseas operations. 

Mr. Mead is a former executive vice-president of Klein- 
schmidt Laboratories and became a Smith-Corona director 
when Kleinschmidt was acquired in 1956. Mr. Smith has been 
secretary and a director of Smith-Corona since 1951. 

° 

Charles E. Wright, veteran sales and purchasing executive 
of Dennison Mfg. Co., retired after a 5l-year career with the 
company on June 30. His career began in 1906 when he 
traveled as a salesman covering eastern Canada. From Canada 
he went to Denver, Colo., as district manager and eight years 
later was transferred to Indianapolis. He has been serving in 
company headquarters since 1928. 

« 


DeLynn Associates, Inc., recently announced the appoint- 
ment of Julio E. Ramos, P. O. Box 216, Hato Rey, Puerto 
Rico, as sales representative there for the company’s executive 
office series. 

© 

Gordon Foran of Plainfield, Ill., has 
taken on the responsibilities of district 
sales manager for the Wisconsin terri- 
tory of the Autopoint Co., a division 
of Cory Corp. 

Mr. Foran has spent the past 11 years 
in the advertising specialty and premium 
business with the Gordon Foran Co. As 
district sales manager for Autopoint, he 
will sell the complete line of advertising 
specialty items in the territory 





Gordon Foran 


* 

Ken White Associates has recently 

added Joseph Bowden to the firm’s de- 

sign staff. Mr. Bowden was formerly associated with the Nancy 

Wickham Ceramic Workshop and, prior to joining Ken White 

Associates, was plan product designer for the Hall China Co. 

He was named as an outstanding young designer in a com- 

petition sponsored by the Living for Young Homemakers 

magazine and the Akron Art Institute. He is also a member 

of the Industrial Design Institute and a member of the na- 
tional board of trustees. 


The Joseph Dixon Crucible Co. has 
announced the promotion of M. S. 
Smith to district sales manager for the 
northeastern section of the United States. 

Mr. Smith has been territorial repre- 
sentative for the firm in New England 
for the past seven years. He was former- 
ly in the stationery business in Boston, 
Mass. 

He served as vice-president of the 
Boston Stationers Association from 1955 
to 1956. He was president of the New 
England Travelers Club in 1956. 

* 

Imperial Methods Co. announced the recent appointment 
of H. Doyle May as sales representative for the states of 
Texas, Louisiana, Oklahoma, and Arkansas. Mr. May has been 
identified with this territory for a number of years. 

© 





M. S. Smith 


F. M. Smith, formerly branch manager at Houston, Tex., 
for the Monroe Calculating Machine Co., is now central divi- 
sion manager for the firm. Mr. Smith, who took his post 
on June 1, will head sales operations in nine states with head- 
quarters in Evanston, Ill. M. F. Heffernan, predecessor to Mr. 
Smith, has transferred to Monroe’s offices in Tulsa, Okla. 

Branch manager appointments by Monroe also include H. J. 
DeBoer, to Houston, Tex.; G. E. Suiter, Dallas, Tex.; J. W. 
Myers, Springfield, Ill; P. E. Campbell, Dayton, Ohio; and 
Thomas Centracchio, Springfield, Mass. 

Eight managerial appointments in the recently established 
accounting machine sales program include John H. Adams, 
Birmingham, Ala.; James C. Downing, New Orleans, Laj 
John A. Dunaway, Newark, N. J.; Baxter B. Kirkpatrick, 
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See What | want is a scratch pad 
= to carry right here! 
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Back in 1812 the customer who behaved like Napoleon 


—frequently was. Today it still takes all kinds of cus- Spotseald® Adding Me- 


tomers to make a business. But they all have one chine & Other Rolls © Desk 
thing in common; the demand for quality and value. Blotters, Embossed & Plain * 
And today dealers who want to assure their cus- File Folders, Manila ° Note- 


books, Eye-Tint® & White 
Pads, Plain & Ruled * 
Printed “COPY” Second 
Sheets * Bond & Sulphite 
Papers * Duplicating Papers 
® Mimeo Papers * Manifold 
Papers * Manila Second 
Sheets. 





tomers of quality and value, order office papers and paper 
products from Rockwell-Barnes. They’ve found that 
for customer-keeping products, you just can’t beat R-B. 

















ernie ore 86-0) Rockwell-Barnes Com 
samples available to qualified ‘ 
dealers upon request. Specialists to the Stationer Since 1903 


35 EAST WACKER DRIVE © CHICAGO 1, ILLINOIS 
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NG LINE 


OF STYLES and DESIGNS! 


Poaturback 6 


ONE OF MANY 
INDIANA CHAIRS 





to spark your Christmas 
Business Gift Promotion 


What more personal gift could you suggest 
for a businessman than a quality Indiana Chair 
like the No. I4I11 Executive Posturback Chair 
shown above? There's an Indiana Chair to fit 
perfectly into every kind of office and to har- 
monize beautifully with any style desk — tra- 
ditional or modern. Made of selected hard- 
woods, upholstered or all-wood. Combine good 
quality with good value — chairs you can 
feature, promote and sell with assurance. Chair 
specialists since 1929. Now, with a new two- 
story warehouse to expedite customer service. 


Write today for catalog of best-sellers. 


a Chair Company 


JASPER. INDIANA 





Memphis, Tenn.; Roland W. Sasser, Greenville, S.C.; Richard 
D. Scott, Kansas City, Mo.; Donald E. Wickert, Bridgeport, 
Conn.; and Claude A. Woodward, Albany, N.Y. 

e 

Five sales executives with a total of more than 126 years 
experience in the business machines field have been appointed 
managers of Burroughs Corp. branches. 

A. Y. Wilson, manager of the New York City branch since 
1952, has been named manager of the St. Louis branch, filling 
the vacancy resulting from the death of Charles F. Putnan. 

Succeeding Mr. Wilson in New York is J. Fred Kuhn, for- 
merly manager of the Philadelphia branch. Thomas P. Gal- 
lagher, formerly manager of the Minneapolis, Minn. branch 
will succeed Mr. Kuhn in Philadelphia. 








A. Y. Wilson J. F. Kuhn T. P. Gallagher 


Taking over Mr. Gallagher’s former post at Minneapolis is 
Irwin R. Rector, who was recently manager of the Fargo, 
N.D. branch. In Mr. Rector’s place in Fargo is Fredrick M. 


<8 RI 





Irwin Rector F. M. Smith 


Smith. Mr. Smith was central regional sales promotion repre- 
sentative until 1954 when he joined the sales division at the 
home office in Detroit and became manager of the govern- 
ment sales section in 1956. 

ra 

Henry Trowbridge of Trowbridge Desk Co., Seattle, Wash., 
northwest representative of the Wholesale Office Equipment 
Co., San Francisco, Calif., announced the recent appointment 
of Gordon S. Jaeger as sales representative. 

Mr. Jaeger will call on office equipment firms throughout 
Washington, Oregon, Idaho, Montana and Alaska. For the 
past 10 years he has been engaged as a sales counselor for 
wholesale distributors in the area. 

2 

Victor Adding Machine Co. has released a list of recent 
personnel changes and appointments. 

Edward H. Wigand has been appointed manager of the 
Philadelphia branch in charge of sales and service in a 19- 
county area. Ernest F. Edelen is the new regional cash register 
sales supervisor in Victor’s southern region. 

Clarence W. Day has been appointed regional sales super- 
visor in the same region, but he will specialize in calculator 
and adding machines sales training. In the central region, 
Helmer E. Nelson was named the new cash register sales 
supervisor. He will train salesmen in the midwestern states. 

Frank Haggar has been promoted to sales supervisor in the 
Pittsburgh branch office. He will assist D. D. Alton, branch 
manager, in training salesmen. He previously served on the 
sales force in Cleveland. 

Irving Scheiber has been named a sales supervisor in Man- 
hattan. He will assist Norman Evans, New York branch man- 
ager. In the Los Angeles area, Charles E. Fender will now 
work as a special national accounts representative for print- 
ing calculators and adding machines. 

William P. Keating will devote his energies to national ac- 
count selling in the Chicago area. Robert W. Burns, Jr., for- 
mer Cleveland national accounts representative, has been ap- 
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Remington° 
Portable 
Typewriter 


SPECI 


For record back-to-school sales... 
the greatest show in 


portable typewriter history! 


* Huge TV Advertising Campaign 
*% Terrific Local Newspaper Impact 
%* Mammoth Magazine Campaign 
*% Easy $1 a Week Terms 

*% Dozens of Free Sales Aids 

%* Famous, Brand Name Products 


It’s your opportunity to tie in for Spectacular Sales & Profits 
— Order your Back-to-School Supply of REMINGTON Portables TODA V 
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VW 
Mr. Dealer . . . You can now in- 


troduce to the dry cleaning industry 
in your area Royal's great new and 
exclusive register form with 
JUMBO NUMBERS. Made to fit 
almost every make of autographic 
register, Royal’s JUMBO NUMBER 
form makes identification of gar- 
ments easy — even at 15 feet... 
provides absolute control over sales 
records. And . . . don’t forget that 
only Royal offers DEALERS the 
fastest service in the business — 
14 to 21 day shipment (often 10 
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days!) for all continuous forms. 


ACTUAL SIZE OF 
JUMBO NUMBERS 
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{ JUMBO NUMBER register form as well as « copy of the latest | 
1 Royal Register catalog. ; 
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pointed Victor’s resident representative for the Rochester, 
N.Y. area. 

Other recent promotions in the production department in- 
clude Eugene Freund, who heads the work simplification pro- 
gram; Edward Lukowski, who is now quality control manager, 
and Robert Majeski, who was promoted to quality control 
supervisor. 

* 

Leon Jaffe has resigned after five years as vice-president and 
sales manager of Sainberg and Co., Inc., to become associated 
with Ben H. Siegel, manufacturers’ representative on the Pa- 
cific Coast. They will represent Sainberg in that territory. Mr. 
Jaffe is now located at 1206 S. Maple, Los Angeles, Calif. 

2 

Branch management appointments by the Clary Corp. were 
made recently in Philadelphia, Dallas and Phoenix, Ariz. Sid- 
ney Wexler has been named manager of the Philadelphia 
branch. He joined the company in 1953, and for the past two 
years has won membership in the Producers’ Club, composed 
of top-ranking salesmen. 

Francis J. Neumann is the new head of the Dallas, Tex., 
office. He has been with the company since 1954. In Phoenix, 
Vincent J. Petersen has been appointed acting manager of the 
branch office. He joined Clary less than two years ago and 
this year, like Mr. Wexler and Mr. Neumann, qualified for 
membership in the Producers’ Club. 

Clary also announced that three new dealers are now sell- 
ing adding machines and cash registers. They are the Office 
Equipment and Supply Co., Fort Wayne, Ind.; T. S. Place in 
Oxford, N.Y., and Wirtz Business Machines, Butte, Mont. 

* 

A new branch office in Des Moines, Iowa, was recently 
opened by the Parker Pen Co., with O. Lloyd Hayes, mid- 
western zone sales manager, supervising the new office. The 
new Office is located at Sixth Ave. and Walnut St. in the 
Fleming Building. 

* 

Promotion of Godfrey J. Pyle to assistant manager of the 
marketing department, industrial trades tape division, has 
been announced by Minnesota Mining & Mfg. Co. Mr. Pyle 
has been with the company since 1952, and he was marketing 
department supervisor for the past year. 

* 

F. John Wesley is the new manager of new product intro- 
duction for the International Business Machines Corp. data 
processing division. He was assistant to the director of mar- 
keting services prior to his present appointment. 





Dates to Remember 


1957 CONVENTIONS 
September 28-October 2. National Stationery & Office Equip- 
ment Ass’n. Conrad Hilton Hotel, Chicago. Paul E. Burbank, 
executive vice-president, 740 Investment Bldg., Washington 5, 
D.C. 
October 26-29. First Annual Eastern Commercial Stationery 
Show, New York Trade Show Building, 500 Eighth Ave., New 
York City. Stationers Association of New York—Metropolitan 
Travelers Club. 
October 28-November 1. National Business Show. New York 
Coliseum, New York City. 


WHOLESALE STATIONERS ASSOCIATION 
Regional Conferences 

Midwestern—Drake Hotel, Chicago, August 29. 

Pacific Coast—Mark Hopkins Hotel, San Francisco, Sep- 
tember 14. 

Southwestern—Hilton Hotel, Fort Worth, Tex., September 
24. 

Eastern—Shawnee-on-Delaware, Pa., October 19. 

Southeastern—Dinkler Plaza Hotel, Atlanta, Ga., No- 
vember 11. 
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BETTER FILING 












FILE GUIDES 


EXCLUSIVE 9fae PRODUCT 







a Wear and tear first strike the tab on 
: a file guide and a file guide is no better 
{ thon its tob. There is where protection 
is needed ond there is where Cell-U- 

Seal provides it. In fact it protects the 
guide all across the top—gives it extra 
strength and mokes it hold up longer. 
Cell-U-Seal penetrates and fuses right 
into the fiber leaving a smooth, glossy 
surface firmly bonded to the stock. It 
will not get brittle, peel or chip off. The 
printed tabs resist soil, ore easy to read 

and they stay thet way. 









Cell-U-Seal File Guides are made in sizes 
a x to meet all customary filing requirements. 
Sizes and positions of tabs are most ap- 
propriate for the intended use of the 
guide. Non-regular sizes and indexing 
are available on special order. 









Sizes: Card (3x5, 4x6, 5x8, 6x9) Letter, 
Cap, Check. Stock: Heavy Pressboard, 
Bristol in Colors, Manila. Tabs: Printed— 
Alphabetical 25 to 4000 division A-Z, 














Days 1-31, Months, States. 


The Weis Manufacturing Company 


Monroe, Michigan 
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A CURRENCY GIFT ENVELOPES 
Justrite’s exclusive line of Currency 
Gift Envelopes appeals to all banks. 
Besides being positive good-will build- 
ers, these envelopes provide dignified 
advertising appreciated by clients. 

Banks furnish Currency Gift Enve- 
lopes to their customers to enclose cash 
gifts for Christmas Holidays and other 
festive occasions. The advertising value 
comes from the bank name imprinted 
on the envelopes. 

Justrite offers the 1956 currency gift 
envelope assortment in 21 beautiful 
steel-die engraved designs and 7 attrac- 
tive lithographed styles, both in 2 colors 
and furnished on classic white vellum 
stock with matching outside envelopes 
... the ideal line to stretch your profits 
and please your bank customers. 


YOUR JUSTRITE SALES PLAN 


Check these features of your Justrite 
Sales Plan . 


@ Complete line of standard, specialty, 
and unusual envelope products 


@ Easy-to-read wholesale and retail cat- 
alogs for dealers 


@ Full line-up of samples and sales aids 
Be a Justrite dealer and enjoy the benefits 
of your dealers sales plan. Write for your 
Currency Gift Envelope samples and Price 
List 9108S. 


NSOEA Yule Catalog Has Unique Cover 


A unique personalizing feature, the “do-it-yourself” back 
cover, is the 1957 advancement in the Christmas catalog serv- 
ice for dealer members of the Na- 
tional Stationery & Office Equip- 

ment Association. 

In line with the policy of furnish- 
ing a catalog which customers will 
insist was entirely developed by the 
dealer himself, the whole back 
cover will be available to show 
specific picture of 
the store, list brands carried, or any 
other copy. There will be no addi- 
tional imprinting this 

ee feature. 

Retained for this year is the highly successful personalizing 
idea used last year, the dealer imprint which blended into the 
actual copy of the catalog, using the same type style and off- 
set printing. 

The 12-page NSOEA dealer catalog will display 50 items 
commonly carried in stock, yet popular for gift suggestions, 

Because the cost is partly borne by the Association, the 
catalogs are available to members only. Additional informa- 
tion may be obtained by writing NSOEA, 740 Investment 
Building, Washington 5, D. C. 


merchandise, a 


charge for 


Guest Book 





Eitaro Miyamoto, Meikando Co., Ltd., Tokyo, called on us 
June 10 accompanied by James S. Numata, Central Trading 
Company, Chicago. Mr. Miyamoto is a manufacturer of sta- 
tionery products, including binders, memo books, loose leaf 
notebooks and related lines under the trade name of King. He 
entered the United States at San Francisco and called at Los 
Angeles. From Chicago he planned to go to New York. He 
had invitations to see several manufacturers and expected also 
to see several jobbers. 


Fred Y. McDonald of Perma Stamp Co. was a visitor at 
our offices on June 19. He was on a sales mission establishing 
wholesale connections for the sale of the company’s new 
Perma Stamp—a rubber stamp which operates without benefit 
of ink pad. Except for the strip of rubber bearing the im- 
pression, the stamp is attractively made of light weight plastic 
material. Mr. McDonald reported an enthusiastic response 
among jobbers in the western half of the country. He was to 
continue to New York and elsewhere in the East to interest 
additional jobbers who will sell his wares to retail outlets. 


Murray Drexler, of Whirl-O-Matic, Inc., was in Chicago for 
a few days toward the end of June and stopped at OA head- 
quarters on the 24th. He has had the satisfaction of seeing 
Whirl-O-Matic sales grow consistently over a period of years. 
A good salesman himself, he believes that a liberal use of shoe 
leather is essential to a successful sales volume. He may feel 
extremes of weather, such as a recent wave of heat and humid- 
ity in New York, but they do not interfere with his sales 
activities. 


L. Ed. Friedmann, long-time representative of LePage’s, 
Inc., signed the Guest Book May 16. Eddie, as he is known 
by dealers and travelers in Minnesota and adjoining states, is 
one of the oldest members of the Northwest Travelers 
active, 





Club. For many years he was one of the most par- 
ticularly at regional convention time. Two weeks after his 
call he was in Des Moines for the Seventh District meeting. 


Two Modern JUSTRITE Factories 


NORTHERN STATES ENVELOPE Co. 
300 East Fourth Street e¢ Saint Paul 1, Minnesota 


JUSTRITE ENVELOPE MFG. CO., INC. 
523 Stewart Avenue, S.W ° Atlanta, Georgia 


ii ' z 2 ; | = : 03 
amet bd bs Les t---4e . > ‘ - 7. 


Ray Voorhees of Riteform Chair Company, Quincy, IIL. 
and his daughter Frankie dropped in upon OFFICE APPLI- 
ANCES briefly on June 11. Mr. Voorhees was traveling on 
a sales mission, had serveral calls to make in Chicago, after 
which he expected to drive back home. 
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| your company rs judged 
> | by the office you keep! 


Cole Steel offices have a personality that 
<_ “= radiates friendliness plus efficiency. . . . 
a a Scientifically engineered construction, 
any handsome styling . . . consideration for 
didi FF comfort . . . are all combined in Qole 
= . Steel Office Equipment. Cole Steel fur- 
‘ing niture is America’s top selling brand... 
om its low initial cost, minimum upkeep, 
“a ma ae and enduring beauty make it the great- 
est dollar value in steel office furniture. 
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4. 
New Governor . . . of Distirct No. 2 NSOEA, George 


MacGreevey, is congratulated by Martin Murrett (right), 
retiring governor. 


Bolton's Landing, N.Y. 

George C. MacGreevey, G. C. MacGreevey Co., Elmira, 
N. Y., was elected by unanimous vote as governor of District 
No. 2 NSOEA at the annual convention held at the Sagamore 
Hotel, Bolton’s Landing, N. Y., on beautiful Lake George. 
The spot attracted about 250 dealers, manufacturers, sales- 
men and their wives. Their trip to Sagamore was 
well rewarded in the program arranged by Gov- 
ernor Martin Murrett, Ryan & Williams, Inc., 
Buffalo, N. Y. 

Thursday, June 15, found Governor Murrett 
in confab with all his committees making last 
minute plans and laying the groundwork for next year’s con- 
vention. That evening all the conventionites were guests of the 
hotel at the Music Hall where they were entertained by a first 
run movie. After the movie the hardiest souls wandered down 
to the water’s edge for a wiener roast and participation in 
dancing at the pavilion. 

Friday morning the work of the convention began in real 
earnest with words of welcome by the Governor. The neces- 
sary committees were appointed and the conventionites settled 
back to listen to Leonard B. Wilcox, on “How Is Your Com- 
pany Climate?”. 








Explain ''Parade of Offices” 


Robert A. Spelman, executive secretary of the Wood Office 
Furniture Institute, followed with his “Parade of Offices” in 
which he explained the aims and program of the Institute in 
its service to dealers of office furniture. 

William M. Hammon, B. L. Marble Chair Co., captivated 
his audience with an interesting address on “Better Business 
Living Display”. Display, contended Mr. Hammon, is the 
ability to create the image of your merchandise; it must be a 
valid application of your merchandise and it must demonstrate 
your ability to solve your customers’ problems. Realism, he 
said, is the keynote of display, for the prospects who view 
your display must be able to find the right level for their 
pocketbooks. “Above all,” said Mr. Hammon, “display must 
be pleasing to the prospect’s eyes.” 

Then, the speaker proceeded to demonstrate with facts and 
figures just what investment was required for adequate modern 
furniture display. He warned his listeners that if our trade 
does not adopt the modern techniques of display, the decora- 
tors will get the business. Records are available to prove that 
these modern furniture displays pay for themselves within a 
year, he said. 

Robert A. Jones of the New York Telephone Co. was the 
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Lake George Site Draws 
250 to District 2 Meet 


MacGreevey Elected Governor 
Succeeding Murrett; Select 
Schroon Lake for Next Year 


anchor man on the morning program, giving the group some 
valuable hints on the correct use of the telephone in business. 
These are the main points of his advice: Answer your tele- 
phone promptly. Keep pen and pencil handy. Speak clearly. 
Identify yourself immediately. If delay is necessary, explain 
it. Transfer calls tactfully. Keep a list of numbers you call 
regularly. Dial carefully. Stay on the line until your customer 
hangs up. Hang up gently. 

There were nine of the past governors of the district present 
and Governor Murrett introduced them to the assembly at the 
Friday noon luncheon. 

Fred R. Smart, executive secretary of the Stationery & Of- 
fice Equipment Guild of Canada, gave an inspirational address 
which he titled “A Worthy Prize”. Mr. Smart introduced his 
subject by reminding that prizes went to those who invented 
better ways of doing things—to distinguished scholars; for 
improving methods of production and merchandising; prizes 
for winning contests and races; prizes for those who reached 
a peak in any endeavor—but the prize he was concerned with, 
he said, was enterprise. That, to his way of thinking, included 
imagination, initiative, vision, enthusiasm and hard work— 
attributes which most of the hard working men and women in 
our industry personified. He charged his, listeners to take pride 
in their business. 


"Time Ils Our Own" 


“Time,” he said, “is one of the few things we have for our 
very own. We can use it, misuse it and waste it as we will. 
Time can’t be borrowed, loaned nor saved. What a man is, is 
determined by what he does when he has nothing to do.” 

George MacGreevey presided at the afternoon business ses- 
sion where Homer B. Lay, manager of NSOEA, conducted the 
“Workshop Clinic”. 

Liquid refreshments with the officers of District No. 2 as 
hosts, were enjoyed on the front porch of the hotel. After 
dinner the Colony Club was the scene of’a western party and 
dance. 

On Friday morning, Alan Goldstein, Rochester Stationery 
Co., Rochester, N. Y., was presiding and introduced S, P. 
Bland, national sales manager of dealer sales of Remington 
Rand Division, who discussed “Office Machine Merchandis- 
ing”. He demonstrated by charts and figures why office ma- 
chines should be moving at an accelerated pace, making com- 
parisons of income per family and the number of families to 
show the potential for portable typewriters particularly. 

Merchandising, contended Mr. Bland, requires advertising, 
display, demonstration and sales. “It is a fallacy to believe 
everyone knows a dealer and what he sells,” said the speaker. 
“Therefore, he must combine these four factors to make a 
good merchandising effort.” Mr. Bland went on to call atten- 
tion to the fact that time payments make the present volume 
possible. 

Lest any of his listeners shy away from the idea mentally, 
he pointed out that our present economy is flourishing on time 
payments—‘It is a way of life—everybody does it in one form 
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1. Luin Shubmehl, Syracuse Office Equip. Corp., Syracuse, 
N. Y.; Bill Vogel, Sengbusch Self-Closing Inkstand Co.; 
Isabelle Ryan, Ryan & Williams, Inc., Buffalo, N. Y.; 
James A. Eaton, Eaton Office Supply Co., Buffalo, N. Y. 

2. Ernest Parent, Phil Yawman and Bill Ludwig, John R. 
Bourne Co., Rochester, N. Y.; Dan S. Schunck, The Globe- 
Wernicke Co.; Erwin S. Howard Co., Oswego, N. Y. 

3. Harold Graves, Wilson Jones Co.; Fred Chindgren, Watson 
Mfg. Co.; C. R. Turner, Weber-Costello Co.; W. H. Perry, 
Perry Office Supply Co., Syracuse, N. J.; J. A. McCormick, 
Remington Rand Inc. 

4. Ken Heinrich, Heinrich-Seibold Co., Rochester, N. Y.; 
Walter Miller, Otto Ulbrich Co., Buffalo, N. Y.; George 
Schmieg, Syracuse Office Equip. Corp., Syracuse, N. Y.; 
Bill Siebold, Heinrich-Siebold Co., Rochester, N. Y. 

5. Harry Sanner, Sanner Office Supply Co., Erie, Pa.; Leon- 
ard Wilcox, president of NSOEA; George MacGreevey, G. 
C. MacGreevey Co., Elmira, N. Y., new governor of Dis- 
trict 2 NSOEA 

6. Fred Smart, Stationers Guild of Canada; Bill Reilly, Rey- 
burn Mfg. Co.; Gerry White, Acco Products; Sam Jason, 


or another.” He contended that customers who buy on credit 
want top quality in terms to fit their pocketbooks. 

Robert W. Sprott, general sales manager, The Globe-Wer- 
nicke Co., called attention of the group to “Our Responsibility 
to American Business”. 

Mortimer H. Chute, Bainbridge, Kimpton & Haupt, Inc., 
in his role as president of the Wholesale Stationers Association, 
gave an enlightening address on “New Dimensions in Whole- 
saling”. Mr. Chute reminded his listeners that all branches of 
the field—manufacturer, dealer and wholesaler—are working 
in a common cause of service to the user. So great is our op- 
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mfrs. rep. Montreal, Canada; Jack Kennedy, Utica Office 
Supply Co., Utica, N. Y. 

7. Bud Sanner, Sanner Office Supply Co., Erie, Pa.; Paul G. 
Champagne, Russell & Wait, Inc., Glens Falls, N. Y.; 
Homer Lay, manager NSOEA; Raeburn K. Hurd, Russell 
& Wait, Inc., Glens Falls, N. Y. 

8. C. L. Horsman, Duggan-Rider Office Supply Co., Erie, Pa.; 
Ernest Parent, John R. Bourne Co., Rochester, N. Y.; R. T. 
Hathaway, Union Book Co., Schenectady, N. Y.; Martin 
Murrett, Ryan & Williams, Inc., Buffalo, N. Y. 

9. M. H. Chute, Bainbridge, Kimpton & Haupt, Inc.; Alan 
Goldstein, Rochester Stationery Corp., Rochester, N. Y. 

10. H. M. Donisthorpe, Ace Fastener Corp:; Martin Murrett, 
Ryan & Williams, Inc., Buffalo, N. Y.; Tony Paul, Otto 
Ulbrich Co., Buffalo, N. Y.; Walter Wentworth, Allied 
Carbon & Ribbon Co.; George Anderson, Boorum & Pease 
Co.; Bill Hungerford, Acco Products. 

11. John Dwyer, mfrs. rep.; Lou Hoelscher, Hoelscher’s, Inc., 
Buffalo, N. Y.; Allan Murray, Victor Safe Div. Remington 
Rand Inc. 


portunity to serve business that our field is of unlimited dimen- 
sions, he asserted. 

Salesmen, he said, can be just as creative as inventors. Trac- 
ing the history of wholesaling from ancient days, Mr. Chute 
demonstrated that a wholesaler is a man with a definite func- 
tion—“In pursuit of his duties as a wholesaler he offers these 
advantages to the retailer: reduction of transportation and re- 
duction of operation and labor costs. The result is that the re- 
tailer can carry a more balanced inventory and reduce his 
capital investment.” 

In a brief hard-hitting address, John B. Dwyer, manufac- 
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Distinction is earned 

not bought! Forty 

years of sound engineer- 
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a distinct reputation for quality 

performance and dependability 

Those who want real office comfort 

and prestige quality .. . always buy 
Bentson! 
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vantage of product distinction. The 
class and flexibility of the Bentson line 
meet exacting customer requirements 


Distinctive quality for the 
eceptionist, clerk or top ex- 
ecutive. Available in a wide 
range of decorator’s colors 
to enhance the beauty of 








any office 


Desks, tables, modular units 
and filing cabinets, with 
matching companion pieces 
cre available in a variety 
of styles, top sizes and func- 





tion for any office need 


All Bentson desks feature 
interchangeable drawers 
with optional drawer ar- 











rangement. Rigid construc- 
tion throughout — double- 








walled box drawers and re- 
inforced framework 





Bentson files make clerical 
work easier. Smooth drawer 
operation on ball bearing 
cradle suspension. Models 
available with or without 
thumb latch or general lock 
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new catalog 


The BENTSON Mfg. Co. 
AURORA, ILL. 
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turers’ agent and vice-president of the Field Division of 
NSOEA, offered “Two for the Money” which was his way of 
expressing the two suggestions he had for retailers. 

The first suggestion was in reference to dealers’ files of man- 
ufacturers’ catalogs which, in most stores, need much revision. 
He advocated the appointment of a member of the dealer's 
staff as librarian to be responsible for all the catalog files. 
Separation of catalogs of franchise lines from the remainder 
was also advised. His second suggestion concerned dealers’ 
sales meetings which he considers vital. 

Governor Murrett presented a report of the year’s activities. 
He recounted the strenuous efforts made to increase the mem- 
bership of the region. He was proud to report that during the 
year 10 new members were signed up. 


Next Site Is Schroon Lake 

George MacGreevey as chairman of the convention site for 
1958 committee announced that the session would be held at 
Schroon Manor on Schroon Lake, N. Y. Alan Goldstein, as 
chairman of the 1959 site committee, announced that tenta- 
tive arrangements had been made for that convention at the 
Thousand Island Club. 

The following officers were elected: 

Governor—George C. MacGreevey, G. C. MacGreevey Co., 
Elmira, N. Y. , 

First lieutenant governor—Alan Goldstein, Rochester Sta- 
tionery Co., Rochester, N. Y. 

Second lieutenant governor—Anthony Paul, Otto Ulbrich 
Co., Buffalo, N. Y. 

Secretary—Henry Martin, Martins Office Equipment Co., 
Albany, N. Y. 

Treasurer—William Siebold, Heinrich-Siebold Co., Roches- 
ter, NN. Y. 

The Empire State Travelers Club was host to the convention 
for a cocktail dance preceding the annual banquet. 

Laddie Koehn, manufacturers’ representative, announced the 









Empire State Travelers Club . . . elects new officers. From left: 
Bill Coss, Oxford Filing Supply Co., second vice-president; Tom 
Freeman, Bainbridge, Kimpton & Haupt, Inc., executive com- 
mittee; Herb Ross, mfrs. rep., president; Bill Vogel, Sengbusch 
Self-Closing Inkstand Co., executive committee; Dugald Mc- 
Leod, Swingline, Inc., first vice-president 


winners of the golf match. A. G. Preston, Utica Office Supply 
Co., Utica, N. Y., had the low gross for the dealers and Jack 
Hutchinson, National Blank Book Co., took similar hon- 
ors among the travelers. Mrs. John Dwyer proved the most 
proficient among the ladies at putting on the green in front of 
the hotel. 


Pen Set for Tom Freeman 

Herb Ross, manufacturers’ representative and new president 
of the Empire State Travelers Club, presented to retiring 
President Tom Freeman, Bainbridge, Kimpton & Haupt, Inc., 
a beautiful pen and pencil set. 

Homer Lay thanked the district for hospitality in behalf of 
Mrs. Lay and himself and presented plaques to Tom Freeman 
retiring president of the Empire State Travelers Club and 
Governor Murret. He complimented the governor and his 
committees for the excellence of the program and the arrange- 
ments. 

President Wilcox voiced the gratitude of Mrs. Wilcox and 
himself for the congenial hospitality extended to them. Gov- 
ernor-elect MacGreevey was then duly installed by President 
Wilcox, 

The facilities of the Sagamore were used to the fullest ex- 
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Set your sights on the broad bookcase market 


@ These attractive H-O-N Bookcases appeal to a 
broad market; not just a small, exclusive 


And H-O-N offers you a wide selection of 


broad, 
clientele. 
12 different models to better serve your customers’ 
requirements. H-O-N’s distinctive styling and mod- 
win sales 


erate pricing and repeat sales. 


Many dealers have found substantial sales volume 
in H-O-N_ bookcases: 


worth pushing. Practically every commercial, pro- 


that here is a product line 


fessional and institutional account on your books 
is a prospective customer. The records conclusively 
show that an initial sale frequently leads to con- 


tinued r peat business. 


These fine units combine quality appearance and 
excellent performance 
Available in 30 Series (30” 


18” or 11-56” 


at prices your customers 
can accept high) and 


18 Series (48” high). in either 
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depths. Open front and glass or steel sliding door 
models. Shelves adjustable on 44” centers. Doors 
operate with finger-flick ease on quiet nylon rollers 


in steel travelers. 


If you aren’t carrying these bookcases in stock 


now, send us an initial order — and set your sights. 


10" 


ANNIVERSARY 


H-O-'N 


OFFICE EQUIPMENT 





THE H-O-N CO., MUSCATINE, IOWA 
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ACTUAL SIZE 


lasts 50% longer... boosts floor 
protection...standard on 2’ chair 
casters...at no additional cost! 


Bassick and Firestone engineers worked months to de- 
velop a rubber wheel compound that would give longer 
service under all types of abusive conditions. Under 
continuous tests the new wheel’s performance has been 
outstanding. You can expect 50% longer service from 
this than from previous 2” rubber wheels. 

» Floor protection features are also increased. The new 
wheel is 1/16” wider than the previous model. Its tread 
contour is refined to put a maximum amount of rubber 
into effective use without limiting swiveling. It is the 
best wheel for modern floor coverings. 

Show your office manager customers this new wheel, 
now standard on all 2” Bassick office casters at no ad- 
ditional cost. Point it out as a sign of quality on office 
chairs you sell. 7.33A 


THE 

BASSICK COMPANY 
BRIDGEPORT 5, CONN. : 
IN CANADA: 
BELLEVILLE, ONT. 
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tent by the conventionites. The program for the ladies proved 
very popular. The boat trip around the magnificent Lake 
George was one of the highlights. 
Ross New Head of Travelers 

With President Tom Freeman, Bainbridge, Kimpton & 
Haupt, Inc., wielding the gavel, the Empire State Travelers 
Club, Inc. held their annual meeting during the convention, 

The main business of the meeting was the election of of- 
ficers for the coming year. The following slate was presented 
and became the unanimous choice of the group: 

President—Herb Ross, manufacturers’ representative. 

First Vice-president—Dugald McLeod, Swingline, Inc. 

Second Vice-president—Bill Ross, Oxford Filing Supply Co, 

Secretary-treasurer—Jim Long, Parker Pen Co. 

Executive committee—Bill Vogel, Sengbusch Self-Closing 
Inkstand Co. and Tom Freeman, Bainbridge, Kimpton & 
Haupt, Inc. 


4th District Notes 


R. E. HILBURN, correspondent 
P.O. Box 2835, Greensboro, N.C. 





The term “digging out” is used mostly when a storm strikes 
or some such disaster but O. G. Penegar, Gastonia, N.C., is 
doing it without aid of such. O. G.’s basement was just about 
one quarter the length of his store so he is in the process of 
digging it the full length. This will give him some much 
needed storage space but is one heck of a mess while it is 
going on. That old North Carolina red clay don’t take a back 
seat from the Georgia variety even tho it is more widely 
acclaimed as the reddest. 

Py 

Another sign of progress at Fayetteville Office Supply, 
Fayetteville, N.C. Tommy Wooten has air conditioned the 
place and while he was at it he had his entire home given 
the same treatment. 

Bet he thought he was buying stock in the company when 
the man presented the sad news. Sho’ is nice though, even 
for us pore, hot travelers. While we are in Tom’s place it 
would be a good spot to mention that I read one of those 
“25 years ago” things in the local paper and there was one 
on Tom mentioning that he was on the Kiwanis Club’s ball 
team, playing right field. Whooee-time do flit don’t it Tom? 

s 

Got us another new firm here in North Carolina, and, in- 
cidentally, if you two guys that are reading this stuff get tired 
on nothing but “North Carolina” then you will have to get 
behind those so-called helpers of mine and make them send 
in the news of the other five states in this district. 

This new firm is the first business of his own venture. Owner 
is James L. Bland, ably assisted by his beauteous wife. Com- 
mercial Equipment Company, 203 N. Church Street, Durham, 
N.C., is the name and location. Jimmy will specialize in busi- 
ness machines and typewriters but is going into supplies and 
furniture gradually. Therefore, all you manufacturers and 
travelers put them on your lists, preferred lists of course. 

« 

Business Machines and Equipment Company, Bob Gunter 
at the helm, has just moved into a brand new building at 115 
E. Parrish Street, Durham, N.C., and now has as nice a store 
as can be found anywhere. Bob is just a bit over one year 
old in the “owner” field and having to expand so soon is a 
fitting tribute to his hard work and business acumen. 

Now with Bob moving up near the rest of the office supply 
boys and with the new firm just around the corner Durham 
has all four of its office supply firm in a two block radius. 
That do make it nice for us boys. 

* 

Kinney-Keesee Office Supply Company, Greensboro, N.C., 
held the formal opening of their new furniture showroom 
on June 20-21 and to say that it was a huge success would be 
putting it mildly. Over 500 people attended and these included 
just about all the “brass” of the many large firms located m 
the area. Door prizes and refreshments were flying around 
like confetti and everybody seemed to be enjoying themselves. 
The new showroom js on the second floor and is set up im 
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easy to operate—easier to sell... 


the new ALL- ELECTRIC 


(A ADDING MACHINE 


Fingertips literally float over the moulded keys... everyone who tries 

this sturdy and dependable REGNA becomes a “high speed” operator . . . 
everyone who sees it admires the streamlined styling, the legible 

keys and listing, the clear curved window for maximum visibility. REGNA’s 
rugged Universal Electrolux Motor does all the work—chases fatigue— 
increases daily employee productivity! 


Swedish steel, Swiss precision counters; 
different capacities from 6 total 7 up; 
fully automatic safety keyboard; rear 
rubber rollers for portability; in 

light grey and ivory. 

Also—low-priced hand 

operated models. 


Gentlemen: 

Please send more information on the new Electric Regna 
paces Machine and outline advantages of becoming a Regna 
Dealer. 


Montreal, Que., and Business Equipment Machines, 489-R King St. W., Toronto, Ont. 


IN CANADA: Regna Cash Registers of Canada Ltd., 704 Notre Dame St. W., | 
OUTSIDE CONTINENTAL U. S.: Jorgen S. Lien, Box 507, Bergen, Norway. 
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THE WARSHAW MANUFACTURING C0., INC. 


8 MAIN STREET BROOKLYN 1, W. Y. 





five separate offices. The first and third are in Myrtle Modu- 
lar. The second in Shaw-Walker and the fourth in All Steel 
Equipment. The fifth is a “private” arrangement with B. F. 
Marble. All of them are set up for selection of equipment, 
carpets, drapes, pictures and all accessories. 

In order not to let the upstairs outshine the downstairs 
too much they added a sixteen-foot section of that Bulman 
stuff too. The complete deal gives the two “K’S”, and Greens- 
boro, one of the most modern and attractive display rooms 
anywhere in the area. Did somebody ask the address?? 255 
North Greene Street will get you there fren. 

3 


Thought for a while there I wouldn't get out of N.C. but 
along comes good ole Joe Maura with a Knoxville piece. It 
seems them Oliver boys are at it again. They have just finished 
renovating the entire deal and air conditioned the furniture 
display rooms. All Joe gave me on this was “some layout” 
so I'll have to use my imagination from there. However, if 
you will send us some pitcures etc. Ted we will see to it that 
more complete details are given. Any time Oliver Office Equip- 
ment Co. does an expansion it’s front page stuff so give us 
the dope 

Mrs. Wall, Carolina Office Supply Co., Durham, N.C., just 
got back from Kentucky and literally bubbling over with 
news of her second gran-chile. From what she said it wouldn't 
take much to make her turn the business over to Nat and 
Bill and take off for Kentucky for an extended stay 

Squire Wilson, perhaps better known to you as Jimmy and 
our 3rd vice-president, will move next month from Charlotte 
and make his headquarters in Jacksonville, Florida. He has 
already bought a new home across from the Country Club 
so he must be planning to get up on the hawg’s back. 

He’s already pretty well up on him now, what with owning 
a 130 acre farm out from Raleigh which keeps him well sup- 
plied with country hams etc. That’s where the “squire” handle 
comes in. They say you can’t hide success or money so “squire” 
must have both. Hits always a pleasure to see one of our boys 
do well though even though it means losing him to one of 
the “lesser” states in the district. 

e 


Well sir when I bumped into Arthur Hunt, Shaw-Walker’s 
boy out of Staunton, Va., he looked like the cat that had 
just et the canary. He was smiles all over and when I asked 
what the big grin was all about he let me have both barrels. 

Seems he and Mary Margaret, after 10 years of married 
life, finally made the grade and last January 4 had their first 
youngun’, a lil’ gal baby name of Nancy. By golly I'm gettin 
“up there” and Arthur ain’t far behind me so I'll have to ad- 
mit he really has something to crow about 

e 


Alex Culpepper, E. H. Clark & Co., Memphis, Tenn., has 
really been having himself a time the past several months 
with hospitals, doctors etc. He has just gotten over a recent 
set-to with both due to kidney stones. Those things can cause 
a heck of a lot of trouble too so all of us are hoping you are 
now well on the recovery road Alex. Joe Maura writes that 
Dan Stoddard is now doing the buying at Stoddard’s, Inc., 
Nashville, Tenn. 

° 


An idea worth trying—one of the filing tubs with blank 
verticle guides properly numbered makes an ideal dispenser 
for Stenso guides 

° 


When it came to sending in news items this month it must 
have been “too wet to plow” for Johnny Floyd, “Inky” 
Lydiard and all my other “volunteers” with the lone exception 
of Joe Maura. He and I did all the “plowing” wet or no. One 
thing is for sure—I’m off the road all of July so unless they 
come across better than they have done for the past several 
months this colyum will be one big blank space. Bye now! 


Doppelt Establishes Second Factory 


M. A. Doppelt & Co., Chicago manufacturer of leather 
brief cases and brief bags, in July established a second fac- 
tory at 1214 W. Madison St. Headquarters will be continued 
at the parent plant at 1832 S. Canalport Ave., Chicago. 
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There’s “profits” in selling 





PEERLESS 


— manufacturers of 


Double Pedestal Desks 
Single Pedestal Desks 
Portable Typewriter Stands 
Secretarial Desks 
Fixed Bed Typewriter Desks 
Calculating Machine Desks 
Panel Tables 
Leg Tables 
Executive Desks 
Conference Desks 
Credenzas 
Swedish Modern Suites 
Royal Swedish Modern Suites 
Modular Units 
Salesman's Desks 
Posting Desks 
Chairs 
Vertical Filing Cabinets 
Card Files 
Legal Files 
Card Index Files 
Complete Insert Line 
Document Files 
Check Files 
Invoice Files 
Cabinets 
Cupboards 
Biveprint Units 
Storage Sections 
Corner Fillers 
Space Saving Files 
Cross Trays 
Removable Partitions 
Wide and Half Sections 
Book Cases 
Telephone Stands 
Coat Poles 
Waste Baskets 
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the PEERLESS FRANCHISE 


That’s right, the Peerless line is the complete line. Take a quick 
glance at the complete list, to the left, of Peerless products. You'll find 
everything from A to Z. 


From removable partitions to de luxe executive suites. And every 
wanted item in between. Such as desks, filing cabinets, the fast selling 
modular units, counter arrangements. Such as chairs, credenzas, book 
cases, etc. Take another look at that list. It’s really complete. 


What does this mean to you as a Peerless Dealer? It means that 
you can quote one top quality; one leading, related styling; and one 
high standard of performance. It means that you get more sales from 
the same number of bids. 


Here’s one way to check-up on this complete line. Write for the 
Peerless Literature Package. See for yourself its very completeness. 
Next, call in the Peerless representative to talk it over. It may be that 
the Peerless Franchise is open in your territory. If so, you'll be glad 
you took these steps. 


PEERLESS 


STEEL EQUIPMENT CO. 


el-10.@ Mal -14-14-1-) ae Oa el 


NEW YORK i lee Tele) HOUSTON LOS ANGELE 
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Eye Appeal, Comfort Appeal 
and SALES APPEAL 


Here’s a chair that is really smart in appear- 
ance and its semi-lounge qualities make it 
perfect for the small size, or small budget 
office. It’s the Guest Chair by Gunlocke—in 
genuine walnut with top grain leather up- 
holstery. And, of course, it meets Gunlocke’s 
high standards in comfort, styling and con- 
struction. Every execu- 
tive office in your terri- 
tory is a prospect for 
these chairs. 





Chairs for Your Working Comfort 


SuPer WH. GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 
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Sth District Notes 


PAT PATTERSON, correspondent 
3710 Grosvenor Road, Cleveland 18, Ohio 


The annual golf party held by the 
Queen City (Cincinnati) dealers and 
travelers at Terrace Park Country Club 
was blessed by good weather the second 
year running, which in itself, is a record. 

There was an excellent turnout, which 
was graced by the attendance of J. 
Hanly Morgan, Morgan’s, Inc., Hunt- 
ington, W. V., governor of “The Friend- 
ly Fifth.” Also present were: Jack Burke, 
Office Equipment Co., Inc., Louisville, 
Ky., lieutenant-governor; Lloyd Landen- 
berger, Richard Best Pencil Co., president of the Fifth District 
Travelers Club; John Mislan, Eberhard Faber Pencil Co., vice- 
president of ditto; and Bob Riehl, Columbus Blank Book Co., 
Columbus, Ohio, the club’s treasurer. 

Milton S. Pickle, president of Will Winnes Co., Inc., Cin- 
cinnati, presented the Will Winnes Trophy to John Knox 
Robinson, manufacturers representative, winner of the annual 
tournament. 





Py 

The annual golf party held at Manikiki Country Club by 
the Cleveland chapter did not fare so well; the weather was 
cold and wet, but the general spirit was high. Scott S. Sum- 
merville, Summerville’s Ohio Office Equipment Co., Akron, 
Ohio, vice-governor of “the Friendly Fifth” kept the “wheels” 
turning by being present at this affair. C. W. (Jack) Clark, 
W. A. Sheaffer Pen Co., presented the Ron Douglass Me- 
morial Trophy for the third year in a row (since its inception) 
to Bill McPike, Weis Mfg. Co., who will retain it permanently. 
Mr. Clark is now receiving bids for a new trophy — it’d be 
different if he couldn’t afford it. 

o 

Dealer Modernizations 

Leo Bigelman, Modern Office Supply Co., announces the 
opening of a second store in conjunction with his location at 
18091 Wyoming Ave. in Detroit. It is located one door south, 
and will be operated exclusively for the sale of school sup- 
plies. The motif is self-serve, with ultra-modern decor . 
Larry Phelps announces a general remodeling and expansion 
at Commercial Stationers Supply Co. (Nestor’s) at 8725 Harper 
Ave. in Detroit. The firm is adding 15,000 square feet of space 


to facilitate the wholesale operation . . . Adams Typewriter 
Agency, Elkhart, Ind., held open house on June 12-13 to 
show their newly remodeled store. . . Paul Sumph and S. H. 


(Sey) Rosenblatt, Anchor Office Supply Co., Cleveland, pre- 
sented their employees with solid gold watches in celebration 
of the seventh anniversary of the firm. They are also planning 
a remodeling and expansion program. 

* 
Dealer Appointments 

George Tritsch is now head buyer at Diehl Office Equipment 
Co., Columbus, Ohio. . . Michael Boorn is a new salesman 
with Central Office Supply Co. in Detroit . . . Stan Smith, 
long-timer in the trade, is now associated with Eastin Office 
Supply Co., Royal Oak, Mich. 

* 
Sir Stork Flies Again: 

Gwen and Ray Benza, R. E. Kindel & Co., Cincinnati, were 
blessed with a baby daughter. Now have one of each 
Henrietta and Harvey Beaudin, Miles Fox Co., Detroit, were 
gifted with their third child, Denise, on Fathers Day. What 
planning! Congratulations! 

« 

Wheels Go Round ’N Round at Compton Office Machines 
Co. in Huntington, West Virginia. Marge Compton has been 
elected president of the Huntington Altrusa Club, and will 
attend the annual convention of Altrusa Clubs International 
in New Orleans. Mrs. Compton has also been elected presi- 
dent of the local chapter of The African Violets Society. 
Harold Compton (the BOSS?) has been made vice-president 
of the Huntington chapter of The Gideon Society — the or- 
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THIS IS THE MARK OF QUALITY PARK 





Truly a mark of QUALITY . . . Quality that has been main- 
tained through the years . . . Quality that has remained con- 
stant through periods of war and depression, peace and pros- 
perity. It’s three-way Quality that had its beginning with the 
founding of Quality Park Envelope Company back in 1919— 
(1) Quality Products, (2) Quality Packaging, and (3) Quality 
Service to dealers throughout the country. 

For customer satisfaction and profitable repeat business, fea- 
ture Quality Park products from the Land of Lakes and 
Pines . . . over 400 sizes, stocks, styles and weights of envelopes 
to meet all envelope needs for ALL your customers. 


... and this is the time of year your customers will 


start asking for these, and other, Quality Park Envelopes 





SCHOOL WALLETS 


Long lasting, easy to 
handle wallets for keep- 
ing students’ work in 
order, carrying papers, 
drawings, etc. Over a 
dozen sizes. 














SCHOOL PORTFOLIOS 


Keep 11 x 844” papers flat 
and neat. Two 644” deep 
pockets. Stocked in Cameo 
and Red Fibre. Various 
colors in other grades of 
stock available on request, 


Sold through Dealers Only 


ehhK %» 
rs 
QUALITY PARK ENVELOPE CO. ; < 
General Office and Factory, 2520 Como Ave., St. Paul 8, Minnesota . 
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Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
West Coast Office and Warehouse, 837 Traction Ave., Los Angeles 13, Calif. 
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FINGERTIP =, 
CONVENIENCE / 


west 


PROVES THAT TOP PERFORM- 
ANCE NEEDN'T BE COSTLY FOR 
YOUR CUSTOMER 


ZSO00 Fire 


Featuring a plated full progres- 
sive cradle type suspension slide 
using six hardened steel balls and 
4 free floating rollers per drawer 
insuring effortless operation and 
minimum maintenance. 


TTS 
1500 FILE 


This non-suspension steel file 
is available in 2, 3 or 4 draw- 
er standard sizes. Attractively 
priced, the 1500 incorporates 
many quality features. Whis- 
pering action in drawer op- 
eration means quiet, smooth 
function at all times. 


au 


ADD-A-FILE 
Your customer builds as he 
Su-—= grows. Add-A-File provides space 
2] in confined locations. As need 
<> for additional filing space be- 

comes apparent, additional draw- 

er units can be stacked on the 
original unit. Any number may 





be used. 
New York Display and representative 
Arthur Gordon Co. Associated 


—_ 206 Lexington Ave., New York 16, N. Y 
PESTERM MIG CO > Florida Warehouse & Representative 


Mac Weiner: United Office Furniture Corp 
ia! FSCD 535 N.W. 24th St., Miami, Florida 


AURORA. iLL. 


nt STAM? OF Quay, 









WESTERN MANUFACTURING CO. 


AURORA, ILLINOIS 
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ganization we can thank for The Bible in those many dreary 
hotel rooms. Our hearty congratulations to lovely Lona Elliot, 
secretary of the firm, who has returned from a Bermuda 
honeymoon after her wedding to Virgil Burcham of Hunting- 
ton. 
* 
We hear that L. G. (Pat) O’Connor, formerly of O'Connor & 
Raque, Louisville, Ky., and a past governor of the Fifth Dis- 
trict, is very active out in the Fourteenth District in California. 
* 

A great honor was bestowed on Herman Kessler, Jr., of 
Louisville, Ky. Mr. Kessler was elected president of The Louis- 
ville Junior Chamber of Commerce; he has been a member 
of the organization for seven years. This deserving gent is 
assistant secretary of Standard Printing Co., and manager of 
Standard Office Furniture and Supply Co. of that city. Con- 
gratulations! 

. 
Air-condition your calendar, and mark December 5 as the 
date selected for the Cincinnati stationers and travelers Christ- 
mas party. Everyone is welcome, and it will be again held at 
the fabulous Beverly Hills Country Club across the river. 
® 

The Indianapolis Chapter of the SDTC held another Mister 
and Missus Dealer and Traveler Party at the Continental 
Hotel with great success. A golf party is planned for Septem- 
ber, and a mailing should be out shortly. 

© 

DON’T FORGET SALES MEETING REPORTS — WE 

WANT THAT CUP! 
rs 

Are you all set for the BIG ONE in Chicago? Rooms are 

still available — so HURRY! 





At a recent meeting of the stockholders of the Stationers’ Guild 
of America, Dick Pomerantz, Philadelphia stationer, and Wil- 
liam Diehl, Jr., Diehl Office Equipment Co., Columbus, Ohio, 
NSOEA vice-president, take time out to toast their re-election 
to the Guild board of directors with milk. Others elected to 
the board were Jesse G. Kaufman, president; William P. Kelly, 
vice-president; William H. Patterson, vice-president; Dan 
Smith, Jr., vice-president; A. W. Gill, secretary; Samuel S. 
Rosendorf, Jr., and Sev W. Laskowski. 


Announce Southern Trade Fair Plans 

Office equipment and stationery will be among the principal 
lines featured when the first regional trade exhibit catering 
to the trend toward retail diversification is held in January. 

The show will be the Southern Trade Fair, January 5-8, in 
the Dinner Key Auditorium, Miami. It will be sponsored by 
Orkin Expositions Management, 19 W. 44th Street, New York 
City. 

In addition to office equipment and stationery, many other 
compatible categories of merchandise will be shown. Mer- 
chants in this field will thus have the opportunity to study and 
buy from lines that are being carried as part of the movement 
toward diversification in retailing. 
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Wolds Finest Duplicators 


AT THE WORLD'S LOWEST PRICES 


Introducing 
SPEED-O-PRINT’S 
LIBERATOR MODEL 3OQO0O ELECTRIC 


SPEED-O-PRINT CORPORATION 


CHICAGO 13, ILLINOIS 





1801 W. LARCHMONT AVENUE + 








Meet the New Officers... 





Newly elected officers of the Seventh District are, left to right, 


William Anderson, Des Moines Stationery Co secretary; 
Robert Brown, Koch Brothers, Des Moines, governor; Howard 
Schaub Office Supply Co., Minneapolis, Minn., vice-governor. 


Sale-O-Rama Proves Successful— 
New Governor Is Bob Brown— 
Over 300 Attend Des Moines Meeting 


Des Moines, lowa 

The Lucky Seventh District, meeting in Des Moines this 
year with the Mardi Gras spirit prevailing throughout, proved 
entertaining and informative to the dealers and travelers alike. 

Official count had 302 duly registered participants, with 82 
dealers and 77 ladies present. Highlights of the entertainment 
program included a golf tournament on Sunday 
afternoon at the Woodside Golf Course, the Iowa 
dealers’ Mardi Gras Ball, on Monday evening, 
and the official banquet on Tuesday night. 

The decorations committee and its helpers, 
headed by Dale Acheson, Allied Carbon Co., did 
an amazing job on the Hotel Savery, meeting place for the 
convention. The entire lobby carried the Mardi Gras theme, 
with life-sized cartoon drawings festooning the walls. The 
theme was carried on in the Terrace Room, scene of both 
parties and meetings. 

The official program got underway Monday morning with a 
“Fete de la Sept (breakfast). The Rev. C. H. “Jack” Berry 
chaplain of the Northwest Travelers, offered the invocation, 
and Governor Walter Hubbs, Thomas & Grayston Co., Minne- 
apolis, opened the session. 





Hear Kick-Off Speaker 

The kick-off speaker was E. F. Butler, director of public- 
employees’ relations for the Maytag Co. of Newton, Iowa. His 
theme, “Adapt or Die” was a serious note interspersed with 
his running brand of humor that kept his audience laughing. 

He warned that staying in business today meant staying on 
a “fast track” and being open to change. He pointed out the 
advent of the automobile and its effect on the horse and buggy 
businesses as well as the coming of the automatic washer in 
his own firm’s washing machine business. 

Those industries or businesses which refuse to change or 
adapt, he pointed out, get a larger and larger share of the 
original business when the other companies change over. 

It is, however, a sad tale of getting more and more of less 
and less until you have all of nothing, he concluded. 

The Sale-O-Rama program, presented by regional personnel, 


(Continued on Page 140) 
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Lucky Seventh Meets 
With Mardi Gras Spirit 


At the meeting in Des Moines... 


1. NSOEA President Leonard Wilcox stops to chat with 
Derby D. Thompson, Acres-Blackmar, Burlington, lowa; 
William ‘‘Bill’’ Wheeler, Matt Parrott & Sons, Waterloo, 
lowa; Derby Thompson, Jr., Acres-Blackmar. 

2. Marv Klepfer, Latta’s, Inc., Waterloo, lowa; T. Wayne 
Davis, Latta’s, Inc., Cedar Falls, lowa, district board of 
governors member and one of the Sale-O-Rama speakers; 
L. R. Ricketts, mfr’s. rep. 

3. Del Deming, Farnham’‘s, Minneapolis, Minn., member of 
the board of governors; E. T. ‘Ned’ Safford, Jr., Safford’s 
Inc., Superior, Wis., also on the board; Jim Foreshew, 
Foreshew Supply, Pierre, S. D. 

4. Marvin Staupe, Suburban Stationers, Richfield, Minn.; E. 
T. “‘Ned Safford, Jr., Safford’s Inc., Superior, Wis.; Wal- 
lace Haas, The Haas Press, Sleepy Eye, Minn. 

5. President Leonard Wilcox and Mrs. Wilcox with Homer 
Lay, manager of the NSOEA are welcomed to Lucky Seven 
by clown greeters Mel Sowell, Esterbrook Pen Co., left, 
and Ralph Kettler, Federal Stationery Co., far right. 

6. Howard O. Schaub, Schaub Office Supply, Minneapolis, 
newly elected vice-governor of the seventh region, and 
Bill Anderson, Des Moines Stationery 

7. E. F. Butler, director of public relations for the Maytag 
Co., the convention kick-off speaker. 

8. B. J. Bristoll, Koch Brothers, Des Moines, past president of 
the NSOEA, with E. H. Mosler, Jr., Mosler Safe Co., vice- 
chairman, manufacturers division, NSOEA. 

9. Mrs. and Mr. Ray Vanderhoef, lowa Supply Co., lowa 
City, immediate past president of the National Association 
of College Stores and a new member of the NSOEA, with 
Mr. and Mrs. R. M. McCurdy, Office Specialties, Man- 
kato, Minn 

10. In the Regionettes hospitality coffee room, Mrs. Phyllis 
Foreshew, Foreshew Supply, Pierre, S. D.; Mrs. Irene Ham- 
mond, National Blank Book; Mrs. Nora Chase, Sioux Falls 
Book & Stationery, Sioux Falls, S$. D.; Mrs. V. A. Hanson, 
Brown & Saenger, Sioux Falls, S. D.; Mrs. Ann Hyink, 
F. S. Webster Co.; Mrs. Gertrude Kongsvik, Curtis 1000, 
St. Paul, Minn.; Mrs. Martha Carroll, Eberhard Faber 
Pencil Co. 

11. Mel Sowell, Esterbrook Pen Co.; Arthur Grayston, Thomas 
& Grayston, Minneapolis, Minn.; Fred C. Schaefer, San- 
ford Ink Co.; Ed. G. Stivers, Sanford Ink Co. 

12. Joel C. Hanes, Edward E. Hanes, both Yelland & Hanes, 
Mason City, lowa, with George Rebholz, Northern States 
Envelope Co. 

13. In the Regionettes room, Mrs. Bob DeJong, National 
Blank Book; Mrs. Walter Hubbs, wife of the governor of 
the Seventh District; Mrs. Heinie Sengbusch; Mrs. Larry 
Goodhand, president of the Regionettes and wife of the 
president of the Northwest Travelers; Mrs. C. H. ‘Jack’ 
Berry, wife of the Rev. C. H. Berry, chaplain of the North- 
west Travelers. 

14. Mrs. Gus Martin, Mr. and Mrs. Jack Hazlett, Ames Sta- 
tioners, Ames, lowa, and Gus M. Martin, M. & S. Sales 
Co. 

15. A delegation from Ahern-Pershing Co., Des Moines in- 
cluded, left to right, Charles Prouty, Jack Tiernan, Dewey 
R. Heaton, Bill Pershing and Jim Ahern. 

16. Walter Wentworth, Mrs. Acheson, and Dale Acheson, all 
Allied Carbon & Ribbon Mfg. Co. 

17. A group from Associated Stationers Supply Co., Shel 
Pringle, Webster City, lowa; Harold Seigle, Chicago; Bill 
Harlon, St. Paul, and Cortland B. Horr, sales manager, 
Chicago 

18. At the registration desk: Mrs. Janet Johnson, Corry- 
Jamestown; Berk Ertl, Venus Pen & Pencil Co.; Larry 
Johnson, Corry-Jamestown; Ron Sandberg, C. Howard 
Hunt Pen Co. 

19. Mrs. Walter Hubbs, wife of the Seventh District governor; 
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rown, wife of the vice-governor; Mrs. Jackie 
Matthews Office Equipment, Davenport; Mrs 
Blied, Inc., Madison, Wis., a visitor to this 
Paul Griffin, General Fireproofing. 

Fireproofing Co. buffet supper on Sunday 

1 B. J. Bristoll, Koch Brothers, Des Moines; 
Hoge; Mrs. Vivian Bristoll; Mrs. Alberta Wil- 
Griffin. Standing are Larry Miller, General 
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Fireproofing; NSOEA President Leonard Wilcox; Paul 
Griffin, General Fireproofing. 


. Also at the buffet, from Koch Brothers in Des Moines: 


seated, Thelma Huston, Violet Kepford, Nellie Koch, 
William Koch. Standing: G. W. Huston, Vergil Kepford, 
Richard Koch and Betty Koch. 

Bob Brown, Koch Brothers, Des Moines, accepting the 
office of governor for the 1957-58 year 
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Equip the Office... 


Then the Plant... 


with profitable drafting 
room furniture by ANCO! 


ANCO helps the Dealer 3 ways... 


1. PROVEN QUALITY PRODUCTS 
Nationally advertised, thousands of ANCO 
tables in constant use at foremost draft- 
ing rooms. 

2. GREATER PROFITS 
Dealer buys direct from ANCO. ANCO 
sells thru dealers only. 

3. DELIVERY 
Enlarged production capacity assures de- 
livery when needed. 


eo 





Cm &G. k 


- DELUXE FOUR POST TABLES 


Millions of hours of use and frequent re- 
orders by the nation’s largest industries at- 
test to the superior quality of ANCO design, 
materials and craftsmanship. 
SIZES FROM 38” x 60” THRU 44” x 84” 
“FZ? 


a 





BILT-RITE PEDESTAL TABLES 


The finest pedestal type tables made, faster 
selling and more profitable. Many unique and 
special features. 

SIZES FROM 23” x 31” THRU 44” x 72” 


For FREE Literature and Prices 
address DEPT. AO 


ANCO WOOD SPECIALTIES, INC. 


71-08 80th STREET, GLENDALE 27, N. Y. 
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took up the remainder of the day, from noon until 4 p.m. 
with only a break for coffee and doughnuts. 

The information offered, however, was interesting enough 
to keep the entire group present for the whole session. 

John Christianson, Quality Park Envelope Co., was master 





Sale-O-Rama . . . John Christianson, Quality Park Envelope 
Co., as master of ceremonies, graphically portrayed the needs 
of dealers who want to increase their sales 


of ceremonies for the event. He introduced the various speak- 
ers and groups who offered graphic and visual points for the 
dealers present to digest. 

The first topic was “How’s Your Telephone Selling?” Paul 
Matson of Federal Stationery and Bill Anderson of Des 
Moines Stationery Co. acted out the right and wrong ways to 
handle telephone sales with comment by Mr. Christianson. 

Next on the agenda was “Windows—Our Most Neglected 
Salesman”, presented by Dwight Thompson, Thompson Dis- 
play Co., Des Moines. He suggested the featuring of one item 
at a time, with only a few related items in the window with it, 
to get the most value from display. 

Arlo Roberts, Rolfe Karlesson and Bob Comiskey of Arlo 
Roberts Statistical Contracting Co., Des Moines, offered in- 
teresting figures on “Direct Mail-O-Rama”. They pointed out 
that direct mail is the second largest ad media in use today 
and that it offers an introduction, a friendly greeting and a 
prospective customer for the user. It is a patient, prompt and 
attractive salesman who can get through a closed door the first 
time. 


"Are You Selling the Obvious?” 

T. Wayne Davis of Latta’s, Inc., a board of governors 
member from Iowa, next asked “Are You Selling the 
Obvious?” He asked if dealers are improving their profit pic- 
ture by improving their selling procedures. He suggested that 
the clerk’s productivity can be increased if they have “hard 
sell” products to offer the prospect. He suggested sales meet- 
ings and contests to keep fast-pace action. 

The final two presentations of the afternoon included the 
“Trial of Negative Nathan”, a playlet directed by R. J. May 
of Minnesota Mining & Mfg. Co. Nathan was the disinterested 
salesman. O. F. Richardson, Minnesota Mining, concluded the 
day with his talk, “Your Present and Future in Selling.” 

The evening was given to an ample smorgasbord buffet din- 
ner followed by the Iowa Dealers Mardi Gras Ball. (Pictures 
appear in the columns and in District Seven notes). 

What appeared to be the entire group of dealers and trav- 
elers showed up bright and early for an 8 A.M. breakfast on 
Tuesday morning, and after the refreshment, the group settled 
down to hear the NSOEA troupe. Paul Burbank, executive 
vice-president, and Homer Lay, manager, presented the 
NSOEA clinic. Next on the program, following luncheon, was 
NSOEA President Leonard Wilcox, followed by Elmer Rahe, 
executive vice-president of The Globe Wernicke Co. and vice- 
president of the manufacturers division NSOEA. Charles L. 
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ADDING MACHINES 


CASH REGISTERS 
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Here is a double opportunity to 


enjoy the prestige and profits of 
products backed by Burroughs 
Corporation. Long respected M&V 
carbons and inked ribbons and 
Burroughs famous adding machines 
and cash registers now are avail- 
able from the same dealer repre- 
sentatives. Distribution of both 
of these fine lines is now integrated 
in the Burroughs Division dealer 
sales organization. 
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This means that sales support for 
dealers in either or both profit- 
proved lines will be as fine as the 
industry can offer. Direct-mail 
point-of-sale, national and trade 
advertising are to be emphasized. 
These representatives are espe- 
cially trained to help you with 
merchandising. 

Ask the man who calls on you. He 
may have offered M&V products, 
made by Mittag & Volger. He may 


se as 





wry 


have offered Burroughs adding 
machines and cash registers. He 
now can explain the stronger 
dealer support and profit advan- 
tages of this combined sales organi- 
zation. Add Burroughs machines 
or M&V supplies or both to the 
lines you can offer your customers. 
These are respected and well pro- 
moted products distributed by 
Burroughs Division Dealer Sales 
Department, Burroughs Corpora- 
tion, Detroit 32, Michigan. 
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FOR GIFTS... 








THEY’LL BUY 
BOSTON cette 


Pencil Sharpeners 


red— yellow—pink 


Newest, smartest sharpener for home and office 


@ they'll STOP—the brilliant 
self-merchandising package is 
a traffic-stopper 

@ they'll WANT it— it’s beau- 
tiful, modern, decorative, 
strong, practical and inex- 
pensive 

@ they’ll BUY it—on the spot 

e they’ll TALK about it- 
mounts upright or on wall— 


has famous Speed Cutters— 
Guaranteed one year. 


ORDER NOW— 
FOR GIFT SALES 


PENCIL SHARPENERS 





Also manufacturers of SPEEDBALL 
pens and products 





Newly elected officers of the Northwest Travelers Club in- 
Turcotte, administrative assistant of the Wood Office Furni- 
ture Institute, completed the program. 

Both dealers and travelers held their individual business 
meetings in the afternoon. The dealers elected Robert Brown 
of Koch Brothers, Des Moines, as the new governor. Howard 
Schaub, Schaub Office Supply Co., Minneapolis, Minn., was 
elected vice-governor; William Anderson, Des Moines Sta- 
tionery Co., Des Moines, was named secretary; and Stan 
Taylor, Gaffney’s, Inc., Fargo, N.D., was elected treasurer. 

The board of governors this year includes Wayne Davis of 
Latta’s, Inc.; James Kenworthy of Storey-Kenworthy, Des 
Moines; Lou Ehrlich, Ehrlich, Inc., St. Paul, Minn.; R. E., 
Woodmansee, Woodmansee, Inc., Bismarck, N.D.; Del Dem- 
ing, Farnham Stationery & School Supply Co., Minneapolis, 
Minn.; E. T. “Ned” Safford, Saffords, Inc., Superior, Wis.; and 
D. L. Ransom, Educator Supply Co., Mitchell, S.D. 








Northwest Travelers . . . elected officers for the coming year. 
Left to right are the Rev. C. H. “‘Jack’’ Berry, chaplain; Earl 
Collins, Rockwell-Barnes, secretary-treasurer; Bill Carroll, 
Eberhard Faber Pencil Co., auditor; A. A. ‘’Bud’’ Caruso, 
Northern States Envelope, president; Charles Cordray, Sturgis 
Posture Chair, corresponding secretary; Larry Johnson, Corry- 
Jamestown, first vice-president; Bob Vater, Joseph Dixon 
Crucible Co., second vice-president. 


clude A. A. “Bud” Caruso, Northern States Envelope Co., 
president; Larry Johnson, Corry-Jamestown, first vice-presi- 
dent; Bob Vater, Joseph Dixon Crucible Co., second vice- 
president; Earl Collins, Rockwell-Barnes, secretary-treasurer; 
Bill Carroll, Eberhard Faber Pencil Co., auditor; Charles 


90)) Me 
ii | + : f 


* 


é 
Regionette Officers . . . left to right are Mrs. Bruce Black- 
bourn, secretary; Mrs. Howard Schaub, vice-president; Mrs. 
Del Deming, treasurer; Mrs. L. C. Goodhand, president. 


Cordray, Sturgis Posture Chair Co., corresponding secretary, 
and the Rev. C. H. “Jack” Berry, chaplain. 

The Seventh District Regionettes elected a full slate of 
officers at this convention, naming Mrs. L. C. Goodhand, Ox- 
ford Filing Supply Co., as president. Mrs. Howard Schaub, 
Schaub Office Supply, Minneapolis, was named vice-president; 
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OFFICE OUTFITS 


DATE STAMPS 












Buy all your marking 
devices direct from the 
manufacturer! 





Have you read this new IN af PAD S 


FREE CATALOG? 





LOUIS MELIND CO. 


CHICAGO * 3524 North Clark Street 
DALLAS °* 714 North St. Paul Street 
LOS ANGELES *« 5254 Alhambra Avenue 
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Hercules LETTER 
and LEGAL VAULT 


Designed for filing valuable per- 
sonal papers in hanging tabbed 
folders. One hour furnace tested. 
Key or combination lock. 








Hercules 


SAFE-T-VAULT 


Designed for compact maximum 
capacity. Combination lock or key 
lock. One hour furnace tested. Two 
sizes. 








Hercules 


WALL VAULT 


Designed for home or private 
office. Easy to install perma- 
nently. One hour furnace tested. 
Combination lock. 


Hercules 


CLOSET VAULT 


Designed to anchor on closet wall 
and rest on shelf. Install-it-yourself, 
One hour furnace tested. Combi- 
nation lock. 











Hercules 


CARD FILE 


Single drawer file for safekeep- 
ing carded information. Half 
hour furnace tested. Key lock. 
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Hercules 


HOME VAULT 


Designed especially for protecting 
insurance policies, bonds, jewels, 
etc. Half hour furnace tested. Key 
lock. 





Mrs. Bruce Blackbourn, Codo Mfg. Co., secretary; and Mrs. 
Del Deming, Farnham’s, Minneapolis, treasurer. 

During the colorful annual banquet ceremonies, a “40 
Chapter” group was announced. The persons honored have 
served the industry and the Seventh District for 40 years or 
more. 

The list as read included Frank Palmer, Eaton Paper Co. 
(retired); John A. Gilbert, OFFICE APPLIANCES; Henry 
Huette, Autopoint Co.; A. F. “Heinie” Sengbusch, mfrs. rep.; 


it Was Mardi Gras in Des Moines... 





1. Mr, and Mrs. Cel Deming, Farnham’‘s, Minneapolis, 
reigned as king and queen of the Mardi Gras party spon- 
sored by the lowa dealers. 

2. Mr. and Mrs. Chet Smith Jr., A. W. Faber-Castell Pencil 
Co., took the “’best couple’’ prize as Raggedy Ann and 
Andy 

3. This gorgeous ballerina insisted she was Bob Vater of 
Joseph Dixon Crucible Co., but nobody would believe her. 

4. Governor and Mrs. Walter Hubbs felt the exotic call of 
the East 

5. Vice-governor Bob Brown and his wife thought they were 
an early version of skin divers. 

(More pictures and details of the party can be found in the 
Seventh District News Notes by Charles Cordray) 


L. E. “Eddie” Friedman, LePages Inc.; Harry E. Berquist, 
Minneapolis, retired; A. J. Nordstrom, Smead Mfg. Co.; Fred 
C. Schaefer, Sanford Ink Co.; O. J. Bertelson, Bertelson Bros., 
Minneapolis; Arthur Bertelson Sr., Bertelson Bros.; Harry W. 
Hitchcock, Metalcraft Inc. 

Ray Smith, Ed M. Hansen, Ray Smith and Betty Forby, all 
Miller Davis Co., Minneapolis; Arthur Grayston, Thomas & 
Grayston Co., Minneapolis; Gustave W. Trapp, Curtis 1000, 
Inc., St. Paul; Sterley Jerue, McClain Headman Co., St. Paul; 
Leslie Schuldt, Leslie Schuldt Co., St. Paul; Sherman Read, 
St. Paul Book & Stationery Co., St. Paul; T. E. Carpenter, 
Sperry Office Furniture Co.; Clarence E. Ahlstrom, Sperry 
Office Furniture, St. Paul; Walter R. Kahler, Holden Kahler 
Co., Cedar Rapids, Iowa; Frank S. Fidlar, Fidlar & Chambers 
Co., Davenport, Iowa; Frank Zeller, Des Moines Stationery 
Co., Des Moines, Iowa; B. J. Bristoll, William Koch, M. D. 
Thomas, all Koch Brothers, Des Moines, Iowa; Claude C. 
Holley, L. W. Holley & Sons Co., Des Moines; Charles R. 
Storey, Arthur G. Kenworthy and Joe Baldwin, Storey-Ken- 
worthy Co., Des Moines; C. F. Cody, C. F. Cody Co., Du- 
buque, lowa 

Arthur Bergstrom, Perkins Brothers, Sioux City, Iowa; Egon 
Weiss, Eau Claire Book & Stationery Co., Eau Claire, Wis. 
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Rich beauty that stays new-looking... 


NYGEN Tolex: vinyl upholstery 


Millions of readers of NEWSWEEK and BUSINESS WEEK are 
being pre-sold on the beauty, comfort and wearability of Nygen Tolex 
. .. the supported vinyl upholstery with the rich, soft “feel.” 

Be sure you have samples of Nygen Tolex to demonstrate “balanced 
stretch,” smooth tailorability, ruggedness, resistance to 

scuffs and stains, how easily it cleans, and the full line of ultra 

smart colors and patterns. Manufacturers, distributors 

and dealers write direct to: 


THE GENERAL TIRE & RUBBER COMPANY 
TEXTILEATHER DIVISION . TOLEDO 3, OHIO 


GENERAL 


PLASTICS 


The Generai Tire 
& Rubber Company 


ros 


W 


all 
s & 
OO”. 
Paul; 
tead, 
nter 
erry 
inier 
1Ders 
ynery 


D 


CHAIR BY 
THE HARTER CORPORATION 
STURGIS, MICHIGAN 













HIYA! WE'RE THE NEW BABY— 
making Rubber Bands only. 


We make every type, size, width 
and color in our new modern plant. 


We sell only through regular 
trade channels. 


We invite you to send for 
samples and prices. 


Our name is 
KEENER RUBBER, INC. 
ALLIANCE 2, OHIO 


THANK YOU 





1 OZ. 
“% LB. 
1 LB. 
IN “PIK-TOP”’ 
BOXES 


MAIL 





it ox sin at ss 








KEENER RUBBER, INC. TELEPHONE 
800 COMMERCE COURT, ALLIANCE 2, OHIO 1-3536 
GENTLEMEN: PLEASE RUSH SAMPLES AND PRICES: 

COMPANY NAME (PLEASE PRINT 

STREET CITY STATE 





YOUR NAME, PLEASE 
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V. A. Hansen, Hansen Office Supply Co., Withee, Wis.; H. J. 
Woodmansee, Woodmansee Stationery Co., Bismarck, N. D.; 
Larry Hamm, The Pierce Co., Fargo, N. D.; J. E. Gaffaney, 
Sr., Gaffaney’s, Inc., Fargo, N. D.; Joe Roller, Sr., Roller Of- 
fice Supply Co., Grand Forks, N. D.; Rolla R. Baird, Com- 
mercial Office Supply Co., Des Moines, Iowa; Clarence Ben- 
son, Henry Johnson, Harry Sahner, M. W. Lane, all Farn- 
ham’s Stationery & School Supply, Minneapolis; D. L. Iver- 
son, Ames Stationers, Ames, Iowa; and E. T. Safford, Saf- 
ford’s, Inc., Superior, Wis. 

Suitable certificates attesting to the years of service were 
presented to each of the above. 

Following short talks by Paul Burbank, executive vice-presi- 
dent of NSOEA and President Leonard Wilcox, the big mo- 
ment arrived. 

Miss Gretchen Kelleher, representative for Braniff Inter- 


Winners of the ‘‘Lucky Seven”’ Dream Trips... 





Gretchen Kelleher, representative of Braniff International Air- 
ways, and Governor Walter Hubbs offer the tickets and con- 
gratulations to the two winners of the all-expenses-paid dream 
trips, highlight attendance prizes. Bob Schrank, second from 
the right, managing editor of Modern Stationer, won the trip 
to New Orleans during the 1958 Mardi Gras. Jim Lemons, 
Federal Stationery, Omaha, Neb., right, won the trip to Las 
Vegas for two. 


national Airways, was on hand to draw the two winning tickets 
for the “Lucky Seven” trips. The tickets were gathered at each 
session, signifying attendance at the session. The winner of the 
all-expense-paid trip for two to New Orleans during Mardi 
Gras week was Robert Schrank, of Modern Stationer. The 
winner of the trip to Las Vegas for two, an extra added prize 
attraction, was J. K. Lemons of Carpenter Paper Co. 

The evening ended with dancing to the music of Don Hoy 
and his orchestra. 

Next year the Seventh District will meet in the Hotel Leam- 
ington in Minneapolis, Minn., on June 1, 2, and 3. 


Kores Now Occupies New Quarters... 





Kores Manufacturing Corp., recently moved offices and fac- 
tory to a one-story structure covering almost an entire city 
block at 701-725 Whittier St., New York 59, N. Y. The 
building houses modern, air-conditioned offices and an ultra- 
modern plant devoted to the manufacture of carbon paper, 
inked ribbons, stencils and related products. The company 
states that greater production capacity will reduce delivery 


time 
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the manufacturer's key to office appliance Security 


1974 Metal drawer lock 4153 Metal door ACE 7-pin tumbler 


' —— lock 
7002 Cabinet combination lock 3466 Sliding door lock %,"" travel 


fi in 180° turn 
1968 & 1970 Metal or wood drawer 75.10 Locking cabinet or locker 
locks handles and plain handles 
1747 Lid lock (75-50), individually or in 
, sets 
1747-4 Strike for chove lock 76-10 “T” type locking handles and 
5001 & 5002 Filing cabinet locks plain handles (76-50) as 


2221 Metal door cam lock above 


The equipment you manufacture is only as tamper-proof as 
the locks you install. Make security one of the key points of 
your line by installing Chicago Locks. No obligation for engi- 
neering cooperation. Write for our complete catalog. 


CHICAGO LOCK CO. 


2016 N. Racine Avenue « Chicago 14, Illinois 
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For the Important Men in Business 


EXECUTIVE POSTURE CHAIR 


Proudest office possession of top management 
throughout American business. ..the MILWAUKEE 
Executive Posture Chair...a triumph in custom 
quality and healthful posture seating, unsurpassed 
for luxury and distinction...a gilt-edge investment 
in lifetime, fatigue-proof, individualized comfort 
and well-being. 

Write for complete details on the MILWAUKEE 
Executive Posture Chair—the largest-selling 
luxury chair in the office field. 


makers of fine chairs for over half a century 


MILWAUKEE CHAIR COMPANY 


Milwaukee 45, Wisconsin 
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6th District Notes 





Cc. O. SCHLAVER, correspondent 
Office Appliances 
600 W. Jackson Bivd., Chicago 6, Ill. 


One of the first things Harry Venet, Reyburn Mfg. Co.., 


promised when he was appointed chairman of the June golf 


tournament of the Great Lakes Travelers Club was to provide 
perfect golf weather. This he did on June 20 at the River 
Forest Country Club just west of Chicago. Those who re- 
sponded to the call of golf numbered 71. An additional 23 
arrived in time for dinner. 

Assisting Chairman Venet as members of the golf com- 
mittee were Jim Golden, F. S. Webster Co., co-chairman; 





At the GLTC June Golf Tournament .. . 

1. Seated: ‘Harry Venet, Reyburn Mfg. Co., golf chairman; 
Clem Clemen, G. J. Aigner Co., GLTC president; Jim 
Golden, F. S. Webster Co., golf co-chairman. Standing: Art 
Finger, S. J. Olsen Co., Milwaukee, Wis., NSOEA Dist. No. 
6 governor; Ray J. Eichenlaub, Service Steel Products Corp., 
and Tom Gillice, Rockwell-Barnes Co., golf committee 
members 

2. Low gross winner and his trophy: Johne Stuercke, Rogers 
Loose Leaf Co., who scored a 77 

3. Low net men: Bob Grecco, Reyburn Mfg. Co., and Harold 
Heyward, Swingline, Inc., who have the Calloway system to 
thank for net scores of 71. 


Walter Lennartson, OFFICE APPLIANCES; Bob Krumwiede, 
Chicago Desk Pad Co.; Norbert Burgess, Sanford Ink Co.; Ray 
J. Eichenlaub, Service Steel Products Corp., and Tom Gillice, 
Rockwell-Barnes Co. 

John Stuercke, Rogers Loose Leaf Co., took low gross 
honors with a 77 and was awarded a handsome trophy. The 
Calloway system of figuring net scores resulted in a three-way 
tie at the low net figure of 71 — Bob Grecce, Reyburn Mfg. 
Co.; Harold Heyward, Swingline, Inc., and John Stuercke. 

Just before the prizes were distributed (there were enough 
so that everybody got one) Art Finger, S. J. Olsen Co., Mil- 
waukee, Wis., recently re-elected governor of NSOEA Dist. 
No. 6 after a year of vacation from the office, was given an 
appropriately inscribed leather correspondence folder by Clem 
Clemen, G. J. Aigner Co., as president of GLTC. 
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W) So unique in its field is the fully automatic Friden Calculator that 
it is called The Thinking Machine Of American Business 
The reason is: Exclusive features enable the Friden to perform 


more steps in figure-work without operator decisions than any 


other calculating machine ever developed! 


@ At the heart and base of automatic figure-work in the * 
modern office is the Friden Calculator. And here it will be 
always...indispensable equipment for every kind and size 
of business...the essential programmer in many IDP sys- 
tems. Watch this brilliant, fully automatic Calculator deliver 
near instantaneous answers at the touch of a key. See how 


completely it takes over everyday statistical work for pay- bri ' ti fi 
- . nae . . wings yo n automatic otice 

roll, invoicing, inventory, sales analysis, all the figuring gs you ana 

you do. Can be operated by anyone with the simplest in- Commercial Controls Corporation, Rochester, N. Y., Subsidiary 

struction. Many models, sizes, prices. Invite in the Friden ©Friden Calculating Machine Co., Inc., San Leandro, Calif. 


Man to show you! —sales, instruction, service throughout U.S. and world. 
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_..sure must sell a lot of 


those KIL-KLATTER pads! 
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A peek at dealers’ sales records will con- 

vince you that Kil-Klatter typewriter 
pads are fast-moving, profitable additions 
to any office supply line. 


It’s easy to get new business for Kil-Klatter. 
An aggressive sales aid program including 
newspaper mats, counter easels, envelope 
stuffers and catalog cuts will go right to 
work for you. 





Made from nationally famous 
OZITE ... all-hair felt 


Once offices use Kil-Klatter pads, you'll find they re- 
order for their new typewriters. They like Kil-Klatter’s 
shock-absorbing, sound deadening features. They like 
the way it holds machines from slipping. 


@ Don’t be on the outside looking in! Order 
your supply of Kil-Klatter pads and sales 
aids today. You'll sell ‘em quickly. 


Te devils: 


~~~ ~~ SSNS AAAA AN 


THE SCIENTIFIC TYPEWRITER PAD 


AMERICAN HAIR & FELT COMPANY 


Merchandise Mart * Chicago 54, Illinois 








West Virginia Dealers Meet 

A record attendance was reported for the second big meet- 
ing of the West Virginia Office Equipment Dealers Associa- 
tion on Saturday, June 15, at the Black Knight Country Club 
in Beckley, W. Va. 

Mrs. Ellen May, the “petticoat” president, combined hos- 
pitality with an outstanding business program. Her guest 


A CHALLENGE 
vo / 


iy 
Guest Speaker . . . D. R. “Bud” Prugh, and Mrs. Ellen May, 
president of the West Virginia Office Equipment Dealers, point 
to the theme of the main speech at the recent meeting of the 
group 


speaker was D. R. “Bud” Prugh, sales engineer for Maritz 
Sales Builders of St. Louis, Mo. He spoke on the subject, “A 
Challenge to Management,” and had his audience taking in- 
spired notes. 

“How to Sell Quality” was presented by Paul Kell of S. 
Spencer Moore Co., Charleston, W. Va., on sound film. George 
S. Long, All-Steel Equipment Co., acted as moderator in an 
audience-participation program on the subject of “Sales Ter- 
ritories” for retail office equipment salesmen. 

A friendship hour followed the program, and that evening 
all enjoyed a steak dinner. Lloyd Landenberger, president of 
the Fifth District Travelers Club, awarded golf prizes to those 
who tried the golf course. 

J. Hanly Morgan, Fifth District governor, was host to deal- 


iy 2 d — 


me 





Enjoying the all-day meeting were, left to right, Mrs. 
George S. Long, Mrs. Bob Prouse, and Mrs. “‘Lefty’’ Willis. 


ers and travelers on Sunday following the meeting at their 
home in Huntington, W. Va. 


Wedding Bells 


Walter Bryzek, Johnson Chair Co., was married on June 29, 
to Loretta Jurkovic. They left immediately for a honeymoon in 
Nassau in the Bahama Islands. 
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@ “Live” Keyboard 


@ Adjustable Keytouch 


2 Exclusive Features 





that mean greater profits 
to Walional Dealers everywhere! 


You can be sure that you'll sell more 
Adding Machines when you sell Nationals. 
National’s patented “Live” Keyboard 
eliminates the necessity of depressing the 
motor bar because each key acts as its 
own motor bar! And National’s “Live” 
Keyboard is instantly adjustable to each 
operator's touch! Repeated demonstra- 
tions have shown that National Adding 
Machines greatly increase operator effi- 
ciency and cut hand motion by as much 
as 50% ! 

“Live” Keyboard and Adjustable Key- 
touch give you an exclusive combination 
that practically sells itself upon demon- 
stration. And the popularity of the entire 
line of National Adding Machines and 





Desk Model Bookkeeping Machines is 
your guarantee of greater sales, plus 
higher margins of profit! 

Added to National’s two exclusives, your 
customers also get these 8 time-saving 
features: 


Automatic Clear Signal 

Subtractions in red 

Automatic Credit Balance in red 
Automatic Space-up of Tape when 
total prints 

Large Answer Dials 

Easy-touch Key Action 

Full-Visible Keyboard with Automatic 
Ciphers 

Rugged-Duty Construction 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


989 OFFICES IN 94 COUNTRIES 
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& For full information on 


Dealerships now available to handle 
complete line of National Adding 
Machines, contact our Dayton office. 








Region 13, Metropolitan Travelers Elect New Officers... 


j 





1. Region 13 officers: George Riechman, Mooney’s, Inc., New 
York City, governor; Carl Judkoff, Cantigney Prtg. & Staty 
Co., New York City, outgoing governor; Al Pickar, Acme 
Staty. & Prtg. Co., Newark, N.J., governor; Fred Roscher, 
Fred C. Roscher, Inc., New York City, treasurer 


2. Metropolitan Travelers Club officer Herbert Grayson, 
Ace Fastener Corp., treasurer and secretary; James T 
Hurley, Oxford Filing Supply Co., second vice-president 
Milton Stone, Stone-Newman Associates, outgoing presi- 
dent, presenting gavel to George Nicklaus, National Blank 
Book Co., new president; Emil Contreras, Joseph Dixon 
Crucible Co., first vice-president 


Registration Tops 
500 at Grossinger’'s 


Al Pickar Elected Region |3 Governor— 
Troupers Aid Program—Metropolitan 


Travelers Hold Annual Meeting 
Grossinger, N. Y 


Grossinger’s was again the scene of the annual convention 
of the New York Stationers of NSOEA 13th Region, held 
June 10-11 in the Grossinger’s Hotel and Country Club, 
Grossinger, N. Y. 

Located in the beautiful Catskill Mountain area, just a 
two and one-half hour drive from New York 
City, this magnificient resort of some 850 arcres 
located in rolling country has long been operated 
by the Grossinger family. It provides superb 
outdoor facilities for sports of all kinds. 

Governor Carl C. Judkoff, Cantigney Printing 
& Stationery Corp., New York City, presided at most inter- 
esting and informative addresses given by the NSOEA Troupe 
and local speakers. A total registration of 547 was reported, 
and the attendance at the banquet was given as 585. 

President Leonard B. Wilcox, Roberts Printing & Stationery 
Co., Hutchinson, Kansas, gave his talk entitled, “How is Your 
Company Climate”. He was followed by R. W. Sprott, The 
Globe-Wernicke Co., whose topic was, “Our Responsibility 
to American Business”. The next Troupe presentation, 
“NSOEA’s Workshop Clinic”, was given by Paul E. Burbank, 
NSOEA executive vice-president. Other addresses were given 
by Governor Carl C. Judkoff, Milton Stone, Stone-Newman 
Associates, president of the Metropolitan Travelers Club, and 
Lou Goldstein, director of activties at Grossinger’s 

The program was divided into two morning sessions June 
10 and 11, preceded by registration which started Sunday, 
June 10 in the afternoon. A “Hospitality Hour” was held in 

(Continued on Page 154) 





On the Opposite Page... 


1. Dave Harnik, Mrs. Dave Harnik, Mr. & Mrs. Sol Leitzes 
and daughter Marilyn, Douglas Vogel and Rochelle 
Leitzes, all of Challenger Stee! Products Corp.; Mr. & Mrs 
Jack Newman, Chas. Nathan & New York City; Mrs 
Ralph Vogel, Ben Kraut and F Yer f Challen- 
ger Steel Products Corp 
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Sandy Eliot, Mrs. & Mr. Charles Lipman, all of George 
B. Graff Co 

Nancy Steever, Mr. & Mrs. Paul Steever, Office Equip 
Co., Harrisburg, Pa. Mr. Steever is governor of Region 3 
Murray Slavin, guest; Mr. & Mrs. Marvin Herskowitz 
Marnay Sales & Mfg. Corp.; Allan Stark, Julius M. Stark 
and Miss Edith Stark, all of Julius M. Stark & Co., Balti- 
more, Md 

Carl C. Judkoff, Governor Region 13, Cantigny Prtg. & 
Staty. Corp., New York City. 

Mr. & Mrs. Louis F. Caracci, The Nor-Wood Co., Inc., 
New York City; Sam Jason, mfrs. rep.; Charles W. Gilbert, 
OFFICE APPLIANCES 

Mr. & Mrs. Leonard Wilcox, Hutchinson, Kans. He is 
president of NSOEA. 

Mr. & Mrs. Maurice Stierer, Jr., The Globe-Wernicke Co.; 
Mr. & Mrs. James T. Hurley, Oxford Filing Supply Co 
Mr. and Mrs. Joseph F. Sokol, Sokol’s, Astoria, N. Y.; V. 
W. Scheinman, Cole Steel Equip. Co., Inc.; Felix Knight, 
singing star of Metropolitan Opera; Billy Knight, Diane 
and Michael Scheinman. 

Mr. & Mrs. William Finger, Simax Stationery Co., Inc., 
New York City; Mr. & Mrs. Ben Cohen and Mr. & Mrs 
Bernard Busch, Regency Thermographers 

Henry Arroll, Saxon Paper Co.; Harry Fensterheim, S. E 
& M. Vernon, Inc.; Joseph Linehan, Joseph Dixon Cru- 
cible Co.; Alvin Frohman, Champion Staty. Corp., New 
York City; Al Seidman, Venus Pen & Pencil Corp.; Sig 
Engleberg, Eagle Pencil Co. 

Mr. & Mrs. Herman Golding; Mr. & Mrs. Morris Leavitt; 
Mr. & Mrs. Harry A. Azoff, Federal Staty. Co., Boston. 
Mr. & Mrs. Irving O. Lasner (observing their 25th wedding 
anniversary), Goldsmith Bros., New York City; Mr. and 
Mrs. Samuel! Goltzman, Mutual Stationers Supply Corp.; 
Mr. and Mrs. Jack Silber, Advanco Products. 

Sam Jason, mfrs. rep., Montreal, Canada; Mr. & Mrs 
David Gabe, IDL Mfg. & Sales Corp.; Mrs. A. |. Goldberg, 
New York City; Mr. & Mrs. Manuel Davidson, Perfect 
Rubber Seat Cushion Co.; Emil Contreras, Joseph Dixon 
Crucible Co 

Mr. & Mrs. Martin J. Murrett, Ryan & Williams, Inc., 
Buffalo, N. Y., Mr. & Mrs. David Gabe, IDL Mfg & Sales 
Corp.; George Riechman, Mooney’s, Inc., New York City 
Mr. & Mrs. William Thompson, Mr. & Mrs. Richard A 
Jonas, Jr., Mr. & Mrs. James T. Hurley, Oxford Filing 
Supply Co 

Governors, one and all: Raymond C. Scheppach, Schep- 
pach & Goekler, Inc., New Haven, Conn., region 1; Al 
Pickar, Acme Staty. & Prtg., Newark, N. J., Region 13 
Paul Steever, Office Equip. Co., Harrisburg, Pa., Region 3; 
Martin J. Murrett, Ryan & Williams, Inc., Buffalo, N. Y 
Region 2 

R. W. Sprott, vice-president, The Globe-Wernicke Co., 
Mr. & Mrs. J. W. McCormick, Jr., Stationers Guild of 
America; R. H. Hammer, president, The Globe-Wernicke 
Co 

Lawrence Tabat, Mr. & Mrs. Gabe Carlin and Lawrence 
Avanzino, all of Old Town Corp 

R. W. Sprott, general sales manager and vice-president, 
The Globe-Wernicke Co. 

Mr. & Mrs. Samuel Stein, Quality Office Equipment Co 
New York City. He is president of New York OMDA; Mr 
& Mrs. Herbert C. Toussaint, Central Duplicator & Type- 
writer C Camden, N. J., president eastern region NONM- 
DA 

Leonard B. Wilcox, president of NSOEA 

Mr. & Mrs. Dave Lifton, Lifton-Keppler Assoc.; Mr. & 
Mrs. Milton Stone, Stone-Newman Assoc.; Mr. & Mr 
Ben Schumsky, Perry Prt. & Staty. Cot, New York Cit 
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that’s eliminated with 


HYGIENIC 


Foot Congo 


MATS and RUNNERS 


The quality floor mats that reduce fatigue 
and increase efficiency for all who must 
work standing. 


© Available in 8 Marbleized Colors 








Heres the eenel. + « 
ber tile flooring 


rubber base 
port without 


: b 
beautiful rv 
: ed to a sponge 
provides pro 
being “mushy: 


“ 


Hygienic Foot Comfort Mats and Runners will make 
a fine addition to your line—sure to please your 
customers and be highly profitable to you. Write 
today for details and prices. 


® THE HYGIENIC DENTAL MFG. CO. 


AKRON 10, OHIO, U.S.A 
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the Terrace Room with Region 13 as hosts, followed by 
dinner in the main dining room and later an all-star variety 
show was presented in the Terrace Room followed by danc- 
ing for the remainder of the evening. 

Following addresses Monday by Troupers Wilcox and 
Sprott, the next feature was a relaxation period entitled, 
“Mental and Physical Calisthenics for the Tired Business 
Executive”, conducted by Lou Goldstein, Director of Activities 
at Grossinger’s. Of “Simon Sez” fame, he conducted exercises 
interspersed with humor that was both relaxing and at times 
hilarious to the enjoyment of all present. 


Seen at Grossinger’s... 








1. Mr. & Mrs. Julius Roth, Mrs. Barney Goldberg, Mr. & Mrs. 
Morris Cutler and Barney Goldberg, all of Barney’s, Hart- 
oid, Conn 

2. Stanley Brody, Arthur Brody, Mrs. Rose Brody and Jack 
Brody, all of Paramount Staty. Corp., New York City; John 
Fisk, All-Rite Pen Co. 

3. Mr. & Mrs. Harold Rice, Mr. & Mrs. E. J. Bonney, Apsco 
Products, Inc 

4. Jerome S. Savage, The Carter’s Ink Co.; Mr. & Mrs. Joseph 
Ackerman and Mr. & Mrs. Irving Ackerman, all of Para- 
mount Office Supply Co., Providence, R. |. 


The concluding event of the session was the annual meet- 
ing and election of officers of the Metropolitan Travelers 
Club with President Milton Stone, Stone-Newman Associates, 
presiding. New officers elected by the club are: — 


President — George Nicklaus, National Blank Book Co. 

First vice-president — Emil J. Contreras, Joseph Dixon 
Crucible Co. 

Second vice-president — James T. Hurley, Oxford Filing 
Supply Co. 

Treasurer-secretary — Herbert Grayson, Ace Fastener Corp. 


The afternoon was devoted to recreation such as golf, 
tennis, a tour of grounds and kitchens, voliey ball, swimming 
and other relaxations. At 9:30 P.M., a variety show was 
given in the Terrace Room. 

The concluding session was called to order at 9:30 A.M. by 
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Your smartest move! 


There are more dollars for you in every Seal-O-Matic sale . . . lower 
inventory cost . . . higher per unit profit .. . no dead-end models, no 
obsolete shelf-sitters, but a streamlined quality selection of fast-moving 
Automatic and Manual Tape Dispensers and Moisteners. Backed by an 
aggressive advertising campaign and merchandising program. Write 
for details on Sales Promotion and cooperative Direct Mail campaigns. 

















WALTER A 
TERS 60 Automatic SURWAY Envelope and 


FLASH Dispenser $1 8.95 retail Label Moistener 
Brush Sealer Push-down handle, dispenses > 
. 1.¥° wide gummed we n adjustat $3.50 retail 


$6.50 retail lengths 2” to 72". Lifetime blade 1%” pure bristle brush, ideal for 
For tape up to 11%.” wide; removable Rustproof, unbreakable. Removabi: labels, stamps, envelopes, etc. Heavy 
aluminum water box, easily cleaned or water box. Pure bristle brush: dan non-tip, rust proof, all metal body, 
filled. End-to-end moistening. Control mertone gray plated brass top, rubber feet. 
guides offer smooth non-clog operation. CHROME TOP MODEL £19.95 ret SeWEL 3” brush model... $4.25 retail 





















SENIOR 3” 
Automatic 
Dispenser 








*49.95 













eo, retail 

CELLO Definite Length . Ejects gummed tape of predetermined 

Dispenser *12.98 retail lengths 21%” to 36”, widths 114” te 
For cellophane or pressure sensitive 3”. Visual measuring scale, lifetime UTILITY Sealer 






stainless steel blade, pressure weight 
on 2 bristle brushes assures even wet- 
justable up to 4” each press ting. Side bottle maintains water level 
Tape Slitter-——splits tape in half length in removable tank. Fully enclosed body. 
wise, ejects 2 equal pieces each press HEAVY DUTY No. 55—for reinforced 

$1.00 exc FC ee $55.95 retail 






tape. Prevents waste! Feed stop mech 
onism measures and ejects lengths od 






*8.50 retail 









LEWIS TRIGGER- ACTION SAFETY KNIFE 
Only knife with avto- 
matic spring safety guard 
over blade. Specified by 
U.S. Army, Navy. Chrome 
finished, rustproof, un- 


"a 50 Individual 
y boxed, 12 
retail to colorful display carton. 










FLASH BOX OPENER 


LIGHTNING Brush Sealer only *2.10 retail LEWIS UTILITY KNIFE 
. World's fastest Box Opener—?2 

$10.85 retail lion sold! Slides alor - top edge f only 75° retoil 

Heavy duty 3” pull sealer. Pure bristle cartons, cuts top cover only without a gens 

brush, 4 sets of rollers, plus subway damaging contents. Completely safe oo pow aga a 

feed assure easiest flow of any pull prevents accidents. 5 FREE blades; rust > ave 

sealer on market. Removable aluminum proof, unbreakable, used by U.S. Govt lined, molded to fit hand, 


uses 4 notch adjustable 
blades. 





water box and major chains. Individually boxed 

















ORDER NOW ... or write for further details and discounts! (Prices slightly higher West of Rockies) 
eo 
eol- -matic 
Our 22nd Year DISPENSER CORPORATION 
Formerly Lipton Manufacturing Co. Dept. OP-8, 169 Murray Street, Newark 5, N. J. 
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Protectall Imperial Model 1217-V [fits into floor or concrete block. 
10” high, 10” wide, 11” deep, overall. Door case-hardened steel 
14%” minimum thickness, body 1” open-hearth steel, all joints 
electrically welded. Three-tumbler Protectall combination lock 
controlling three °4" locking bolts. Bears Safe Manufacturers 
Association label. Available with or without two-key inner door. 
Underwriters’ Laboratories, Inc. approved relocking device. 
Qualifies for low class “E”’ insurance rates. 











New PROTECTALL low-cost 
money safe cells fast to 
ctoreg, drive-ing, motels! 


Gas stations, restaurants, dry cleaning shops, 
bars, florist shops dozens of other small 
businesses are excellent prospects, too, for this 
new Protectall Money Safe. 


Low-price advantage gives dealers wide-open 
opportunity to make quick, profitable sales... 
and lots of them! 


Write today for full information on new Protectall 
Imperial Money Safe. Ask for complete Protectall 
catalog showing full line of fast-selling record 
safes, money safes and wall safes. 


a Protectall Safes 


at Department 926-4, Hamilton, Ohio 
Division of the MOSLER SAFE Company 
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Governor Carl (¢ Judkoff who introduced Milton Stone 
president of the Metropolitan Travelers Club, speaking on 
“Age Bias in Industry”. Deploring the fact that most com 
panies will not hire men over 40-45 years of age, he in 
formed his listeners that the Metropolitan Travelers Club puts 
forward the middle-aged man as more qualified because 
of loyalty, morale and responsibility which are superior to that 
of younger men. He went on to say that now some of the 
large companies are hiring men of 50 years and over. He 
gave some examples of men up to the age of 65 who have 
won awards for salesmanship. 


Adults Responsible for Change 


Calling attention to the fact that adults are responsible for 
many changes in the history of our country and development 
of our industry, he declared the more mature men have more 
experience and have learned resourcefulness through the years. 

The Region 13 business meeting was the final feature of 
the second session with Mortimer Libien, Libien Press Inc., 
New York City, presiding in place of his brother, J. S. Libien, 
who, because of his recent illness was unable to attend. Mr. 
Libien read a new set of by-laws to conform to NSOEA pro- 
cedures which were regularly moved and seconded after 
amendment stipulating a minimum of three meetings per year 
was added. The motion was unanimously carried. 

New officers elected are: 

Governor Al Pickar, Acme Stationery & Printing Corp., 
Newark, N. J 

Lieutenant Governor — George Reichman, Mooney’s Inc., 
New York City. 

lreasurer Fred C. Roscher, Fred C. Roscher Stationery, 
Mt. Vernon, N.Y. 

Announcement was then made that the 13th Region will 
again meet at Grossinger’s for the convention in 1958 

Just before adjournment a resolution was proposed by 
Mortimer Libien to thank the Grossinger family for their 
courtesy and co-operation in making the convention a success 

On Tuesday evening the Grossinger family were hosts at 
a reception and cocktail party in the Terrace Room followed 
by the annual banquet in the main dining room attended by 
members of the NSOEA 13th Region, their wives and guests. 
During the dinner gifts for the ladies were distributed, con- 
sisting of a Julius Kahn Wearever ball point pen and a 
beautiful photo holder, courtesy of the 13th District. 

Brief talks were given by President Leonard Wilcox and 
Homer Lay, NSOEA manager who was pinch hitting for 
Paul Burbank who had to leave early because of his wife’s ill- 
ness. Mr. Lay presented a plaque to Milton Stone, President 
of Metropolitan Travelers Club, in appreciation by NSOEA 
for meritorious service and to Governor Carl C. Judkoff a 
sterling cigarette box suitably inscribed. 


Star-studded Entertainment 

Star-studded entertainment was presented in the Terrace 

Room and after the show came dancing for the balance of 
the evening. 

Prizes in the golf tournament were awarded at the banquet 


to: 

Men’s Low Gross — Joseph Schlanger, West Shore En- 
velope Co. 

Women’s Low Gross — Dorothy Levy, wife of Henry 


Levy, Silver Stationery Co., New York City. 

Other winners were Martin Lewis; F. R. Dellitt, Under- 
wood Corp.: Al Strumlauf; W. T. deGroff, Intercontinental 
Trading Corp.; Frank White, Hamilton Manufacturing Co.; 
Charles W. Busk, Ezyindex Products Corp.; Mrs. Bernice 
Reichman, wife of George Reichman, Mooney’s Inc.; Mrs. 
Anna Dreyer, wife of Max Dreyer, Colortype Publishing 
Co.; Mrs. Florence Simon, wife of Seymour Simon, S.N.A. 
Stationery Co., and Mrs. Ruth Busk wife of Charles W. Busk. 


IBM Expands Essex Junction Plant 

International Business Machines Corp. has announced 4 
new 32,000-square foot addition to its plant located at Essex 
Junction, Vt. The addition to the present building, which 1s 
leased from Cynosure Corp., will provide a total of 72,000 
feet for manufacturing and office space. Increased production 
of wire contact relays is the company’s goal. 
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Appearance Always Counts 


Discerning secretaries everywhere —whether they're typing for 
the company president or Poseidon—want the impression they 
create to be the correct one! That's why so many of them look 
to Columbia ribbons and carbons for that something extra that 
puts their office correspondence in a class by itself! 

Columbia Ribbon and Carbon Manufacturing Co., Inc., 
Glen Cove, New York. 


. ea ‘ 
sex ; s ’ 
: ; “Sg RIBBONS AND CARBONS 


1 

000 “A ; 

fion , . CLASSIC + SILK GAUZE + MARATHON + COMMANDER 
PINNACLE . RAINBOW . DH&D . TITAN 
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Stand illustrated: Model 7800-TF. 


Sell Toledos... 
the typewriter stands that combine 


HIGHEST STRENGTH 


with smart, attractive appearance 


It pays to start your customers off right . . . with 
Toledo Typewriter stands. 

Toledos are famous for strength, safety and 
convenience. As for long life, they’ll outlast the 
equipment they’re designed to support and protect. 

Toledos are attractive in appearance, too. Thus 
even the most modern office can use them to ad- 
vantage in providing security for valuable office 
equipment. 

Call or write us today and we'll see that you get 
complete information about Toledo Typewriter 
Stands, and other Toledo Equipment you can 
handle with pride and profit. 


. Toledo File Stool 
Mode! 5056-14 


All-steel. Perforated round seat 
—very rigid, durable and com- 
fortable. Wide leg spread pre- 
vents tipping. Large easy- 
rolling rubber casters permit 
moving about quietly without 
effort. 


The Toledo Metal Furniture Co. 


1100 HASTINGS STREET + TOLEDO 7, OHIO 








Production 
Seating 


Tables Posture Chairs 





Series 9606-17" Series 8150-26” 


Series 8100 


Series 7250 
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7th District Notes 


CHARLIE CORDRAY, correspondent 
914 W. 801/, St., Bloomington, Minn. 





It’s a Record Man oh man, what a convention! All rec- 
ords were broken, in other words, Lucky Seven did it again. 
Total registration was 302. Out of that 302, there were 82 
dealers, 77 ladies, 104 travelers, 29 manufacturers and 10 
complimentary registrations. To you outside readers, in case 
you forgot where it was held — The Savery Hotel, Des 
Moines, lowa, June 2, 3 and 4, 1957. Paul Burbank’s troupe, 
“The Workshop”, was excellent. The Sale-O-Rama was some- 
thing to remember. 

Welcome to the travelers of District that live out of the 
district. Our heartfelt thanks go to you on your co-operation 
and participation in this event. 

Election Events: Northwest Travelers chose as their pres- 
ident, Bud Caruso; Ist vice-president, Larry Johnson; 2nd vice- 


7 









mM 
Convention greeters . . . Paul Ulwelling, Swingline, Inc. ,and 
Charles Cordray, Sturgis Posture Chair, now writing this 
column, met the incoming guests at the Hotel Savery on Sun- 
day to instill a little Mardi Gras spirit. At the right, Clown Ray 


Johnson, Quality Park Envelope Co., and friend (or friends) 
Dave Holmes and Chuck Mettler, neighbors of Bob Brown’s. 


president, Bob Vater; auditor, Bill Carroll; chaplain, Rev. Jack 
Berry; secretary-treasurer, Earl Collins; corresponding secre- 
tary, Charlie Cordray. 

The 7th District stationers new officers are Bob Brown of 
Koch Brothers, governor, and Howard Schaub of Schaub’s 
Office Supply, vice-governor. 

Regionettes: president, Tess Goodhand; vice-president, Alita 
Schaub; secretary, Audrey Blackbourn; and treasurer, June 
Deming. 

rs 

MARDI-GRAS: That costume ball was real gone, well, 

really cool. Every costume was perfect. Masquerade winners 
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Most Unusual . . . was the prize title for Mr. and Mrs. Wayne 
Davis, Latta’s Inc., Cedar Falls, lowa. The golf idea reminded 
all of Sunday’s torrid tournament. 


were Rev. Jack Berry as Gorgeous George (considered the 
most ridiculous); Chet Smith, Jr. and wife as Raggedy Ann 
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What a group to sell from... 


All-New DAZOR Desk and Table Lamps 





Lighting in keeping with this richly appointed office is supplied by Dazor’s 
Swing-Arm Model 1056 on the desk anda Single-Arm Flexible-Arm Model 1058 
inthe background. Finish of both is frost-green baked enamel over bonderizing, 
combined with brass; optional colors: frost-tan, statuary-bronze, gray or ebony. 


New Incandescents 


Here are the office lamps to give you a comprehensive line with Dazor 
quality all the way through. Fine executive-type lamps head the new 
group. Note the Dazor Swing-Arm model, combining high style with 
indirect lighting. There’s also a completely new Dazor Floating-Arm 
model with compact reflector and diamond-shaped base. 


Broader Markets for You 


Look, too, at the smart new Dazor decorative lamps that illuminate 
and dress up the smaller desk, reception desk or table. Two are Flexi- 
ble-Arm models—Twin-Arm and Single-Arm. The other, a Rigid- 
Standard Dazor, matches the Swing-Arm model, promotes a dual office 
sale. Moreover, these models are just right for institutions, dormi- 
tories, motels, hotels, home TV rooms and dens. 


Air-Cooled for Comfort and Safety 


In every case a major feature of the new Dazors is the Air-Cooled 
Reflector—comfortable for the user to work with and safe to touch. 
Changing the light location involves no hazard. Full information on 
the lamps is available from your Authorized Dazor Distributor. If you 
need his name, write to Dazor Manufacturing Corp., 4481-87 Duncan 
Avenue, St. Louis 10, Missouri. In Canada address Amalgamated 
Electric Corporation Ltd., Toronto 6, Ontario. 


ONLY QUALITY FIXTURES COME FROM 
THE MAKERS OF 


DAzoR FLOATING LAMp. 


FLUORESCENT and INCANDESCENT 
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For the desk occupant who desires unrestrict- 
ed control of light location and volume, the 
distinctive Dazor Floating- Arm Model 1057 
above is the answer. Its diamond-shaped base 
has beveled edges. Finishes are frost-green, 
frost-tan, statuary-bronze, gray or ebony. 





Simplicity of design and restful indirect light- 
ing are characteristics of this Dazor Model 
1055. Finishes are frost-green, frost-tan, stat- 
uary-bronze, gray or ebony. It is a natural 
mate for Swing-Arm Model 1056, 





Varied arm arrangements are possible with 
Dazor’s Twin-Arm Flexible-Arm Model 1059. 
Finishes: frost-green, frost-tan, statuary- 
bronze, gray or ebony, combined with brass, 













































































OR BIGGER SA A Quality Line — 
OR BIGGER PRO Sensibly Priced! 


Artistic 


PRODUCTS 





LINOLEUM DESK PADS 


DESK BLOTTER PADS 
LEATHER DESK SETS 
A WOOD DESK TRAYS 


WOOD COSTUMERS 














WOOD WASTE BASKETS 
ALUMINUM COSTUMERS 
ALUM.WARDROBE RACKS 
MASONITE CHAIR MATS 
CARD INDEX BOXES 

CLIP AND ARCH BOARDS 


OFFICE SPECIALTIES 











Write for our 
NEW 24 page 
illustrated Catalog 
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PAAMUFACTURERS of SPECIALTIES /o> <4 STATIONERY ond OFFICE EQUIP. TRADES 


13) EAST 133rd STREET, NEW YORK 54, N. Y. 
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and Andy were the best couple; Evelyn Ertle as a Japanese 
Geisha Girl had the best disguised costume; Wayne Davis and 
wife as the golf bag and ball had the most unusual costumes. 
Bob Vater took special prize as a ballerina. If you care to see 
yourself in costume on colored slides, stop in at Ahern-Persh- 
ing. His pictures are perfect. 

° 

Las Vegas Winner: Jack Lemons won the free trip to Las 
Vegas. He is from Federal Stationery in Omaha, Neb. Word 
of caution — don’t come back in a barrel. It could happen to 
you. 

Double Winner: | saw this chap strutting around like a pea- 
cock with a chest on him like a homing pigeon handing out 
White Owls. Why? He was a double winner. Not only did he 
win the free trip to New Orleans but also became the papa 
of a bouncing baby. Congratulations to Bob Schranck of 
Modern Stationers in Duluth, Minn. 

° 

Fishing Prevarications: Jack Guntrum, Mel Sowell and Ed 
Erickson were last seen swapping stories about the big ones 
that got away on their recent fishing trip. By the way, Ed 
Erickson is now sporting a new freshly cropped butch haircut. 

© 

Sorry to Hear: that L.E. Schwartz of Schwartz Office Equip- 
ment, Rhinelander, Wis. was severly injured in an automobile 
accident. We all wish you, Mr. Schwartz, a speedy recovery. 

° 

Reminiscing In 1942, Bob Brown of Koch Brothers, age 19, 
enlisted in the U. S. Coast Guard to do his bit to make life 
very uncomfortable for the sons of Nippon. 

June 26, 1942, Minneapolis Stationers gave a luncheon hon- 
oring Joe Hildreth making him a life member of the North- 
west Travelers Club. It was held at the Maples Athletic Club 
with Art Grayson, 7th District governor, in charge. A toast 
was drunk to Joe and formal talks and reminiscing were the 
order of the day. In attendance were Bill Smith, Ed Hanson, 
Arthur Walker, Cliff Talty, Herb Fall, Walter Pierce and Bob 
Davies. 

* 
New Store Openings: Cal Hegstrom from Bemidji opened up 
a new branch in International Falls, Minn. Reuben Strand of 
Austin Office Supply moved to a new location and has a brand 
new store in Austin, Minn. Hyde Typewriter Company just 
completed extensive remodeling on the store in Fairmont, 
Minn. Gaffney-Shipley’s store in Dickinson, N. D., was pur- 
chased by Mr. Olney. It is now called Olney’s Office Outfitters. 
Midwest Beach, Sioux Falls, South Dakota has just finished 


remodeling. 
Coming Events: Northwest Travelers golf tournament to be 
held on August 27 — the location as usual, The South View 


Country Club., St. Paul, Minn. 


Opening of New Stacor Plant Marks 
Growth of Drafting Equipment Manufacturer 

The growth over three decades of the Stacor Equipment 
Co. is revealed in the opening of their new plant. Located at 
273 to 285, Emmet St. in Newark, N. J., the brick and steel 





New Plant of Stacor Equipment Co. houses 65,000 square 
feet of designing, production and engineering facilitie 


building covers 65,000 square feet and 


is surrounded by 
several acres of ground. 

It will house all designing, engineering and production fa- 
cilities for Stacor’s Lifetime Steel drafting equipment 

All areas are open, light and airy, extending three full 
stories in height. Facilities incorporate the most advanced 
production methods, precision machinery and unusual safety 


standards. 
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a great new gift idea 


from Globe -Wernicke 















Guard-X = the greeting card record-keeper 


e Sete nie Your customers will welcome this great new gift idea from Globe- 
omart, astic desk accessor 

fin chairs al te 3 green or ose 4 Wernicke, for everybody needs a systematic method of keeping card lists 
mtains 100 greeting card records 
covering 20 yr. period, 
‘ together with card, reverse may be used for birthdates, anniversaries, gift record, 
alphabetical indexes. 


up to date. Besides keeping a 20-year Christmas card record on front of 


(Additional card Also serves as a year-round address list. 
sets of 100, . Handsome as it is useful, the greeting card record keeper makes 
nomina y 


priced.) both a perfect home and office gift. In fact, your business-firm customers 
will want to place quantity orders! Stock up on a supply . . . the hottest 


gift item at its price in Santa’s pack! 





@ Packed in smart, colorful box—ready for gifting! 

®@ Free point-of-sale display, designed especially for 
attachment to greeting-card rack; plus free news- 
paper mats to bring in more sales! 

@ Generous dealer discount for quantity orders 





GLOBE-WERNICKE 
© 


CINCINNATI 12, OHIO 


-YEARS, MANUFACTURERS OF THE WORLD’S FINEST BUSINESS EQUIPMENT, SYSTEMS AND FILING SUPPLIES 








Edd Dawson Shows Part of Pencil Collection 
During Seventh District Regional 


= 
Koch Brothers, Des Moines, Iowa, turned over all of its dis- 
play windows to Edd B. Dawson, sales manager, for a recent 
} | display of his vast pencil collection. 
| b t S 





The collection, enjoyed by many visitors to the Seventh 
Region meeting in Des Moines, now contains over 15,000 
wood and mechanical pencils. 

The oldest in the collection, Mr. Dawson said, is 110 years 
old and was a gift from Mrs. William Koch who received it 
from her grandmother. Many others in the collection are also 


Se SOS 60666 6.0 ob 0 066 006 OS OCHO CESS 100 years old or better. 

Mr. Dawson has been collecting pencils for the past 17 
years. His hobby began when he was at home sick and reading 
idstiti 





nt 


NYY et TL 








Edd Dawson . . . shows one board of Eberhard Faber pencils 
| that make up his collection of more than 15,000 wood and 
mechanical pencils collected from the world over. 


a hobby magazine. He saw a pencil collection belonging to 
a policeman in Kansas and decided that with his contacts he 
could surely do a good job. Within a month, he was on his 
way with 1,500 pencils. 
Today his collection extends through 97 different companies, 
many of which are no longer in existence, in 44 different coun- 
tries. He has been helped extensively by the exisiting firms, 
and many salesmen for these firms find new pencils for his set 
from time to time. 

Mr. Dawson is now collecting old ink wells and has 325 of 





At first glance you can see INGENTO’s Quality | these antiques. Letter openers are a new hobby also, and he is 
and superiority. It’s the line that offers so many well on his way to extending this collection. 





extras to dealers and users alike ... from the 
small 6 inch models right up to large heavy duty 


bl tel Protectall Safes Opens New Showroom... 
table models. 


THERE’S AN INGENTO CUTTER FOR EVERY PURPOSE 








Offices Homes Schools Industry 
Shipping Art & Photography Manufacturing n 

@ee7ese+e?eeoeveeoeeweeeeeteeevne ee eee eer eeerpeeeveete wee ee eeee 
- Sales Representatives: Wm. P. Corbett ° b 
“ Charlestown Village ° i 
> M. G. Patterson Horry Tehan, Jr. Phoenixville, Pa. ‘ 
7 3710 Grosvenor 84 Peachtree St., N. W. . 

Cleveland, Ohio Atlanta 3, Ga Harry B. Gorline ‘ 
: 930 Sutter St. ‘ 
= Martin M. Moldow Assoc. Milton Haylick San Francisco, Calif. , 
. 401 Broadway 4827 Marietta j s 
‘ New York 13, N. Y. Houston, Texas EtOve Ly on. Jr P 
; * | A distributors’ showroom devoted exclusively to new record 
ee eee *e#ee#ee 7 eee o . . *e 7 . *-. *e . 7. 





and money safes has been opened at 298 Fifth Ave., New 
TRIMMERS York City, by Monroe Krass, a distributor of Protectali Safes, 
division of The Mosler Safe Co. Participating in ribbon-cutting 


Send for iMustrated Sales Brochure ceremony are (left to right) Seymour Nathan, president, Chas. 


MANUFACTURED BY Nathen Office Furniture, Inc.; Mr. Krass; Sam Itkin, secre- 
IDEAL SCHOOL SUPPLY COMPANY tary, Itkin Brothers, and Raymond W. Graber, field sales man- 
$312 South Birkhoff Avenve — Chicago 20, Ill. ager, Protectall Safes. 
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Designed for today AND tomorrow— 


HUNTINGTON'S tailored simplicity, superior long-life, and relaxing comfort has 
made it outstanding in the field of club furniture. This all purpose moderate- 
priced prestige line includes a selection from over 179 patterns which may be 
harmoniously grouped for your lobbies, lounges, cardrooms and guest quarters. 
Superb craftsmanship with high-quality hardwoods makes for enduring wear and 
low-cost maintenance. It is handsomely styled to retain its contemporary fresh- 
ness through the years. 
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Showrooms: 


Huntington, Chicago, Miami, New York 


Please mail complete information OA 
about Huntington furniture to: 067 
Company ..cececceccces TOrTTTiTT Titty 


City Cee eee eeeeeeeeeee eeeeeeeeeee 


Attach to your letterhead and mail to: 
Huntington Chair Corporation, Huntington, W. Ve. 
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Tackaberry 
Now Heads 


Canadian 


New Guild Officers . . 


A Special Report 

Edmonton, Alta. 
@ THE 24TH ANNUAL meeting of the Stationery & Office 
Equipment Guild of Canada, Inc., held in Edmonton, Alta., 
June 2-5, elected Sherwood (Tack) Tackaberry as president. 
He is a native of Chicago, IIl., but has lived in Canada since 
his early ‘teens. A director of the Guild since 1952, he is vice- 
president and general manager, Windsor Office Supply Ltd., 
Windsor, Ont. 

New vice-presidents are: C. Leslie Robertson, president, 
Granger Freres, Ltd., Montreal, and J. S. Luckett, Jr., presi- 
dent, Luckett Loose Leaf, Ltd., Toronto. Immediate past-presi- 
dent of the Guild: Arthur G. Lancaster, director of chain store 
sales, Dennison Mfg. Co. of Canada, Ltd., Toronto. 

As directors of the Canadian trade association: Atlantic 
Provinces—Marshall Urquhart, J. & A. McMillan, Ltd., Saint 
John, N.B.; H. H. Simpson, H. M. Simpson, Ltd., Charlotte- 
town, P.E.I. Quebec—Jean Ayotte, P. V. Ayotte, Ltd., Three 
Rivers; George Basil, Carter’s Ink Co. of Canada, Ltd., Mon- 
treal; W. A. Bordeleau, Villemaire Freres, Ltd., Montreal: 
Arthur Careau, T. J. Moore & Co. Ltd., Quebec City; Harolde 
Savoy, Dominion Blank Book Co., Ltd., St. Johns; Louis Cha- 
bot, Librairie Chabot, Ltd., Quebec City: Armand Toupin, 
T. V. Bell, Ltd., Montreal. Ontario—Jack Cloke, Cloke & 
Son, Ltd., Hamilton; Dorothy Douglas (only feminine member 
of the directorate), Doug.’s Stationery & Office Supplies, Port 
Arthur, Ont.; Don Evans, Evans & Kert, Ltd., Ottawa; William 
J. O’Reilly, United Stationery, Ltd., Toronto; M. M. Scholl, 
Commercial Office Appliances, Toronto; Jack R. Chipman, 
Brown Brothers, Ltd., Toronto. Manitoba—Eric Jeanfavre, 





. C. Leslie Robertson (left), president of Granger Freres, Ltd., 
Montreal; Sherwood Tackaberry, vice-president and general manager, Windsor Of- 

” fice Supply Co., Ltd., Windsor, Ont., and (right), J. S. Luckett, Jr., president, Luckett 
Stationers Loose Leaf, Ltd., Toronto, Ont., who will head the Stationery & Office Equipment 
Guild of Canada, Inc., for coming year. Mr. Tackaberry is now Guild president; Mr 

Robertson, Guild vice-president of dealers, and Mr. Luckett, Jr., vice-president 

juild suppliers 


~+ 


General Stationery & Paper, Ltd., Winnipeg. Saskatchewan— 
Robert Usher, Commercial Printers, Ltd., Regina, Alberta— 
Walter Smith, Miller Stationers, Ltd., Edmonton. British Co- 
lumbia—Jack Overholt, Murphy Stationery Co., Ltd., Van- 
couver. 

Advisory Board (past-presidents)\—Arthur G. Lancaster, 
Toronto; Robert Usher, Regina, Sask; Hugh Kennedy, Toronto; 
Lordly Jones, Hamilton, Ont.; Gage Love, Toronto; Lawrence 
F. Beattie, St. Catherines, Ont.; Eugene Charters, Montreal, 
and J. S. Luckett, Sr., Toronto. 

It was confirmed at the Edmonton convention that after 24 
years of holding annual meetings in centers scattered across 
the nation that beginning next year conventions would be com- 
bined with annual product exhibitions, alternating between 
Toronto (in 1958) and Montreal. A series of regional confer- 
ences (based on the NSOEA technique) are planned to sustain 
Guild membership interest in eastern and western areas. 

Convention proceedings at Edmonton opened with a Sunday 
evening reception for delegates, with members of Edmonton 
Stationers Association and their wives honoring visitors. Of- 
ficiating was the local group president, Jack B. Hamilton. First 
general conference session was held the next morning. It fea- 
tured the report of retiring president, Arthur G. Lancaster, and 
the report of the Guild’s secretary-manager, Fred R. Smart, 
both of Toronto. 

Mr. Lancaster reminded delegates that Canada is currently 
undergoing activity in all classes of business “of a kind never 
before experienced. There is increased capital expenditure and 


Turn to Page 166, Please 





Official Photo . . . of directors of Stationery & Office Equip- 
ment Guild of Canada, Inc., for 1957-58 term. Left to right 
SEATED—Bob Usher, Regina, Sask.; Bill O’Reilly, Toronto 
C. Leslie Robertson, Montreal; Sherwood Tackaberry, Windsor, 
Ont. (new president); J. S. Luckett, Jr., Toronto; Dorothy 
Douglas, only feminine member of directorate, Port Arthur, 
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Ont.; Walter Smith, Edmonton. STANDING—Guild secretary- 
manager, Fred R. Smart, Toronto; Lordly Jones, Hamilton; 
George Basil, Montreal; Arthur G. Lancaster (immediate past 
president), Toronto; Jack R. Chipman, Toronto; Lawrence F 
Beattie, St. Catherines, Ont.; Jack Cloke, Hamilton, Ont. (For 
complete list of Guild directors, see text of convention report 
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Guildsmen Pictured 


Fred R. Smart, secretary-manager, reports on Guild’s prog- 
ress during past year. At lower right are retiring Guild 
president Arthur G. Lancaster, Toronto, and Jack B 
Hamilton, president Edmonton Stationers Association. 
Social activity included western-style barbecue. This group 
includes Terry Birrell, Fred R. Smart, Lloyd Dickinson, 
Douglas Harford and trio of Edmonton hosts unidentified. 
Industry clinic session. Left to right are Lordly Jones, 
Ont., chairman; panelists Ken Black, Van 
couver; Dorothy Douglas, Port Arthur, Ont., and Bill O’- 
Reilly, Toronto 
Divisional meeting dealer-panelists. Left to right are Wil- 
om Kaiser, Keith Stationers, Ltd., Calgary, Alta; Fred 
Leaver, Manley’s, Ltd., Sarnia, Ont.; Robert Usher, Com- 
rcial Printers, Ltd., Regina, Sask., panel chairman; and 
Fred R Willson Staty. Co., Ltd., Edmonton, Alta 
Arthur Lancaster, retiring president, addresses conven- 


Mamiiton 


meeting dealer-panelists. Left to right are Jack 
Cloke, C & Son, Ltd., Hamilton, Ont.; Gordon Haw- 
thorne, Lewis Staty. Co., Ltd., Calgary, Alta.; W. G 
Vebst Webster Stationery Supplies, Woodstock, Ont 
meeting dealer-panelists. Left to right are Fen- 
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at Work and Play... 





ton Sharp, Sharp & MacNeill, Ltd., Edmonton, Alta.; Jack 
Overholt, Murphy Stationery Co., Ltd.; Vancouver, and 
George Butcher, General Stationery & Paper, Ltd., Winni- 
peg. 

Jack B. Hamilton, president Edmonton Stationers Associa- 
tion, welcomes conventioners. 

Industry clinic session. Supplier panelists (left to right) 
are T. G. Hanson, Curtis Products, Ltd., Cobourg, Ont.; 
Donald R. Berry, Scripto of Canada, Ltd., Toronto; Tom 
Jarvis, Minnesota Mining & Mfg. of Canada, Ltd., Lon- 
don, Ont. 

Divisional meeting supplier-panelist James Preston, presi- 
dent of Preston-Noelting, Ltd., in action. At right is 
Robert Middleton, Royal Metal Mfg. -Co. Ltd., Galt, Ont. 
Jack R. Chipman, Toronto, chairman of Guild’s public re- 
lations’ committee, addresses convention. 

Social activity includes western-style barbecue picnic. In 
group are Mr. & Mrs. J. S. Luckett, Jr., Toronto; Mr. & 
Mrs. Arthur S. Durrant, Montreal; Walter Craig, Winni- 
peg; Herbert McLellan, Toronto, and others. 

George Butcher, General Stationery & Paper, Ltd., Winni- 
peg; Jack Overholt, Murphy Stationery Co., Ltd., Van- 
couver, and Lee Gamel, Canadian Bates Mfg. Co., Texan 
successfully transplanted into Canadian selling. 
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“It Prints Anywhere’ 


PRINTS DIRECT 
ON CARTONS 





ADDRESSES 
SHIPPING TAGS 


PRINTS LABELS 
. . POSTCARDS 





LOT 
LABELLING 
with ‘Form-Cut”’ 

Stencils 


Quick! 
Accurate! 





Easy! 


Just type, write, trace or draw on inexpensive stencil . . 
snap it on duplicator and print—like using a rubber 
stamp. New FORM-CUT® stencil has facsimile of your 
label or shipping form die-impressed into the stencil for 
printing directly on boxes, cartons, packages. At your 
Office or Shipping Room Supply Dealer. Write for litera- 
ture and Free Sample FORM-CUT Stencil and Print. 






























Canadian Guild 
(Continued from Page 164) 





increased population—tempered with sound common sense 
planning pointing to just one end—that of making this country 
a leader in world affairs . . . It is your duty to see we do not 
fall short in keeping the stationery and office equipment in- 
dustry at its proper level in line with such progress . . . We are 
still a young country but our unlimited natural resources, our 
vast space for expansion, are attracting attention from all over 
the world, in addition to our growth from within. 

“We must not lose sight of this development; rather we must 
adjust ourselves to participate more actively in our nation’s 





1. Joseph A. Trainer, general sales manager, Waterman Pen 
Co. of Canada, Ltd., Montreal, and W. B. Webster, Web- 
ster Oftice Supplies, Woodstock, Ont 

2. M. C. Paterson, Vancouver, and R. Edward Fugler, Toron- 
to, both of Esterbrook Pen Co. of Canada, Ltd. 

3. Bill O’Reilly and Herbert Boynton, both of United Station- 
ery Ltd., Toronto, Ont. 


soundly economic and rapid growth. Remember your privilege 
of being a Canadian and your part in a great industry 
Grow with it aggressively, yes, but not to the point of riding 
roughshod over your neighbors.” 

He said it was generally realized that the Guild “is primarily 
designed for the benefit of all, to build an association of 
closely-knit members working together unselfishly, in an effort 
to improve our industry as a whole, to raise the standards un- 
der which we operate, and to establish more friendly relations 
amongst all members. 

“We must not stagnate, nor can we operate efficiently in a 
state of complacency . . . New members are to an association 
such as ours what new business is to any firm; we need and 
must have them. May the day be not far ahead when all mem- 
bers of all local trade groups will also be Guild members,” he 
concluded. 

Guild secretary-manager Fred R. Smart described the Guild 
as “standing on the threshold of a period of great development 
and accomplishment. Benefits have accrued for the entire 


OA-8 /57 














>» 


=e em = er 



































rioiblieir 
hin 





to the dealer’s “office planning dilemma”. 
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FRANCHISES AVAILABLE e FLEXIBILITY e COLOR 
WRITE TODAY FOR e CONSTRUCTION @ PRICE 
CATALOG NO. 20 e FINISHES e SERVICE 
(24 page illustrated cata- e DESIGN e. DELIVERY 
log and price list.) y 
the answer is ROBERT JOHN | 
e DESKS e WALL AND BOOK CASES 
e FILES . e OCCASIONAL TABLES 






© CONFERENCE TABLES ¢ STORAGE CABINETS 
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HOODED-TYPE 


CASTERS 


by National Lock 


for wood and metal applications 





action. 


Phenolic wheels 


ings provide 
Choice of Rubber or 
molded of the finest materials for 
long-term service 
clude: 
furniture glides amples on request 


casters. socket ea equalizers 





QUALITY HARDWARE ... al! from I source 


Casters ° Locks e° Drawer Pull: ° Hinges 
Latches * Label Holder * Screws °* Bolts 
If you ore an original eq pment manufacturer or 
jobber, write us. If you are a dealer, see your jobber 


NATIONAL LOCK COMPANY 
Rockford, Illinois * Industrial Hardware Division 
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Canadian industry through Guild achievements that could not 
have been possible by individual company effort but there 
and acknowledge the value of united ef- 


is need to recognize 
fort.” 

The work of the Guild’s educational committee 
past-president Eugene Charters, Montreal 
effort is the exploring of ways and means of attracting to his 


headed by 


was outlined. “One 








1. Down from far north to attend their first Guild convention 


are Mr. & Mrs. J. R. McKenzie, who operate stationery 
store at Dawson Creek, B. C., and Tom Des Brisay, office 
equipment dealer at Whitehorse, Yukon 

2. Walter Craig, Luckett Loose Leaf, Ltd., Winnipeg; W. M 
Douglas, Warwick Bros. & Rutter, Ltd., Toronto; William 
Kaiser, Keith Stationers, Ltd., Calgary, Alta 

3. Top golfer was Guild Director George Basil (left), sales 
manager, Carter’s Ink Co. of Canada, Ltd., wearing oil- 


man’s hat he won for the accomplishment. Here, he is con- 
gratulated by Ken Martin, Sterling Printers & Stationers, 
Ltd., Edmonton 


industry young people who will recognize the stationery and 
office equipment business as one of stability, one worthy of 
their adoption as a life-time profession and offering definite 
opportunity.” 

He paid special tribute to the NSOEA: “Not to my knowl- 
edge has any trade association ever enjoyed more complete co- 
operation than has our Guild from the National Stationery & 
Office Equipment Association.” 

The Guild is preparing a complete revision of its code and 
by-laws and this document is being translated into the French 
language as well as being printed in English, he said. He de- 
scribed the operations of the Guild’s group insurance plan and 
how it benefited members, the activity of the Guild office as a 
clearing house for information of trade importance. He detailed 
publication of a new roster of members of the Guild's field 
division and the work of the association’s public relations com- 
mittee. He expressed appreciation to the trade press “for the 
splendid co-operation we receive in Canada and the United 
States.” 

Discussing methods effective for the display and demonstra- 


OA-8/57 

















Office Equipment Dealers Say:- 


“The best selling 


BUSINESS GIFT 


Desk Accessories are 


SMITH METAL ARTS products”* 


* Source: 1957 Survey 
by Office Appliances 






Research Bureau. 
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WRITE for your new Catalog } 
and Price Lists of famous Silvercrest, : 
Mooncrest and new “Tuscan Matte” 
office appointments. 








# MASTER CRAFTSMEN IN BRONZE J 2. a SS 
/ AND MODERN DECORATIVE METALS | ~ ~) ~~, } 
° 
MITH ETAL RTS COMPANY, INC., 1721 ELMWOOD AVE., BUFFALO 7,.N. Y. \ 
ee 


OA-8 /57 169 








A complete line of 
filing accessories 
that put. . . 


e ORDER IN THE 
BUSINESS OFFICE 


e@ ORDERS IN THE 
SALESMEN’S POCKETS 


‘ agate 
me cord trays 


steel sorting trays 


wood 
card files 


**dandy”’ 
transfer file 


special 
steel boxes 


hedges 


clipboards write today for catalog and prices 


While in Chicago visit our factory. 


co. 


2931 WENTWORTH AVENUE 
CHICAGO 16, ILLINOIS 
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tion of merchandise in increasing dealer sales were Fred 
Rogers, Willson Stationery Co. Ltd., Edmonton; William 
Kaiser, Keith Stationers Ltd., Calgary, and Fred Leaver, Man- 
ley’s Ltd., Sarnia, Ont. 

Whether specialization is becoming necessary to sell office 
supplies and equipment was the subject tackled for dealers by 
George Butcher, General Stationery & Paper, Ltd., Winnipeg, 
and Fenton Sharp, Sharp & MacNeill, Ltd., Edmonton. 

Methods of advertising proven effective in increasing dealer 





1. Guild convention hosts at Edmonton were Mr. & Mrs. R. 
Ray Brunt, Royal Metal Mfg. Co., Ltd., branch in Edmon- 
ton 

2. Bob Usher, Commercial Printers, Ltd., Regina, Sask 

3. Murray Walton, Acme Carbon & Ribbon Co., Ltd., Van- 
couver; J. Graham, Commercial Printers, Ltd., Regina, 
Sask. 

4. Venus Pencil Co. of Canada, Ltd., sponsored a cribbage 
tournament at Edmonton. Making futile attempt here are 
Vernon Thompson (left), The Brown Brothers, Ltd., Toronto, 
with Venus’ Canadian vice-president, Bill Smith, Toronto. 


sales were discussed by dealer-panelists Jack Cloke, Cloke & 
Son, Ltd., Hamilton, Ont., and W. G. Webster, Webster Sta- 
tionery Supplies, Woodstock, Ont. 

First suppliers’ division panel session dealt with effective 
methods of display and demonstration. Participating were Jack 
R. Chipman, The Brown Brothers Litd.; R. Edward Fugler, 
Esterbrook Pen Co. of Canada, Ltd., and William H. Smith, 
Venus Pencil Co. Ltd., all of Toronto. 

Qn the subject of specialization in the industry, supplier 
panelists were Norman Brown, Dominion Blank Book Co. 
Ltd., St. Johns, Que.; Robert Middleton, Royal Metal Mfg. Co 
Ltd., Galt, Ont., and James Preston, Preston-Noelting Ltd., 
Stratford, Ont. 

Discussing methods of advertising proven effective in in- 
creasing sales were suppliers Arthur Durrant, Carter’s Ink Co. 
of Canada, Ltd., Montreal; G. E. Laughlin, Harter Metal Fur- 
niture Ltd., Guelph, Ont., and Clyde Everett, W. A. Sheaffer 
Pen Co. of Canada, Ltd., Goderich, Ont. 

Second convention day’s business session took the form of 
an industry clinic. Lordly W. Jones, Hamilton, Ont. acted as 


chairman. Retailer-panelists were Miss Dorothy Douglas, 
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You've got a Royal date with GAlsy 


Take it from the preview crowd, Royal’s hilarious, magazine advertising in consumer publications Life, 
new TV sensation “SALLY’’—(coming your way Saturday Evening Post and in Scholastic and Scholastic 
September 29th)— is headed for a hit! Roto. New display material is available to supple- 


And why not? The star is lovely Joan Caulfield — ment your own advertising and promotion. 


you saw her in “My Favorite Husband” (she stole Remember “SALLY” . . . it’s a new chance to tie 

the show! ). In Royal’s new show on NBC TV Network in for more profits on Royal, the most wanted portable. 
.. Sunday nights, 7:30 p.m., NYT. ..Joan displays And check your Royal Portable stocks now! 

an even greater talent for comedy roles sprinkled 

with her own brand of feather-brained horse sense 

that millions of viewers have loved her for. 


Royal is also promoting portables with special 


k 
CYA portables Products of Royal McBee Corporation, 
world’s largest manufacturer of typewriters 
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Doug.’s Office & Stationery Supplies, Port Arthur, Ont.; W. J. 
O'Reilly, United Stationery Co. Ltd., Toronto, and Ken Black, 
Gehrke’s Ltd., Vancouver; supplier-panelists, D. R. Berry, 
Scripto of Canada, Ltd., Toronto; Tom Jarvis, Minnesota Min- 
ing & Mfg. of Canada, Ltd., London, Ont., and T. G. Hanson. 

In an informal manner they discussed problems confronting 
both divisions of the trade in introducing new products, the 
relative importance of pre-pricing goods, advantages of im- 
printed merchandise and current trends in shopping habits. 
Noon luncheon saw Jack Overholt, Vancouver, as chairman, 






4 
fletely<automatic 
pencil sharpener 





1. Kenneth R. Aiers, Kelowna, B. C., and J. C. Evans, Toron- 
to, both of Apsco Products (Canada), Ltd 

J. D. Malcolm, Office Specialty Mfg. Co., Ltd., Newmarket, 
Ont., and Donald Young, Scripto of Canada, Ltd., Toronto 


No 


Guest speaker was Abe W. Miller, Q.C., member, Alberta 
Legislature, who gave an inspiration talk on human relations. 
Final business meeting of the Guild, held Wednesday, June 
5, heard Jack R. Chipman, Toronto, chairman of the Guild’s 
public relations committee, outline plans for broadening the 
membership scope of the association, including organizing a 
series of regional conferences on a national basis and the pub- 
lication of a brochure outlining Guild aims and policies. 

He revealed that the Guild plans to present to the National 
Stationery & Office Equipment Association at its Chicago con- 
vention this September a Canadian flag as a gesture of the im- 
portance the Canadian group places on its relationship to the 
, U.S. association. 

Insert wooden pencil at the Social aspects of the convention included a tour of rich oil 
od areas in the Edmonton territory, a western-style barbecue 
natural writing angle ck tee dinner followed by a program of square dancing and entertain- 


ment. At the annual banquet, closing event of the convention, 


Electro-Pointer instantly gives you a the new president of the Guild, Sherwood Tackaberry, offici- 
. . ated. 
perfect point, automatically. Sharpens 


any size pencil, does not chew up pencil, A ieee Miimciieiiels Miniaditeent, 
but sharpens just enough. Proven through [The Wood Office Furniture Institute has issued a detailed 


handbook for office furniture dealers who wish to organize 
14 years of satisfactory service. Display a local “Better Offices in Friendly Wood,” or BOW, promo- Als 
t10n. 
it, it sells itself! The BOW promotion Campaign. sponsored by 11 national 
trade associations in the wood industry, in addition to WOFI, 
will be launched in some 30 cities throughout the United Ge 
States in September. 

The WOFI handbook, entitled “A Guide to an Exciting 
New Adventure in Cooperative Sales Promotion,” tells dealers 
exactly how to prepare and organize all the various aspects 
of the program. Individual chapters deal with such subjects 


as “Community Participation,” “Parade of Offices,” ‘“Publici- 

WRITE ty,” etc. 
"Sieaeeh lanslaciiator. INC. Copies of the manual are available from the Wood Office 
Furniture Institute, 730 Eleventh Street, N.W., Washington 
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THESE HANGERS 
WILL NOT FALL OUT! 

















g 


Pat. Pending 


You have the file clerks on your side just the minute you show them how easy, 
fast and positive it is to file and find with Guide-O-folders. You've got the office 
manager on your side as soon as you show him his filing and finding costs can 


be reduced as much as 309%. When you demonstrate that the change-over to 
Guide-O-folders is made with a net saving of file drawer space, he’s sold. And 


you've got another juicy sale, brother. Selling Guide-O-folders is just that easy - 


1 demonstration gets the order and an installation makes another wholly satisfied 


ustomer. Go after it it's easy profit! 


STEEL DESK DRAWER UNIT 


Also Manvfacturers of 
TRANSFILE Made to fit the lower deep drawer of all 
standard desks. Using this unit, the desk 
® worker always has important and vital data 
u the finger tips—always in an upright posi- 
Gussco complete line ‘on Instantly available and instantly re- 
: : placed. The unit consists of a metal tray 
of filmg supplies und 25 Guide-O-folders complete with ad- 


justable metal tabs and an 
inserts for tab headings. 


assortment of 


THE HANGING FOLDER 
WITH 








ADJUSTABLE METAL 
TAB 


IN 
LETTER 
LEGAL 

INVOICE 
X-RAY 
LO-FOLDERS 
SIZES 



























YOU ARE 
INVITED 
TO 
BOOTH 
201 
N.S.O.E.A. 





CONVENTION 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 
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THE TIMELY GIFT THAT 
MEANS 





The Executive. 


Adds dignity, charm, beauty to office, 





home or club. A constant source of 


interest and reference. Beautifully 


globe. 


lithographed, massive 16" 
Overall height 38". No. 2602. 


jet age globes 


Airplane base of this striking 12” 
gleaming chrome plated. One of our most 
popular gift globes. Model B-1249 has oceans in lustrous black. 
No. 1249 has oceans in blue. No. 2249-L has blue oceans and is 
Send for Catalog SG-58. 


globe is 





electrically illuminated from within. 


Other globes to retail from $4.95 to $595.00. 


Cee a 
FREE NEWSPAPER MATS AND P.O.P. SALES AIDS 
AVAILABLE ON REQUEST! 


OTHER WEBER COSTELLO GIFT ITEMS 
THAT IT WILL “PAY TO DISPLAY" 


Art Materials 
For office, studio and home 


ALPHACOLOR DRY PIGMENT TEM- 
PERA in 24 brilliant colors. In pint 
cans and 1 oz. jars plus mixing liquids 














BRILLIANTS 
Sparkling semi-solid cakes of highly 
club. Complete range of sizes. concentrated pigment in 24 colors. Just 
Hardwood frames or polished touch a wet brush to color cake to 
sage ov wear — — pick up lavish color Regular and 

Biggie size individual cakes, or in sets. 


Weber Costello makes the broad- 
est line of quality chalkboards 
for office, factory, home, church, 


mounted units. Of course, a com- 
plete line of chalk and erasers 
that bring out the best in Weber 
Costello chalkboards. 


PASTELS—smooth, firm, fully-packed 
with color—square pastels in sets of 24 
and 48 colors—rounds in sets of 12 and 
24. 


WATERCRAYONS—like magic wands 
them dry or wet, or 
paper, or dissolve in 











of color—use 
apply to wet 
water color—sets of 24 colors 


Send for Catalog G-57 


A eo ee lo 


CHICAGO HEIGHTS, ILLINOIS 


Manufacturers of: 


Erasers, Art Material, Globes. 


Maps, 


Chalkboard, Chalk, 
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(Copies of patents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 


Granted May 28, 1957 
2,793,617. Cor mbined Body Attached Pen and Pencil 
Rundiette K. F redericksburg, Va 


27 618 Gravity Actuated Writing Instrument rving N 





Case and Retracting Means 


Hollywood 
voge Los Angeles, Calif., ssignor Dy mesne assignments to 
Strea Pe Culver City, Calif 
2 793, 643. Ti setts Divider Plate for File Drawers ari F. Wolter New Ca- 
Cc t sperry Rand Corp., New York, N. Y 
"2 793 695 ‘facord Punching Machine. Frederick Huling, Binghamton, N. Y., 
assignor r nal Business Machines Cort New York, N 
2 793 926 Sonanaabers Desk. Charlies U. Deat Srestwood, Mo 
2,793,927. Drawer Locking Mechanism. Clarence R. Reitze Youngstown, Ohio 
assignor t The eneral Fireproofing Co Younastow t 
Granted June 4, 1957 
2,794,205. Furniture Glide. John A. Skupas, Ev ville, Ind signor to Fault- 
less Caster Corr ville, Ind 
2 794 282 Magnet cally-Operated Index. Wi ’ herman and Richard 
Krause, Ch signors to Cory Corp Gg 
2, 794 387 Plats 2n Impelling Means in Check Writers. Ralph | hultz, Chicago 
r to Victor Adding Machine Cx Illustration 
3794 491 Folding Back Rest for Collapsible Chairs Robert A. Hopkir Love- 
and, OF to Balcrank, Inc., Cincinnat 
2,794,492 Foldi ng Chair. Bertis F. Hamilt Earl F. Hamilt ind Willian 











2.796.367 2,794,530 2,794,595 
_—_— 
+ 
+ 4 
-- ane } 
2,794,996 2,795,310 
2.795.205 














| 2,795,375 2,795,471 2,796,316 
= 

Hamiit W an Hamilton, executor of Bert F. Hamilton, deceased, 
assignors to Hamilton Mfg. Corp., Columbus | 

2,794,530. Variable Escapement Mechanism for Typewriters Reinhold Liebmann 
Oberkochen, Germany, assignor to Olympia Werke / Wilhelmshaven, Germany 
Illustration. 

2,794,595. Calculating Machine. Grant C. Ellerbeck, San Leandro, Calif., assignor 
to Friden Ca ating Machine Co., Inc. Illustration 

2,794, ~y- Back- Transfer Mechanism. Grant C. Ellerbeck an Leandro, Calif., 

nor Friden Calculating Machine Co., In Illustration 

2 794 £90 ‘Expansibi Drawer Supports. Earle f& , i Rapids, Mich 

gnor . e, In Grand Rapids, M 
Granted June I|1, 1957 

2,795,205. Office Record Devices. Roy E. We amestown, N. Y., assignor to 
Art Metai Construction Co., Jamestown, N. Y. Illustration 

2,795,310. Eraser Particle Collecting Device for Typewriters. William Siskind, 


Takoma Park, Md. Illustration. 
2,795,375. Nonprint Mechanism for Intermediate Operation of Multiplying and 


Dividing Machines Walter Esdale, South Norwalk nn., assignor, by mesne as- 
signmen t perry Rand Corp., New York, N. Y Illustration 

2,795; 417. Strip Feeding Means in yet ncagen Registers Sharle Howard 
Daytor nor to The Standard Regist ( ayton, Ohic 


S790, 436 Detachable Magazine for an ioieionite Register. Leon Williams 


A 
Was 


2 795 471 Furniture Desk. Richard G. Reinems Viuskegon, Mich., assignor to 
The Brunswick-Balke-Collender Co. I!lustration 
Grontod June 18, 1957 

oy 047. Broad Stroke Pen. Donald H. Lehr, A bon, N assignor to C 

Howa Hunt Per ‘ Camden, N. J 

796 127. Record Card Punching Machine. Reynold § ohnson, Palo Alto, Calif., 
as ational Business Machines Cor New York, N. Y 

27% 260. Card Stacker. Robert P. Willard, Dover, N. H., assignor to Moore 


Niagara Falis, N. Y 
o,7% 308 Power Driven Multiple Revolving Card Files. 


"2.796 311 
signor to Zephyr 


Business Forr 


Err E. Knittel, Mal- 


henagrod Tray Filing Device. Hildaur Neilsen, Metuchen, N. J., as- 
American Corp., New York, N. Y 
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SELF-SERVICE 


DISPLAY UNITS! 


Yes ... more stores turn floor space 
into extra profit space with TUFIDE 
self-service floor displays. It’s a 
proven fact. Shoppers look... lookers 
buy...and store profits climb. Are 
YOU getting your share of this 
added business? 


cw | if LOOKS tike leather... 
| ‘ ufide FEELS tike leather... 
) OUTWEARS leather 5 tom... 


UNCONDITIONALLY GUARANTEED 5 YEARS 


Write for full facts on TUFIDE merchandising displays 


—t Tare P Ree TS Gaicacc 7, tttincis 


(Since 1917) 
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| order all my 


File Folders 


from the dealer 
that sells 


IMPERIAL 
METHODS 


... can't beat them for 








quality, service and 
economy ! 


Manila and Kraft 


complete lines 


SINCE 1906 


Write for free catalog 


and samples 


Lmpertal Jethods (0 





FOREST PARKA, ILLINOIS 
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2,796,315. Time and Date Printing Mechanism 
N assig t slagraph Co., Harrison, N 

2,796,316. Continuous or Flat-Type Facsimile Recorder vew 
rk * » ¢ Time Facsimile “ort New Yor " y I!lustration 


Granted Jure 25, 1957 

2,796,829. Punch Card Printing Mechanism 
ow, Calif ternational Busine 
796,850. Fountain Pen. Alfred Emerson New 
796,932. Multiple to Unit Entry Card Converter 


P 
Butier, Wapr 


NN 


New 


ment Driving Mechanism 


Export Statistics 


of U. S. office machines, 
equipment and supplies 
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Anthony Named Y and E District Manager 


Ronald C. Anthony has been named dis- 
trict manager of territory No. 69 for 
Yawman and. Erbe Mfg. Co. He will 
serve the states’ of Minnesota, North 
Dakota and South Dakota, part of the 
territory formerly covered by Stanley L 
Griebel. Mr. Anthony is a native of Min- 
neapolis where he now resides with his 
family. He attended the University of 
Minnesota and is a veteran of the U.S 
Army. Previously, he represented a steel 
office furniture concern in this same ter- 





ritory 


Rose City Press Opens Budget Furniture Area 


Rose City Press, “West Virginia’s Largest Office Outfitters,” 
at 813 Virginia St., E., Charleston, W. Va., recently opened a 
new budget office furniture department.—EEG 


OA-8 /57 








es, 
ies 

































Sell the complete Loewy-designed 
Do/ More Series 800 





#890 7880 810 


Executive Chair Executive Chair Executive Chair 


eeeneeveeeeeeee ee ee & 


1 DATONG 





the only chair that’s FIT for YOU 
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DO/MORE 


presents... a new idea in office chairs 


...and a new opportunity in office chair sales 


Styled by Raymond Loewy Associates 
Custom-Fitted for Day-Long Comfort 


The first and only chair combining 
the smartest in modern design with 
the custom-fitted comfort and posture 
features that have made Do/More 
the first name in office seating. 


e Completely (not just partially) ad- 
justable to individual user’s physical 
proportions. 

» Sleek, functional design adds smart- 
ness, saves space, cuts maintenance. 

e New contour-molded, foam-cush- 
ioned seat and back for day-long work- 
ing comfort. 

e Plastic-sheathed back-piece protects 
walls, desks. 

e Non-marking ball-bearing casters 
with thread guard. 

e Extended scuff plates on legs, shoe 
guard on casters. Enclosed swivel mech- 
anism with long-life oilite bearings. 





Visit us during 
The NSOEA Convention 
Room 605 
Conrad Hilton Hotel 











Selective distribution protects your 
profits. Mail coupon today for full 


information. 
: | | 7 
#805 #840 #825 #830 
Executive Chair Side Chair Matching Settee Arm Chair 


eeeeeeeeveeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 


DOMORE CHAIR COMPANY, INC. 
2407 Sterling Ave., Elkhart, Indiana 


Please send me complete information about available franchises for Do/More 
chairs. 


Name 
oe 





Address 





City Zone State 
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NOTION 


COUNTER <a a BAGS 
ROLLS 


TUTTLEs the pick o the pack | 
..and then some b golly! «2 ¢ 


GIFT ENSEMBLE 
PACKS WITH 


PLAIN OR DECORATED 
SINGLE ROLL GIFT WRAPS 





4) BOXED 3-ROLL 
od GIFT WRAPS 
beh fio 
pee ee 


WRITE, WIRE OR PHONE— 


NEW YORK: 1123 Broodwaoy 
Telephone: ORegon 5-8590 


CHICAGO: 20 N. Wacker Drive 


CEatre! 6-7013 TUTTLE PRESS COMPANY 


APPLETON * WISCONSIN 


Paper Specialties you want rom One Source 
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8th District Notes 


2001 S. Hanley Rd., St. Louis 17, Mo. 


Willard Harrison, vice-president of Schooley Printing and 
Stationery Co., Kansas City, Mo., was recently elected presi- 
dent of Schooley’s at the annual meeting of the board of direc- 
tors. Willard has been with Schooley’s the past 18 years and 
for those many years has been one of the top outside salesmen. 
Prior to his association with Schooley’s he was with the former 
Burnap-Myers Co. Good luck to you Willard and your new 
organization! 

Pa 

Tom Seward, Speed Fastener Corp., will soon make his 
home in St. Louis. He and his family have lived in Kansas 
City, Mo. for many years — Mountain Grove, Ark. — five 
hours from St. Louis — eight hours from Kansas City. 

e 

Jet pilot Clint Cooper, Esterbrook representative, has been 
driving his territory lately. Heard through the grapevine that 
“Click” Cooper doesn’t think the jet is here to stay 

* 

Dave Neuhaus, mfrs.’ rep., has recently been appointed the 
8th District representative for Tiffany Stands. Dave also rep- 
resents Invincible and Stebco. 

o 

Jess Musgrave, mfrs.’ rep., has taken his son Richard into 

his organization. Good luck Dick and watch your expenses! 
a 

Spent the weekend in Wichita recently with Homer Lay, 
manager N.S.O.E.A. Homer stopped in his home town for a 
brief visit on his way from the West Coast to the 7th District 
meeting in Des Moines. While in Wichita, Homer visited his 
past place of employment, Duke Inc., where he attended a 
Saturday morning sales meeting conducted by Fred Pfaff. 

e 

Al Perry, Federal Stationery Co. representative and presi- 

dent of Midwest Travelers, was present at a noon luncheon 


Safe in Fire 


ure 
rE MEE, Se 
Skis 
>< (ei aul 


i> 
Pini 






File Cabinet 


@ Passed all Underwriters’ 
Laboratories test. 


@ Available in Letter and iy 
Legal sizes, 2-3-4 drawer © 
models. ; 


@ Available with Under- @ 
writers’ C or D Label. 


On display 

NEW YORK 
The Arthur Gordon Co 
Associated 

CHICAGO 
Elmer Krumwiede and 
Associates 

HOUSTON 
John H. Kiein and 
Associates 


(MURPHY 


MANUFACTURING co. 128 £. MAIN ST. 


ereneatvetio 
A SUBSIDIARY OF THE MURPHY ELEVATOR CO LOUISVILLE 2, KY. 
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eeee . 
a? F. ..-the backbone of every office 
| eee 

ees *® 
ee e 
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| ee ¢@ @ No. 30 Side Chair 
| ee ee ®@ 
ee @ ® 

ee e¢e8 8 

e* @« ®@ 

e* ee ®@ 

e* @« @ 
eee ® 

e* @ ®@ 
ee @e?0 ® 

e* © @ 

e* @« ® 

e* ¢ ® 

e\e 2@ ® 
e 68 
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ee @\e ®@ 

ee «\ ®@ 

e @ ? 

e °@ 
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eee ®? 

ee @ @ 
®* @e e® 

ee ®@ 
eee e ‘ ™ 

eee full size chairs—— > 
e* @ ® \ -. 

. ® * . * 
oe with full VALUE built-in! 
e e e ° e F No. 10 Arm Revolving Chair \ 

eee ' 

. « ‘ e® ‘ ¢ , @ Steel saddle seat pan! @ Wall-saver leg construction! 

ee @ @ @ Foam rubber padding! @ Tapered front legs! 

e* @ @ @ 

eee @ Cast aluminum base— @ High-impact styrene 
e® «es @® ” 

. 68 26” Spread! armrests! 

e > ° . ° . ° @ Double spring standard swive! mechanism! 

e®ef8 @ U. S. Elastic Naugahyde upholstery in 

e ° e ’ e ° ° yew green, ginger brown, gray, 
eee oxblood, black, fiame, cerulean, 

e* @¢e8 se 

gl” sandalwood and parchment. 
® " e m ° m ° Oven-baked enamel finish in metallic 
—_“. « & ” ; gray, mist green and tan. 

e®* @ °e@ ’ 

* @¢©e@ ®@ 

e® @ @ yg REPRESENTATIVES: SEVERAL TERRITORIES OPEN 
®* @«©e ®@ 

e® @ ® 
®*@e@e?*@ 

eee WRITE TODAY 
orelets rence | STY LEX 
se © AND EXTRA | 

eee GENEROUS | ° 
e*e0e?#e?e8ee?#28e8e80e808 @ DISCOUNT 

eeeereeeee @ , inut Street. Philedelaiiie 7 
és - «eas & 4 SCHEDULE 911 Walnut S$ PI delp 

ee00ue#ee#ee#e? @ o 
e*ee#e8e?#? @# 

e*eeeeeeee#eeee#eeeseses® ° 
®ee?eeeeeee#eeeees?se ® 
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Here are Ideal 


BUSINESS GIFTS 
FOR 
BUSINESS MEN 
Sales ZOOM with “AIR FLIGHT’ 


COLORED Ring Binders! 


NEW 
EYE 
APPEAL 









@ AQUA 
@ CORAL 
@ AVOCADO GREEN 
@ FIRE ENGINE RED 
@ OYSTER WHITE 
@ CHARCOAL GREY 

> 

Made with fabulous DURAHYDE 
> 
Scuff-Proof Vinyl 
5 YEAR GUARANTEE AGAINST ANY DEFECT 

Styled with eye catching color. Built with vigor and strength in every stitch 
JUMBO SIZE . . . has extra large rings and tremendous capacity Two pockets 


Zipper compartment. Identification card frame Choice of 2 or 3 ring style 


Complete Binder line at Popular Prices... . 
$1.95, $3.95, $4.95, and $5.95 


EXECUTIVE STYLE 
GENUINE COWHIDE 


BRIEF 
BAGS 















Quality and Fea- 
tures that can't 
be matched! 


Priced from Handsomely crafted in heavy, rich mellow leather 
Unconditionally guaranteed for wear and construc 
$9.95 tion. Stee forced edges. All brass hardware 
to Edge prote t'r Gg shoe Stee frame Stabilizer 
Sizes: 16x13 nd 18x14” in both Ginger and 

$1 7.95 Suntan color 


Write for Price List and FREE Color Swatches 


5 


‘NORTHWEST 


R GOODS ¢ 


Quality 


Craftsmanship 





311 N. Desplaines St. Phone 
Chicago 6, Ill. ANdover 3-4488 
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in Wichita attended by the following people: general chairman 
— Jack Coleman, Frosty Beal, Fred Pfaff, Homer Lay, and 
me! Jack Coleman has already started laying plans for the 
1958 regional meeting at Western Hills Lodge, Muskogee, 
Okla. A trip to Muskogee was planned by Al Perry, Jack 
Coleman, and Karl Tallifson. 

‘ 

Lou Blair, 8th Region governor informs me that the 1958 
meeting at Western Hills will be Thursday and Friday, May 
22 and May 23, 1958. More details later! 

* 
2 

Midwest Travelers and 8th District Golf Party will be held 
in Kansas City in August. The following committees have been 
appointed: General chairman, Jack Lang; golf committee, 
chairman, Bill Burt, with Dale Marshall as co-chairman; pub- 
licity committee, chairman, Clint Cooper, with Izzy Voda, co- 
chairman; games committee, chairman, John L. Conrad, with 
Don Rankin, M. E. Zook, and E. P. Tardy, co-chairmen; 
finance committee, chairman, Carl Schutz, with Glenn Evans, 
co-chairman; prize committee, chairman, John Lathrop, with 
Allan F. Richards, co-chairman; and official photographer, 
Dave Neuhaus. 

re 

Fred Drebes joins Leewood Co., 1627 Locust St., St. Louis, 
Mo. Fred who has been with the Lessard Printing & Stationery 
Co. the past 22 years, chose to resign on June 21, and make 
his bed at Leewood. Born in St. Louis, Fred resides with his 
wife and son Robert, at 709 Kirkshire Drive, Kirkwood, Mo. 
Fred has been very active in church work and at the present 
serves on the board of elders of the Concordia Lutheran 
Church in Kirkwood. At the age of 53 he can claim 38 years 
in the stationery industry, 16 years with Comfort prior to his 
association with Lessard. Good luck to you Fred! 

* 


St. Louis Stationers Association had its annual election 
and the following were elected: John Griffiths, Ace Office 
Supply, president; John Hughes, Buston-Skinner, vice-presi- 


DIFFERENT SIZES, STYLES 
OF BULLETIN BOARDS AND | 
CHANGEABLE LETTER BOARDS 


BY DAV-SON | 


A Dav-Son board for every job. 

Changeable letter directory and 

announcement boards, black boards, 

menu boards, others. Sturdily con- 

structed, every Dav-Son board is 

buile to last, with quality built-in 

for years of service. 

Dav-Son Changeable Letter Di- 

rectories for Lobby, Office, 

Outdoor Use. 

e Wide Variety of Styles and Sizes 

e Glass Enclosed Front 

e Hardwood or Metal Frames 

e Highest Quality Felt 

e Absolutely Warpproof 

e Also Available with 5’ §” 
Standards 

Dav-Son Genuine Self-Sealing 

Cork Bulletin Boards 

@ Indoor and Outdoor Styles 

* Hardwood or Metal Frames 

» With or Without Locking Glass 






Doors 
e World’s Largest Selection 


Write for FREE 1957 catalog. 


Dav-Son Changeable Name Plate 
Black card with white letters under 
beveled plexiglass shield Triangular 
wood base in choice of Walnut, Oak. 
Mahogany, Blonde or Steel Grey fin- 
ish. 10%"x2%” 


A. C. DAVENPORT & SON, INC. 


311 N. DESPLAINES STREET, CHICAGO 6, ILLINOIS, DEPT. OA 
INSIST ON DAV-SON—YOUR BEST BUY! 
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AS 


ADVERTISED. ie OFFICE 


IN... * OFFICE MANAGEMENT 





e TODAY’S SECRETARY 





4 
yy” 
F PRESENTS 





is 
the 
Duplicator 


They're designed to “office print” extra © Today’s finest dual cylinder 
wide impressions on all types of paper 
stock, including airmailweight, Using 
paste ink, your finished work has that © Five great models, electric and hand. 


fine-printing look. Geha quickly pro- Prices start at $199.00 
duces letters, bulletins, advertising, : 





stencil duplicator. 


postcards (long or wide way), forms, We also manufacture Tempo IMPERIAL, king 
and other useful “print” jobs. Distrib- of high-speed, heavy production duplicators. 
uted and fully guaranteed by makers 

of Tempo products. MAIL COUPON TODAY FOR COMPLETE DETAILS 


eee ee 


Milo Harding Company, Dept. 7AC 


r 
| 500 Monterey Pass Rd., Monterey Park, Calif. 
7 Rush brochure and price information on 
| 
| 
| 
| 
| 


MILO HARDING CO. 


Los Angeles + Cleveland * Pittsburgh ( ) Geha Stencil Duplicators 


San Francisco * Washington, D. C. ( )} Tempo Imperial Duplicator 


Manufacturers and distributors of 


AMERICA'S MOST COMPLETE LINE 
OF STENCIL DUPLICATING PRODUCTS 
INKS — DUPLICATORS — STENCILS 
TEMPOSCOPES — ACCESSORIES — SUPPLIES L 





FIRM 





ADDRESS 





CITY & STATE 





| 
| 
| 
NAME | 
| 
I 
| 
| 


Vs e “pre-sell” duplicator users on the quality and performance of 
TEMPO products by consistent advertising in important office maga- 


zines. Leads obtained through ad coupons are forwarded to local dealers. 


A few exclusive territories open. Write today for dealer proposition. 


MILO HARDING COMPANY «+ 506 MONTEREY PASS ROAD « MONTEREY PARK, CALIFORNIA 
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For employees wondering 










_. . here’s a fine gift that will 
REALLY please him (and b« prof- 
itable for you, as well!) 


BRAND NEW 


MODEL 753 g 







Superlative 


EXECUTIVE CHAIR 





Top Quality all the way . 

. quality you can be proud to omaeieaiel 
and his staff will be proud to give. For 
years to come, he'll enjoy using this su- 
premely comfortable chair with thick, body- 
contoured foam rubber cushions . . . scienti- SEAT HEIGHT 
fically planned aluminum construction ... . adjusts from 





























- : - 1743 to 20%” 
trimly tailored upholstery in handsome color 6 
combinations . . . . and exclusive Cramer 

engineering features that per- 
mit instant adjustment of di- 
Tar mensions and of tilting-ease WJ 
contro, Here isa “lounge chair for the =» 
office” which comforts avd sup- 
ports properly, in advanced and SEAT DEPTH 
luxurious styling for the finest adjusts 2” 
executive suite. And here is the 
Cramer dealer's opportunity for 
still more profits! * 
é 
usiness gifts for 
h i 9”? 
“siness peopte 











BACK HEIGHT 
raises 3” 


FROM 
POSTURE CHAIR CO., INC. 


Dept. OA-87 1205 Charlotte, Kansas City 6, Mo. 





182 


Chester Kennedy, W. J. Kennedy Stationery Co., secretary. 
6 

Our deepest sympathy to Billy Schmeiderer, formerly with 
Buxton-Skinner, in the death of Mrs. Schmeiderer. Bill has 
made his home in Des Plaines, Ill. since his retirement. 

s 

I had the privilege of an escorted tour conducted by Ted 
Warkenton through the new printing plant, Southwestern 
Bank and Office Supply Co. at Oklahoma City, Okla. The new 
plant recently completed on the outskirts of Oklahoma City, 
is one of the most: modern of its kind. The latest of equip- 
ment has been installed, and the building is well lighted and 
completely air conditioned. Working conditions for the em- 
ployees are well advanced. Good luck Ted Warkenton, Win- 
field White, Bob Scott and Forrest Byrnes. 

* 

Mr. and Mrs. John Ford, Jr. are vacationing in Germany. 
They are visiting their daughter, son-in-law and grandchildren. 
Their son-in-law is on Army duty in Europe. Mr. Ford is 
Secretary of Peterson Lithograph and Printing Co. in Omaha, 
Nebr. 


« 

Seeing the All-Star ball game in St. Louis were Mr. and 
Mrs. H. J. Scott — Scott-Rice Co., Tulsa, Okla. — Mr. and 
Mrs. Vaughn Williams — Schooley, Kansas City, Mo. — 


Bill and Bob Hughes of Ponca City, Okla. 


Oxford Filing Supply Retains Ken White 
For Research on Visual Presentation 

The Oxford Filing Supply Co. Inc. has retained Ken White 
Associates to undertake extensive research covering all aspects 
of the company’s visual selling program. 

According to William I. Thompson, Oxford Sales manager, 
the Ken White study is part of an exhaustive re-assessment of 
the firm’s visual “personality” from packaging through dealer 
franchise identification, letterheads, catalogs and various other 
related materials. 





2 or 3 holes as desired 










Now, a single paper punch does a double job! 
Clix model 32 converts instantly, simply by 
snapping adjusting button. Punches 2 or 3 
holes as required. Takes sheets from 6” to 12” 
long. Gauge-marked in 1” gradations. Lists 
at $6.50. 

Order from your wholesaler 


MODEL 32... For 3-hole punch- 


ing, 4° dia spaced 414” on cen 
ters. For 2-hole punching, 4" 
dia. spaced 2%” on centers. . 





NEW ENGLAND PAPER PUNCH CO. 
NATICK, MASSACHUSETTS 


WESTERN REPRESENTATIVE-HARRY HENKEL ASSOCIATES 
Western Merchandise Mart, 1355 Markei St., San Francisco 





PUNCH | 
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LEATHER TRAVE 


ACrratins 


USINESS Cases 











INCREASE YOUR BUSINESS CASE SALES 50%! 


Choose DOPP — The Most Complete Line On The Market 
And Get This Tested DOPP Display Rack 
That Really Moves Merchandise! 


What do you look for in a business case line? If 
you want the largest selection—fullest mark-up 
—finest quality in the leather goods field, then 
DOPP is your answer. All DOPP cases are pre- 
sold the year around in the nation’s leading 
National Magazines. 


Nationally Advertised .. . 


In TIME, ESQUIRE, 
NEW YORKER, HOLIDAY, 


COSMOPOLITAN 
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And nothing sells business cases like this DOPP 
display rack that’s piling up sales records from 
coast to coast—turns your stock over faster —fits 
in the smallest possible floor space. Write for full 
details today. 


CHARLES DOPPELT & CO., 
2024 S. WABASH AVE. ° 


Showrooms: New York—389 Fifth Ave. 
Los Angeles—712 S. Olive St 


INC. 
CHICAGO 16, ILL. 
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Neu Idea In Globes... 


The Ideal Executive Gift 


The world in beautiful color...on a 
glasslike, washable vinyl surface. Large, 
clear and easy to read, it measures almost 
five feet around at the equator. Hand- 
some wrought iron stand harmonizes 
perfectly with any decor. 















This decorative and 
*. useful globe adds a note 
e of distinction to the 
home, gives children a 
true picture of the earth, 
is an important acces- 
* sory for any office. 

* Call or write today for 
* complete details and 
eee ee © © © & prices. 

Why not investigate the many opportuni- 

ties offered you by the extensive line of 

Hammond globes, maps and atlases—write 

for your copy of the latest C. S. Hammond 

catalog. 


S. Hammond & Co. 


MAPLEWOOD 4, NEW JERSEY 





Make Business a Pleasure... 


WITH THE BOLING 9100 SERIES 











NO. 9111 


NO. 9113 
Our 53rd YEAR 


Comfort and long service are the 
‘“buy-words” of the Boling 9100 series. 
Forthright styling, sturdy construction 
and skillful uphol- 
stering in leather or 
elastic-backed 
Naugahyde are 
hallmarks of quality 

usually found only 
in far more expensive 
chairs. The 9100 
series is value-priced 
for fast sales. 


9th District Notes 


M. H. “MIKE’’ HOLBERG, correspondent 
5939 Berkshire Lane, Dallas, Tex. 





Harry Hintz of the Dorsey Co., Dallas, reports that Jerry 
Tengler is now back in circulation. Jerry spent some time in 
the hospital in South Texas. We're happy you're up and at ‘em 
again, Jerry. 


Many thanks to our faithful friend Ray Howard of the 
Esterbrook Pen Co. for the many reports he’s mailed to us 
His latest news is that Don Hansen is now on the buyers desk 
at Cole’s Office Equipment Co. in Corpus Christi. The former 
buyer, Bill Fritzen, has gone into the printing business. We're 
also happy, Ray, to know you are back on the highway again. 


Time continues to march on. Each month we receive more 
news and information concerning warehouses and factories 
being built in the Southwest market. Jess Musgrave, the prexy 
of the Texas Travelers’ Club, informs us that he will open the 
Musgrave Co. at 1829 Levee Street, on or about July 20. He'll 
have, in addition to his offices, a warehouse with approximate- 
ly 6,000 square feet of storage space, and showrooms. Jess says 
he will warehouse Indiana Chairs, Indiana Desk, and the Vent- 
sen line. In addition to the warehouse facilities Jess also in- 
forms us that Dick Musgrave, his son, has now joined his 
organization. A sincere welcome to the industry, Dick — we'll 
be looking forward to seeing you around the territory 


And now thinking of the finer things in life, we wish, Walt 
Stempel, Sr. a most happy vacation. Walt left July 1 for a 
trip to Idaho to his summer cottage where he will remain 
until Labor Day. 





NO. 9110 


IN WALNUT, MAHOGANY, LIGHT OAK OR SOFTONE FINISH 


| | 
,, BOLING CHAIR 


High Point Bending & Cha a 


COMPANY 


m carolina 


VW Ly 
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YOUR OWN OFFICE SUPPLY CATALOG 
AT NO COST 10 YOU for distribution to YOUR customers! 


OVER 400 PAGES...printed on quality enamel stock Page After Page Of 


MORE THAN 16,300 ITEMS...featuring top name brands Top Name Products From 


eee i i i 
HANDSOMELY DESIGNED COVER...with your own imprint COLE STEEL’ WILSON JONES 


io | ACE + OXFORD + TA-NON-KA 
INDIANA DESK * SHEAFFER 
VICTOR * APSCO+ BOSTITCH 
MURPHY-MILLER - PARKER 
OLD TOWN: DIXON + V.R.D. 
SWINGLINE and many more 















in 











alt 


ain 


YOUR NAME HERE 
Street Address 
City & State 


Telephone 






eth will be 

















be Peber Rowne fen matere femch Flew 
oxpeciolty eed, pointed both ends fy deren pened end pen’ pr 
“Sains dems Far Oreng tem 


Watch Your Sales 


CLIMB 













Ne. U4506 





—— — LL | TS cS ce ce ee 
THIS IS REQUEST FOR INFORMATION 


QUESTIONNAIRE: WITHOUT ANY OBLIGATION 
HAVE YOU USED A DEALER CATALOG BEFORE? 


TO LEARN MORE OF THIS 
‘ NO-COST CATALOG DEAL 


Fill in The Simple Inquiry & Mail To- 


Utility Wholesale Stationers 
641 W. Lake St. Dept. - AN 
¥ Chicago 6, Illinois 


HOW MANY DO YOU THINK YOU CAN USE? 





DEALER NAME 





STREET ADDRESS 





CHV @ Gi ae ee es 


nn a ee 
THIS IS REQUEST FOR INFORMATION ware 


WITHOUT ANY OBLIGATION 


OWNER’S SIGNATURE ; ho 
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IDEAL “BUSINESS GIFT’ FOR EXECUTIVE'S OFFICE OR HOME 


ee oan | 1% District Notes__——_— 


8036 $.W. 9th Ave., Portland 1, Ore. 


Refrigerated Purmiture sem caer, av conor ot suns rape Co, 


i coma, Wash., and her sister Mrs. Agnes Herring, a school 
i teacher from Vancouver, B. C., have returned from a wonder- 
oe ' ful trip by air to the Orient. They flew the great circle route 
through Anchorage, Aleutian Islands, arriving in Tokyo. 
e 

On June 21, Kubli Howell Co. of Portland had official open- 
ing of the beautiful new “Executive Guild Galleries.” During 
the evening refreshments were served. Lowell Jones reports a 
wonderful turnout to see the beautiful new office furniture dis- 


~ 
sail plays. 








@ 
The Gard Eriksen family, Eriksen Stationery, Redmond, 
Ore., recently welcomed a new addition to the family. Gard 









a 
a: reports both mother and daughter are doing fine. 
: . 
, —— i Leland Spore, president of The American Crayon Co., San- 
Newest bar sensation in cabinets dusky, Ohio, is enjoying a first trip to the Pacific Northwest. 
to fit modern, traditional and contemporary Mr. Spore visited many dealers in the Portland area. 
decor. One side contains a specially . 
designed refrigerated unit, the other The summer meeting of the Oregon Trail Travelers will be 
serves as a liquor and glassware held on August 8, at the Stewart Hotel in Seattle with Cock- 
storage compartment. tails at 6:30 p.m., followed by dinner at 7:30 p.m. 


This is the day before the Stationers Golf Tournament, also 
being held in Seattle this year. Plan to attend both functions, 
Illustrated brochure ¥ 

: travelers. 
mailed upon request. 





a 
i Be 8 cry: 10} Robert D. Gibb, Associated Stationers, Inc., Seattle, Wash., 
Dealer Territories Still Available. advises that the stationers’ annual golf tournament will be held 


" ( : ; in Seattle August 9 at the Inglewood Golf Club. Golf will be 

prInger I] IS ries ne. starting at noon, followed by a no host dinner in the evening. 

J avelers < ati > are welc “Tis * more the 

: 48-01 28th Ave., L. I. City 3, N.Y. All travelers and stationers are most welcome. The more the 
j better, Bob says. 


This unique new Regency Catalogue... 


features eA 












‘Ond 4 e 
d Vea “hs. Ss 
( \ mit ae taf, ss 
Cs Zt 
mt ° yi yt ~ Re, 72ap2, 
wt AL Go, 
-e CPt py 4A c 
2 Oneny, 4B F. 
——— Q32/ ? ” “le 
new gy. 
Liem, OP >, 
: . M *LEMaisy A Be, Pity 
striking and Np 2 Hap 
rs, Ko, - | pin bo 
ici J So Wan) p ; a wipe 
aces Ne boa Ra ~Ough, lon Price: 
Rey om Also ay 
, lh 2 o» wood f 
. . ‘ 
Regency’s exclusive and revolutionary new process offers Mp. and M (Ona, Chern = e 
. . . _~ . d rice: 
superior Heliograving* with all these advantages: - a 
*(not to be confused with engraving) . ‘we R iV r ie attr 
Nn N Cry 
. I/}, aie Tr : Ord | 
e greater sharpness and clarity of letters " and Mn. ¢ ? Ww. 
e new effects with superimposed and angled letters » “amu! f; 
@ joined letters in the most favored scripts Mr me #A4Sou, °Y Fong 
@ speedier production for prompt delivery 5. Chom 
@ superior craftsmanship at an amazingly low price !Onvo, = try Nic i 
. , 4 ls 
FREE: Completely New Flower Wedding Line Catalogue features:— 
exclusive new scripts ® wide selection of ever-popular styles ® postpaid 
shipment within two days of order ® /jhergl discount 
In 7 bi 
For your FREE copy of the new Flower Wedding Line Catalogue, address your request on your business letterhead to: : 
Size 


REGENCY THERMOGRAPHERS, 28 West 23 Street, New York 10, N.Y. — 
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styled to beautify all furniture...designed to protect any surface... 


ord caSTERS® 





+ U.S. PATENT 

No. 2539108 
See the distinctive style a set of Shepherd Casters gives 
the chair shown above. Note, too, that even on thick 
pile rugs, these unique casters roll freely without damag- 
ing the carpet nap. 
Available through leading office supply, hardware, 








Model 111 retail priced 
from $7.95 per set of 4 





Model 171 retail priced 
from $8.75 per set of 4 


STYLE — Shepherd Casters harmonize 

with the natural lines of all types of furniture. 
Their modern, functional appearance 

blends perfectly to enhance and beautify. 
Truly unique and new. 

DESIGN — Shepherd's instant swivel action 
and “free-roll” finger-tip control assures 

less wear and damage to carpets and floor 
surfaces because their new concept 

design eliminates the conventional caster yoke 
and exposed axle. Totally enclosed and 
permanently lubricated to prevent 

clogging or jamming. 

MOBILITY — Shepherd's dependability is 
assured by its lifetime original mobility 

to guarantee trouble-free caster performance and 
whisper-glide action even over the deepest, 
most luxurious carpets. No wear — 

no strain — no pull — no scuffing. 


SHEPHERD CASTERS, INC. 
P.O. Box 472, Benton Harbor, Michigan 
(in Canada: Shepherd Caster Co., Toronto, Ontario) 


“WHICHEVER W YOU TURN" 
Shepherd ideo! fer heme office or mm industry 








department and furniture stores coast-to-coast. 


with rubber tread. 

















| Price: $54.00 


| Price: $87.25 


MASTER MAP OF THE WORLD 
Map No. 100—Size 86” x 54” 





Map No. 100 is available from our warehouse mounted on map 
pin board, edges taped in black, eyelets at top, treated with 
a wipeable surface. 


Please refer No. 100BTS. 


| Also available as above with handsome natural finish hard- 


wood frame and mirror plates for hanging instead of taped 
edges and eyelets. 
Please refer No. 100FWS. 





MAP GIFTS WERE NEVER MORE TIMELY THAN NOW! 


MID-CENTURY WORLD MAP 
Map No. 101—Size 64” x 42” 





Map No. 101 machine mounted on map pin board, edges sprayed, 
hanging device on back, film laminated surface. Excellent for 
push pin and/or china crayon markings which are easily wiped 
off with cloth. Please refer: 

Map No. 101MML Price $29.00 
(All MML maps available from stock for prompt shipment.) 


Where outstanding appearance and decor is a factor, we recom- 
mend our MML maps with a handsome natural finished hard- 
wood frame. Please refer: 


Map No. 101MML framed Price $50.00 





In attractive blue paper, covered and labeled mailing tube. 


World - No. 8899L Plastic lamination 


metal edging 









hanging rings 
U. S. A.-No. 8832L 


In 7 beautiful colors. 
Size: 50” x 38” 
PRICE: $4.95 each. 


= 


Map Nos. 8832 or 8899 machine mounted on map pin board, 
edges sprayed, hanging device on back, film laminated surface. 
Excellent for push pin and/or china crayon markings which ore 
easily wiped off with a cloth. Please refer: 

Map No. 8832MML Price $21.00 
Map No. 8899MML Price $21.00 
(All MML maps available from stock for prompt shipment.) 


Where outstanding appearance and decor is a factor, we recom- 
mend our MML. maps with a handsome natural finished hard- 
wood frame. 

Map No. 8832MML framed 
Map No. 8899MML framed 


Price $35.70 
Price $35.70 


Complete catalog of CLEARTYPE® and COLOR- 
PRINT™ Maps available upon request. 








MID-CENTURY WORLD MAP 
Map No. 101CL—Today’s Best Map Buy 


ae 





This map is supplied in a re-usable polyethylene wrapping, 
making it a most attractive gift item. In a size of 64” x 42”, 
it is the most attractive and durable map of the world thot 
can be had at anything near the price. The map is cloth backed 
fo assure yeors of wear. The surface is laminated to a dull 
finish plastic which completely eliminates glore but enables 
the owner to clean the map with CLEARTYPE CLEANER or any 
wax base furniture polish. China crayon markings come right 
off. A grommet in each corner enables map to hang perfectly 
flat on the wall. 


Price: $10.95 Please refer Map No. 101CL 


THE BIG EIGHT 


An incomparable valve at an incomparable price. 
woo - 50” x 38” Folded 9” x 12” 
In re-usable polyethylene envelopes 

7 beautiful colors 
A gift for everybody 
Available for: 
World North America 
U.S.A. South America 
Asia Europe 
ee Africa Pacific 
ONLY 50¢ each 











See your local dealer or write 


AMERICAN MAP CO., INC. 
16 EAST 42 ST., NEW YORK 17, N. Y. 
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ITES, DRAWS, MARKS PERMANENTLY 
ON ANY SURFACE 


Needed — in every HOME, OFFICE, 
SCHOOL, CLUB and INDUSTRY —for 101 
uses! Does every marking job easier and bet- 
ter. Never clogs. Specially suited to COLOR 
CODING. Unbreakable, leak-proof body is 
color-matched to ink. 

Surpasses every pen of its type ever made—Low re- 
tail price plus big dealer's discount adds up to high 
volume profits for you. 

















A NATIONAL LEADER WITH OVER 
7,000 DEALERS THROUGHOUT THE 
UNITED STATES! 








FREE 


FREE COUNTER DISPLAY DEMONSTRATOR DISPLAY 
(to hold 10 of your pens) with l-gross order. 
with Va-gross order. 


Cash in on this whirlwind success . . 


nN DIV. BANKERS & MERCHANTS, INC 
OM 3220 N. Sheffield Ave., Chicago 13, Ill 








. ORDER NOW! 











SAXON PAPER CORPORATION 


WEST 8th STREET = NEW YORK Ii, N. Y 











MAYLINE 
PROTECTED PROFITS FOR YOU 


WITH ADVANCOS POLICY OF 
SELLING THRU DEALERS EXCLUSIVELY 


For Greater 

Efficiency 
from the 

Draftsman 














Front May-O-Matic table 


Let Mayline equip 


your drafting room Lt gla ye 
a 





with the Front, May- 
O-Matic, and Rear 
Reference tables. 








MAYLINE 
INNAVAW 


Dealers, this equip- 
ment is a_ profit 
maker for you. Be 
sure you have avail- 


able literature, prices, na 
and delivery. May-O-Matic Table 














MAYLINE CO. INC. 


625 No. Commerce St. 
Sheboygan, Wisconsin ADVANCO PRODUCTS 
MANUFACTURERS wire ssi ine retsinao cur coset ote Tout 


76-05 5ist AVENUE. ELMHURST 73.1. 1.N.Y. « Telephone Hickory 6-4848 


Inc: 





Reference Table With Units 














——MAYLINE 




















Son © ae HERE'S ONE OF THE BEST 
Southern California COMMERCIAL GIFTS ON THE MARKET! 


by J. EDWARD TUFFT, 
2012 Huntington Dr., $. Pasadena, Calif. 





The Famous 


DUX “COMBI” 


Work has seriously begun on the 13-story office building 
vhich will house the Los Angeles offices of the International 
Business Machines Corporation. Located at Wilshire Boule- 

vard and Mariposa Ave., Los Angeles, on a three and a half 


cre site, the building will cost $4,500,000. The office space Fine imported precision 

; . . 

' total will be 233,000 square feet. Pencil Sharpener with the 
° special base that dis- 


[he Consolidated Electrodynamics Corp. has established 
division to specialize in the engineering design and manu 
facture of a standard instrumentation line of magnetic-tape re 
cording and reproducing equipment, according to Hugh F. 
Colvin, president. The new unit will be called the DataTape 
Division and will be under the direction of Philias H. 

Girouard, formerly assistant director of engineering. 

» 


penses any 3," roll tape, 
for quick, easy use. This 
model, No. 9559 NB, is a 
BIG FAVORITE for Gifts. 


Write for complete 
catalog DUX Sharpeners 
and other fine imports 
popular for gift giving. 


Leland W. Brown has been appointed field engineering 
training manager for the ElectroData Division of the Bur- 
roughs Corp., Pasadena. Duties include supervision of training 





n the use of the Datatron electronic data processing system Nationally advertised and preferred coast-to-coast, 
nd the technical publications required for such training. the DUX, with the razor-sharp, replaceable BLADE 
* : 
7 - _ THAT MAKES THE DIFFERENCE, comes in 24 
Dr. Erwin M. Keithley, associate professor of office man- : py * : 
gement at the University of California in Los Angeles, was highly specialized models to fit all size pencils and 
the featured speaker at the June 11 meeting of Los Angeles crayons. 
Chapter of the National Office Management Association. The 
theme was Are You Getting Your Money’s Worth?” 
i o E 
, , xclusive 
ElectroData Division of the Burroughs Corporation, Pasa- FRED BAUMGARTEN 
: dena, has completed a six-fold enlargement of its plant which 1000 Virginia Ave. N.E., Atlanta, Ga Imports 
now gives a floor area of 250,000 square feet, according to : . 





James R. Bradburn, vice-president. 











| iy 
| MYTH AM ALUMINUM 


: e 


| = 


| —e_ “Ee 


= _——— 


BY WEAR-EVER 


-3 j 4 Send Telelehy ‘tel mm Allies) lel@miclicl-lamelalsMieelil+)i-ti-mel tiellt: 


on today’s newest and smartest alte Lal profit Tale 


W rite to The Aluminum Cooking Utensil ¢ 
Wear-Ever Building, New Kensington, Pa 
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CONFERENCE TABLES 
by 
Worden of Holland 





Conference Table 
No. 171 
A line of conference or directors room tables embodying 
three style designs to fit all modern decor. A product of 


the highest quality in materials and workmanship. Special 
custom styles. Write for complete illustrated information and 


literature on our conference table line. 


‘he WORDEN company 


HOLLAND IGA 
























EXECUTIVE STEEL DESKS 
& SECTIONAL DESKS 
FILING CABINETS 





Linoleum top (60”x30”) 
Desert sage, mist green, grey 


TELEPHONE CABINETS 
SPECIALTY CABINETS 











38-42 REVIEW AVE., LONG ISLAND CITY 


190 


_ CONSISTENTLY BETTER QUALITY AT LOWE 


URABLE STEEL OFFICE EQUIPMENT 
IMPROVED LINE - FIRST IN THE LOW PRICED FIELD 


PRIME STEEL © ELECTRICALLY WELDED * NYLON ROLLERS * COMPRESSOR FOLLOW BLOCKS 
ALUMINUM PULLS ¢  —- BAKED ENAMEL FINISH 






BOOKCASES al #93PS ~< q) mist green, grey 
SECTIONAL BOOKCASES !sNEW! PRICED TO SELL! 
ROLLER FILES EXECUTIVE CONFERENCE DESK TOP VALUE! ‘ 






ae TERRIFIC BUY! 


3 
WRITE FOR ILLUSTRATED CATALOG #438 AND DEALER PRICE LIST. 


URABLE METAL PRODUCTS co. 


Sunny Side of the 
Golden State Travelers 


by the “‘Golden Dust Twins”’, 
George Frey, George Lazier 





Iwenty members and guests were present for lunch on 
May 20. Guests included Art Weaver from J. K. Gill in Port- 
land, Sam Bullock, L. A. Stamp & Stationery Co. and Carl 
Grimes of Grimes Stationery, and recently elected Lt. Gov- 
ernor for the 14th district. 

President Walter Waldvogel announced that due to several 
open house rooms around the pool at the recent convention, 
the costs of our Friendship Hours did not run as high as 
anticipated. Neither Ist Veep Bill Lashbrook, nor Secretary 
Charles Evans were there to give us the official report, but 
at least we are still solvent. 

President Walt also advised that Dick Kirkpatrick (Old 
Town Corp.) has been appointed general chairman for the 
1958 Sales Rally to be held next January at the Statler Hotel. 
Under his capable guidance, we can look forward to another 
great rally. Ralph Maneval will have charge of the Salesman 
of the Year Award, to be presented that night. 

« 

Forrest Costenborder celebrated Mother's Day by getting 
married. The bride was the former Dorothy Ann Conley of 
Santa Monica and they honeymooned at Las Vegas. Con 
gratulations from all Travelers and friends. Forrest also just 
bought a new station wagon for the store. 

© 

George Gilfillan and wife of Vroman’s, Pasadena, spent 
early May on their vacation. Picked up a new Chevie at the 
factory in Flint, Mich. and drove it out. 

te 

In 1956, Parker’s, Pasadena, won the NSOEA Award for 
best Store Display of the Year. The cafeteria right next door 
to Parker’s won first prize among all cafeteria’s in the United 


PRICES! 













Se SELLING! 

~ SPACE SAVER! 
MODERN ISLAND BASE 

7 SALESMAN'S DESK 


g Linoleum top (40”x2542”) 
Desert sage, 

















TOP SELLER! 
EXECUTIVE DESK 


Linoleum top (50”x24”) 
Desert sage, 
mist green, grey 























|, MODERN SALES DESK 
— OVERHANG TOP 
















puiaceum top (53°x25¥e") INDESsG 

esert sage, mist green, grey RucT; 
WOODEN CRATES 
Files @ Cetin 






1.NY.-RA9-3580 | home ta 
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TOP BUYS IN STORAGE EQUIPMENT 


Complete line of metal specialties 


CHAIRS © SHELVING © BENCH LEGS © DRAWER CABINETS 


Dealers write for our latest catalog & prices 
341 West 38th Street 
New York, N. Y. 
BRyant 9-8771 





NOW! You Will Also Cry: 


“VIVA LA DIFFERANCE!’ 


When You Compare —. 
the Old Style 3/4”. 
Index Tabbing with 


nICO’s NEW 1/3” Typerite INDEX TABBING! 


The Difference is Only 1/24” 

| AL y%u The Thickness of a Thin Dime! 
mc Me $ BUT YOU SAVE 56%, TYPING TIME 
f : = The Tabs & Inserts Are Typewriter Spaced! 


as os Typists use the line space lever, no soft 

COMPARATIVE SIZES = rolier is required. 

Shown Above. Note This Ad 

how the differance is Dealers Please Note: is being 
run in M 9 ing hods, ay 
Office Procedures, Office - y= 
The Office to help you sel! Aico'’s 1/3” 
Tabbing. Stock Up Now! 

44-16 23rd St., L. 1. City 1, N. Y. 

426 S. Clinton St., Chicago 7, iil. 
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HANDY "GLIDEX" 


TRADEMARK®) 571978 


TELEPHONE BRACKET 


A Stable Seller the Year ’Round 





Saves desk space—swings in any direction— 
Keeps phone in easy reach yet out of way— 
The only bracket made to hold present models. 


Mad f strong, durable steel, Extends to 30 rigid 
ncl Closes only 9 inches. Various types of mount- 
e for attaching to wall, desks, table 

le of tables, etc. Nothing to get out of 
Eliminates nuisance of phone cord mussing 


desk papers 
WRITE FOR ILLUSTRATED LITERATURE AND DEALER'S PRICES 


é a KM -P i 
SY YY YY 


GLIDEX CORP. 


4538 W. ROOSEVELT ROAD, CHICAGO 24, ILL. 
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Quality 


GLOBE 


44 Models to 


2» choose from 


Price range 


SHE $3.45 to $124.95 
fees pet for NEW catalog No. 67 


np 20"? 
(ees Wr THE GEORGE F. CRAM CO. INC 
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. for the mip fe \ 
business \ 
Gift of Q 
Beauty \ 
Function 
and Good 
Taste 

() 


SELL THE “Spin Master’ 


A 300 ) 


( 

The lowest priced leather bound smoking ) 
tray in America in this high quality ) 
/) 

Exciting new "Spin-Action". Gold tooled ‘ 
genuine leather bound. Choice of maroon \ 
green or brown, with polished brass top and Y 
chrome disc or silver tooled leather in gray () 
or green with all-polished chrome top. () 

® Individually wrapped and boxed Q 


© Ideal for office and home \ 


ARROW LAMPS INC., 1270 Broadway, New York, N.Y. ) 
PO 
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SEMCO’S 


ALL-STEEL 
"ADJUSTABLE DROP-LEAF TYPING STAND | 
New offer the finest drop-leaf typing stand 
on Ashore ee » DURABLE, STURDY, with MODERN 
DESIGN, the SEMCO Adjustable Typing Stand will 
ness for you wherever it is shown. 
a positive-locking, trouble-free adjustable 
; eae this stand will accommodate any standard 

* mane! or electric typewriter. Also excellent for 
Pp s of office machines. 


for you WITH SEMCO 


Se ee 












eres Sea 















OFITS 
» o ha - 

PINELLAS INT. AIRPORT 
ST. PETERSBURG, FLORIDA 


SEMCO SALES. 
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Most Important Business Show Ever! 


The 1956 National Business Show went way beyond 
anything ever held before: * Most Important in 
number of exhibits * Most Important in attendance 
* Most Important in enthusiasm. 
...and the 1957 Show promises to be still more important. 


NATIONAL BUSINESS SHOW 


All the industry exhibits— All management attends 
OCT. 28th THROUGH NOV. Ist, 1957 
New York Coliseum, Columbus Circle, New York 
Rudolph Lang, Bensene Director 
33 West 42 Street, N. Y. 36, N + Pennsylvania 6-6760 










ONLY The “Precise”’ 


TRIMMING BOARD 





| Has All These Wanted Selling Features 


@ Patented Finger Tip Controlled Paper Guide 

@ Finest Steel Blades, Carefully Ground 

@ Two White Scales on Black Background 

@ Only Finest Seasoned Hardwood Used 

© Every Board Completely Guaranteed 

You offer the finest in the New “Precise” Trimming 
Board. It has everything your customer should have for 
trimming, cutting paper, paper board, etc. The patented, 
adjustable paper guide locks and releases with a finger 
flick, 2 white scales on black 


background speed accuracy and 5 POPULAR SIZES | 
measuring time. Models 5, 6 & a yma ++ / er 
7 have special safety spring. | No. 5—151,"—Blade | 
The “Precise” is a steady seller | No. 6—18'2"—Blade | 


wherever displayed. | Me. —_ "—Blade 


Prompt Delivery — Order Your Needs Sedayl 


AMERICAN PHOTO LABORATORIES 
2511 W. MOFFAT ST. Dept. A CHICAGO 47, ILL. 
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States, for the best design. Looks as though being the best 
is catching in that block. 
. 

Ed Cooper and Elgin Burke (S. E. & M. Vernon Inc.), the 
two buddies of the stationery Travelers were in Los Angeles 
on business and for the Stationers Convention in Long Beach. 

e 

Henry Wisson announces the new address for Art Steel Co. 
of California is 6310 Corsair. They have a brand new building 
and hope to be in production in July. 

” 

Max Spak and Don Rosen announce a new partnership to 
be known as Office Equipment Distributers. 

~ 

Stan Breton (C. R. Barry Co.) is on a trip to Arizona and 
New Mexico 

7 

Carl Teele (Burbank Stationers) and family will spend the 
month of July in Hawaii. 

2 

Stewart Anderson and wife will also be in Hawaii during 
July on a business trip. 

o 

Vince Banks (Bank’s Stationers, Santa Barbara) and Hal 
Bass (mfr’s. rep.) were seen enjoying themselves at the con- 
vention in Yosemite. 

* 

Abbott Distributing Co. expect to open their warehouse in 
San Francisco about July Ist. It is located at 464 Bryant St., 
and the phone is YUkon 2-6450. 





Donald Hazleton Joins D. Waldner Co., Inc. 

Donald Hazleton has joined the D. Waldner Co., Inc., 
Mineola, N. Y. as the office furniture sales representative for 
Suffolk and Queens Counties. He has spent the past five years 
with Nelson, Thomas & Co., San Diego, Calif. 














DESK 
~’’) ACCESSORIES 


SSM 


Tailor-Made for your Business Gift Promotion 














The +8300 Series illustrated above is beautifully 
handcrafted in fine top-grain cowhide trimmed with 
gleaming jewelers beaded brass. Complete range 


of styles and colors available. 


Individually packaged for selection as a unit or 


complete set. Write for catalog. 


SAINBERG AND COMPANY, INC. 
37 West 26 Street, New York 10, N. Y. 











“EXECUTIVE” PLASTIC OFFICE CHAIR MAT 


lustrous wood-grain 








This is the sensationally beautiful 
office chair mat that matches modern 
wood grain furniture. The new trend 


{ 
| 
' 








in interior design makes these mats a 
must for new installations, and they 
sell on sight to users of old-type 
painted or rubber mats. Available in 
Driftwood Gray, Walnut, Mist Green, 
and Desert Tan. Gleaming plastic (lam- 
inated to extra-thick Presdwood.) This 
“Executive” mat withstood more than 
2,000,000 scuffs and abrasions in inde- 
pendent laboratory tests with little 
more than loss of surface gloss. Low 
cost, too. 








/ 


—_— SEND COUPON TODAY ——-——-— 


Interstate Metal Products Co., inc. Dep't A-2 
(Office Equipment Division) 

666 Lake Shore Drive, Chicago 11, tl. 

Please send me FREE literature and more information about Executive 
plastic chair mats. 





INTERSTATE 








easy to clean 

Gleams when cleaned 
with damp cloth. Re- 
sists alcohol, ciga- 
rette burns, etc. 











extra thick 


Heavy lamination of 
wood-grain plastic 
over 5/16" Presd- 
wood. Won't slip— 
won't creep. 








t 


Chairs glide smoothly 
over the mar-resistant 
surface. Not slippery. 
Chip resistant. 
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lining 


Spins itself clean! 
he automatic ‘‘SPIN-TOP”’ ash tray 








® NO DIRT ® NO. 587,737 

° NO DUST Wis uaay site and viet 

¢ NO SMOKE pr vate. Tiga 
AN IDEAL 

e NO SMELL cue 


Available in bronze, chrome, brass, saddle stitched pig- 
skin, wood, and a choice of decorator colors. 


To retail from $3.95 
up to $1 2.50 


For Complete New Catalog, 
Write To: 


Py tag 
Y S PRopucts, INC. 
111 S99) aa 31, N. Y. 


> -+ ooo oo Se 


tte eter ee ee 
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BEAUTY ° 


COMFORT 
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Canadian News 





Our Industry Across the Border 
By Special Correspondence 


Canadian Business Equipment Manufacturers’ Association, 
Toronto, following months of detailed planning, has an- 
nounced that for the first time Canada is to have its own 
national business show. S. J. Burk, president, said it would be 
held at Exhibition Park, Toronto, June 9-11, next year. 

It will present to Canadian business men the most com- 
prehensive display of modern office appliances, equipment and 
systems in the industry’s history in Canada, he asserted. 

“Everything from typewriters to million dollar computers 
will be featured in some 250 dynamic displays. The industry’s 
rapid progress in meeting the challenge of business manage- 
ment for more and more cost-saving devices to overcome 
rising clerical and general office costs will be vividly demon- 
strated. Canadian executives for the first time will have an 
opportunity to assess under one roof all of the most modern 
office equipment,” he said. 

Mr. Burk predicted that one out of four exhibits at the 
show would feature electronic equipment designed to speed 
business processes with increased accuracy. The latest con- 
tributions to employee efficiency, such as scientifically de- 
signed furniture, office decor, air conditioning and lighting 
will be presented. With one in six of Canada’s employees en- 
gaged in clerical work, and business equipment sales in 
Canada expected to reach the $150 million mark this year, 
(as compared with $125 million in ’56), the show will form a 
vital part of the Canadian industry’s program designed to serve 
Canada’s expanding economy, he said. 

There are about 100 members in the Canadian Business 
Equipment Manufacturers’ Association — all executives of 
some 47 Canadian manufacturers of business equipment. With 
few exceptions, all leading firms in the Canadian field are rep- 
resented in the association. Elected chairman of the associa- 
tion’s exhibition committee is W. O. Detweiler, Gestetner of 


| 
<> ~ 









You'll like the fine design and good, solid comfort of these chairs—and you'll marvel 
at the low, low prices! Available in oak or walnut, the 900 Group is upholstered in 
leather or Naugahyde, with a combination of Flexo Swedish springs and thick, medium- 
density Paratex providing luxurious comfort. 


If you are considering new chairs for your office, may we suggest you see the 900 
Group at your dealers soon. We think you'll be glad you did. 


JASPER CHAIR COMPANY, JASPER, INDIANA 
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Announcing the New 


TRINER / ew. 


70 lb. Automatic Parcel Post Scale 


Featuring New Design 
New Construction Features 
New Extra-Large 
Color-Band Chart 


Stop costly postage 
errors. Speed mailing 
operations. Get the facts 
on the superb new Triner 
Imperial with new extra- 
large, eye-level, color-band 
chart that guides the eye 
instantaneously to the 
correct postage computa- 
tion. Famed Triner twin 
pendulum accuracy 

. ho springs. 


Over 200,000 

Write for Triner Scales 
Booklet : , in 38,000 
U.S. Post Offices. 


TRINER SCALE & MFG. CO. 


2716 W. 21st Street + Chicago 8, Illinois 


<x_¥) Fasteners 


Paper 4 


<> Thumb Tacks <<— 


Large Variety of Sizes and Styles. 


Noesting considers QUALITY 


is of first importance. 


NOESTING PIN TICKET CO. INC. 
728 E. 136th Street, New York, N. Y. 
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It’s not too early 
it’s not too late... 
To start selling STARK 






for ‘58 


* EASY TO READ 
* EASY TO USE 





STARK .... 


a quality line of stands and pads featuring all popular 
styles and sizes. Calendar pads are lithographed on high- 
grade bond paper of UNMATCHED WHITENESS with 
the date in red and the monthly calendar in black. Fast 
2-color lithograph printing enables us to give you the 
best in quality and prompt service. 


write or phone for complete details 
“IN CALENDARS THE QUALITY MARK IS STARK” 

























100-112 BISSELL ST. * PHONE JOLIET, ILL 


A POINT TO |/REMEMBER 


For the pen@il sharpener 


that is as a whisper 


For the pencil sharpener 
that is available in a 
choice of 5 Decorator 
colors... Display and 
recommend the Dexter 
Super-10 leader of the 
APSCO profit-line that is 


Qmeneds 
choice! 


in Salmon: Rose: Green: Beige- Biue 


Ssroducts inc. 


Ds Angeles, Calif Rockford, Ill. 
Toronto, Can. 
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Furniture is our Business 
..-And business is a pleasure with MONARCH 





There is true Monarch style . . . comfort . . . and 


quality in this setting of love seat and chair, designed 


in the Scandinavian influence. Seat and back 
cushions are reversible, 100% foam-rubber filled. 
Hand-polished frames are solid walnut and 
wall-saver construction. An easy extra sale for you! 





FREE dealer ad mats ready now 














Vv — a WHOLESALE DISTRIBUTOR 
American Pe AND SERVICE STATION 
(Venus) OF AMERICA’S LEADING 


V Auto-Point 

Vv B.B Ball Pens 

Vv Blythe 

Vy Cado Fount-Brushes 


BRAND PENS AND PENCILS 


Mc ENNON 


PEN COMPANY 
220 S. STATE ST. 


__ CHICAGO 4, ILLINOIS 


\/ Eberhard Faber 
V Esterbrook 

Vv Eversharp 

Vv Fisher 

V Flo-Ball 


Vv Morriset 


Vv Norma Pencils 
V Paper-Mate 


PERSONALIZED ENGRAVING 
IMPRINTING AND GOLD STAMPING 


V Parker 

V Pat Pencils 
; “ 

Vv Scripto 

V Speedri 


Prompt Repairs 
By Experts 


V Supra 4 
Color Pencil 


Vv Swingline 
Products 


a 
VY Taubman 
Vv Tweeten 


Vv Waterman 


Refills Available For 
All Ball Point Pens 








MUCLENNON PEN (0. 





220 S, STATE ST., CHICAGO 4, ILL. 
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Send now for NEW catalog 
and price list. 







EA MONARCH 
oO 


“"'\ FURNITURE COMPANY w 
Z 


HIGH POINT NORTH CAROLIN 








“Old Faithful’ 


Allen’s been faithful, too—since 1920 

Our time-tested products are also faithful 
profit-producers for you—made for every 
purse and every purpose. Boxed under our a 
brand name or yours. Write today or phone S 














BEekman 3-2255 for prompt sample service 6 
and quotations on our complete line. # 


INKED RIBBONS 


ALLEN & COMPANY 


MANUFACTURERS 
| bivision OF DION CARBON & RIBBON CORP. 
1-13, La gta ie hew YORK 38, N. Y. 


i 
> Sea 
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Canada, Ltd.; other members, J. A. Stewart, Visi Record of 


| Canada, Ltd §. J. Burk, Ditto of Canada, Lid A. 0. The Ideal Xmas Gifts 
awson, nderwooc td.; Joseph McDowell, of Joseph Mc- 
Dowell Sales Ltd.; R. M. Kent, Dictaphone Corp. Ltd.; J. A. Walnut Smokers 
Whitelaw, Burroughs Adding Machine Co. Ltd.; Robert Mc- WITH FOOL-PROOF SNUFFER-TYPE TOP 


Creary, Executone Communication Systems Ltd., all of To- SMOKELESS——-ODORLESS—SAFE. EASY TO CLEAN. JUST 
ronto. Grant Smedmor, Toronto, has been retained to pro- LIFT TOP RING (Fig. 2) BY HOLDING KNOB (Fig. 1). 


duce and manage the show. SOLID WALNUT BASE (HEAVILY WEIGHTED), TAPERED 


ns POST AND TOP RING. NO. 177 SOLID BRASS FERRULE 
' Gage H. Love, president, W. J. Gage Ltd., Toronto, has AND TOP UNIT (Fig. 1, 2, 3, 4) NO. 178 SAME IN 
| announced the election of W. P. Spragge to the firm’s board JEWELERS BRONZE. 
| of directors CENTER CIGARETTE REST (4) PROTECTS FURNITURE. 
e HEAVY RING (2) EXERTS PRESSURE ON DOME (3) TO 
. Stationers’ Association of Hamilton, Ont. heard Tom Jarvis, SEAL IN ODORS AND SMOKE. 
Minnesota Mining & Mfg. of Canada, Ltd., London, discuss 
the growth and development of his firm and its products. Out 





of town guests at the meeting included D. W. Stoneham, Frank 

Stokoe, Stuart Cromar, Jim Holmes, Ossie Tancock, Carl 

Mellard and Ray Taylor, all of Toronto; George Smith, Strat- 
| ford; Bill Gardner, Goderich. Greig Ward, group president, 
chaired the meeting. 


FEATURES: 
* Underside of dome (3) fits 
snugly into recess in plung- 
er (5). > cy 
* Spring cannot jam. Pilot in- 
side spring (6) prevents 
side movement. 
* Ashes cannot get inside of 
mechanism. = 
* Spring completely insulated 
against burning cigarettes. 
* Mechanism guaranteed for 
life of Smoker. 
* All finishes unconditionally 
guaranteed. 









* 
John H. Chipman, president and general manager, Brown 
Brothers Ltd., Toronto, died at his summer home on nearby 
Lake Simcoe, June 16. He was born at St. Stephen, N. B., and 
was a grandson of Sir Leonard Tilley, one of Canada’s Fathers 
of Confederation. His business career began with Hughes- 
g Owens Co., Ltd., Montreal, in 1910. Two years later he trans- 
t. | ferred to Toronto as assistant manager of the Art Metropole 
| division of Hughes-Owens, later became manager. He be- 
came vice-president of Brown Brothers Ltd. in 1933, and had 
| been president for the past 15 years. He was a director of the 
| Wholesale Stationers’ Association (U.S.), and active in Ca- 





Write for complete catalog 
Walnut Smokers $19.00 te $26.00 
list. 


nadian military, sports and club circles. He is survived by his Nos. 177-178 
| widow, the former Helen Eileen Brown; two sons, John R. Metal Smokers $9.50 to $36.00 list. 
and Thomas B. Chipman, and a daughter, Mrs. W. J. Shana- /p 
| han, Toronto. ai Sa e PRODUCTS CO. 


—_ e 2216 N. CLYBOURN AVENUE CHICAGO 14, ILL. 
. Burroughs Corp. branch in Toronto has appointed John 


The Amazing Vang ward Magnetic 
a Seonsd Latter theater WITH EXCLUSIVE 


DUPLICATE COPY 
FEATURE 

















Used and Acclaimed 
| in Over BS comsivies 


as the World’s Finest 


Dictation-Transcription Instrument 





Exclusive Distributor Franchises 
are now available in certain 


areas of the eastern United States. 


A Vow r Se 


n Dictation 





For more information write to... 


VANGUARD BUSINES: 5S MACHINES DIVIS/0ON 


| /50 SYLVAN AVENUE ENGLEWOOD CLIFFS NW -J- ff [EON RESEARCH CORPORATION 


WELL 7-277 
sl . ° 40/0-8290 FIFTH AVENUE-N-Y- 
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ard lounges: 


@ Luxuriously cushioned and dé 
spacious comfort. Strong 
kiln-dried hardwood, gleaming 
hardwood arms, colorful Durar 
No-Sag spring seats. 


NEW LOW LIST PRICES! 


No. 22-C S ngle Lounae Chair i 
No. 44-C Doubl » Lounge 
No. 66-C Trip e Lounge | 


Send for '57 Price List and Catalog of Lounges, Lecterns, Tables, 


McNeil as special microfilming sales representative. He has 
several years’ experience in the business machines sales field. 
° 
R. H. Hedger, 36, a veteran of 20 years’ service with the 
E. B. Eddy Co., Hull, Que, has recently been appointed vice- 
president in charge of industrial relations for the company. He 
was formerly manager of this division. 
© 
William H. Smith, vice-president, Venus Pencil Co. of 
Canada, Ltd., Toronto, reported his company plans to in- 
crease their existing manufacturing space at the Venus plant 
in Toronto’s Queensway by 50%. He said the new 12,600 
square feet addition would allow Venus to enter the writing 
instrument (fountain pen) field in a much larger way. The new 
Venus pen line is currently being heavily promoted to trade 
and consumer markets in Canada. 
° 
Thomas A. Edison of Canada, Ltd., Toronto, announced 
the following new appointments to their Toronto district office: 
Howard E. Soulis as an account executive; Ronald G. Snyder, 
Roderick A. Taylor and Arthur E, Trollope, as sales repre- 
sentatives. Mr. Soulis comes to Edison after number of 


aeaie years as president and general manager of Soulis I td., Halifax. 

Lobbies He is a former director of the Maritimes Office Machine Deal- 

Reception ers’ Association. 

Rooms * 

Rest Rooms Canadian Business Equipment Manufacturers’ Association 

Beauty Shops has announced the appointment of A. O. Dawson, Underwood 

Patios Ltd., Toronto, as secretary-treasurer of the association. Long 
prominent in the office equipment industry in Canada, he is 

ice a past-president and director of the CBE MA, and brings a 

TRIPLE wealth of experience and knowledge to his new post. 


Chairs, Booths, Showcases and other profit makers. We sell thru A modern office furniture and equipment display has been 


dealers only. 





13 VINE STREET —_— —_ 





STORAGE CABINET 
No. 3678-S 


with adjustable shelves, finished 
in baked-on olive green or office- 
gray enamels with lock in handle, 
insulated doors. Shipped one per 
carton, K.D. 
36”W x 18” x 78”H 
Weight 150 lbs. 
MANY OTHER SIZES OF 

CABINETS AND SHELVING 
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added to the premises of Rutledge Stationery Ltd., Fort 
William, Ont. The store, controlled by General Stationery & 
Paper Ltd., Winnipeg, has also been given a new front plus 
a cash check-out merchandising system. Store manager is 
EVANSVILLE, INDIANA Stanley Craib. Eric Jeanfavre is president of General Station- 


THREE TOP SPECIALTIES 
of Superb Quality 
STEEL SHELVING 


Standard Or Government Specifica- 
tions: All Standard Sizes. 





Corner Posts, 11 Gauge or 13 
Gauge 7'3” high...8’3” high... 
9’3” high punched on 1” centers. 
Finished in Baked-on olive green 
or office gray enamel. 





TYPEWRITER TABLE 


Size 26\4"H x 16”"D x 22°W and 34°W 
overall with shelf extended. Fieished in 





baked-on office gray or olive green enamels. 
rubber casters. Shipped K. D. one per 


carton. Weight 30 lb. 
List Price $15.00 


MIDWEST 


METAL MANUFACTURING COMPANY 
1818-24 North 18th St.. St. Louis 6, Mo. 
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NEW 


faster filing SUPN@O@law 7 bah 
easier finding 








; for 


and 





n) 


~ BARKLEY TAB filing supplies 
the 





iw, 
: drafting = 
x < =— 
table ies 

; . “0 ee a a r 

is @ increases productivity, efficiency 

;, @ Saves man-hour costs @ Reduces waste motion 

Barkley Tab File Guides featuring Magnified Visibility can @ A complete work-station in one unit. 

help you increase dollar volume and profits per sale. Get all the facts—send for illustrated Bulletin 704 and com- 
iP Display them prominently on your counter, in your windows plete Stacor catalog 

& —they sell themselves. Write for illustrated literature. 

ve CL. BARKLEY & CO STACOR EQUIPMENT CO. 

: : = 295 Emmet St., Newark 5, N. J. 
1220 W. VAN BUREN STREET + CHICAGO 7, ILLINOIS 








SIMPLIFIED SORTING 


for every office need 
WITH THE th haws PROFIT LINE 


The best answer to any sorting problem is a Kohlhaas Sorter 





. Markwell Premium or File. Outstanding in performance with easy, fast and accu- 
Here Is the , rate operation, each. Kohlhaas sorter is flexible and compact— 
Quality Office Staplers the result of more than forty years of leadership in this field. 
NE WY LOOK — designed styled There’s a size for every standard office form and special sizes 
_ . i ‘ are quickly supplied to meet individual needs. Profitable . . . 
that will bring Markwell and priced for every with excellent prospects for repeat sales too! 


: stapling need 
Dealers increased sales oe 


> Markwell Office Staplers now furnished 
complete with Staples 


» New lower Dealer prices on Markwell Staples 


> New lower Consumer prices on Markwell Staples 
> New and exciting Sales Aids 





WRITE FOR CATALOG, DISCOUNTS AND INFORMATION 


THE Khlhaas COMPANY 


200 HUDSON ST.,NEW YORK 13, N.\ 8012 $. CHICAGO AVE. * CHICAGO 17, IiL. 
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JOHNSON 


Business Chains 


JOHNSON GLENBROOK SERIES 


Here's a combination that has 
lots of customer appeal 
because it’s especially adapta- 
ble for today’s modern office 
The Johnson Glenbrook Se 
ries is a line that can mean 
easy profitable sales for you 
Write today for complete de- 
tails and prices 





No. 1531 Glenbrook Arm Chair 
7 MERCHANDISE MART 


7 
siz JOHNSON CHAIR COMPANY 


Y HICAGO 54, ILLINOIS 








DONT FORGET... 


ARTISTS’ COLOR OUTFITS 


are in popular demand as 


Gift Items 


profitable year- 
round best-sellers 














AVAILABLE IN A 
WIDE RANGE OF 
STYLES AND PRICES 


Order now to insure hav- 
ing a generous selection. 
Feature prominently. 


OL COLOR OUTFITS PRICES and DISCOUNTS, 
PASTEL ASSORTMENTS 

PHOTO COLORING SETS 

FABRIC PAINTING SET 


F. WEBER CO. 


Manufacturing Artists’ Colormen, Since 1853 
1220 BUTTONWOOD STREET 
PHILADELPHIA 23, PA. 





Malfa Jr. Oil Color Outfit 














MOWAW 


Quality Papers at 
Competitive Prices! 


The Stationer’s Complete Line f 





* Scratch Pads 

* Ruled Pads 

* Legal Pads 

* Add Rolls 

* Steno Books 

* Mimeo Bond 

* Duplicator Bond 
* Typewriter Bond 
* Second Sheets 

* School Supplies 


Special Quotations on 
Board of Education 
Requirements. 

Send for Price List Today! 





MOHAWK TABLET COMPANY 
Main Office—1703 East End Ave., Chicago Heights, Ill. 
Branches—3200 Main Street, Dallas, Tex. 

1647 Blake St., Denver, Colo. 








On 
ee 





C-THRU clear plastic rulers and 
drawing devices give you a com- 
plete line to feature for back-to- 
school. Their high quality and mul- 
tiple utility have won world wide 






renown. They're priced for profits— 
designed for eye appeal— 
a real “Golden Rule” line, 






Send for Catalog. 


RULERS @ TRIANGLES @ NAVIGATIONAL INSTRUMENTS @ STENCILS @ PROTRACTORS @ OTHER DEVICES 


(- _>r | 
* HK | 


= eS 


MIU AZZ linylittiyf 
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ery & Paper Ltd. He is a director of the Stationery & Office 
Equipment Guild of Canada, Inc., and active in other trade 
groups. George Butcher, Winnipeg, is _ firm's secretary- 
treasure! 
7 
Some 180 members of the Canadian trade and their guests 
attended the 29th anniversary dinner party of the Commercial 
Stationers’ Association of Toronto, held at the Royal Canadian 
Yacht Club, Toronto Island, June 18. This annual event is 
under the sponsorship of the association’s George Callow. 
s 
Billings for the Royal Typewriter Co., Ltd. Montreal 
amounted to more than $5 million in the past year, F. P. 
Ryan, president, said in a statement on the 25th anniversary 
of the establishment of the company in Canada. With excep- 
tion of war years when production facilities were devoted to 
defense matters, the company has expanded steadily and con- 


tinuously since it started operations in 1932. Beginning with 
four men in a loft building in Montreal's financial district, 
the company has expanded to a coast-to-coast organization of 


850 employees, with 11 branch offices, 67 dealers and dis- 
tributors in office machines, and 400 portable typewriter deal- 
ers 

a 

Brownlee Office Outfitters Ltd., Vancouver, has redesigned 
its main floor to facilitate display and promotion of office 
furniture. Eight special settings, separated by black wrought- 
iron frames, display complete color schemes in leather squares. 
Featured are complete office furniture arrangements, includ- 
ing drapes, carpets, lighting and accessories. John Brownlee 
s the firm’s president 

* 

Dennison Mfg. Co. of Canada, Ltd., Drummondville, Que., 
iunnounced appointment of Kenneth P. McCarthy as their 
Maritime representative. He has had long experience in the 
paper products field and will make his headquarters in 
Halifax, N.S 

° 
[he board of directors of Ditto of Canada, Ltd., Toronto, 


for 


pro its 


feature America’s outstanding 


Space Saving Filing System 





“THE SYSTEM THAT 


IMAKES SHELF FILING PRACTICAL!” 


WRITE for Catalog & Full Details of the 


Visi-Shelf Dealer Promotion! 
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AUTOMATIC 
RE-ORDERS? 


A lot of your items are one-time sales. But if 
your customers are using a system, reorders 






ACCO system of filing. You sell a 
group of related items—Acco Fas- 
teners, Accobind Folders, Accopress 
Binders, Acco Punches—and repeat 
orders come in regularly, in quantity, 
without further effort. 


Acco is advertising nationally to help you 
sell the Acco system and Acco products. 
Show your customers Acco’s advantages and 
you'll get better volume, better turnover, 
better profits! 


ACCO PRODUCTS 
A Division of NATSER Corporation 
OGDENSBURG, NEW YORK 
In Canada; 
















Nationally Advertised 














become automatic. That’s the beauty of the % Tee 


Acco Canadian Co., Ltd. 
4 Toronto 
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Se 


ee 


A Complete Line! 


Units from 7 to 10 openings — 
WITH DOORS — and without! 


Correspondence and Legal Sizes. 


on the Pages of 
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elected S. J. Burk as president, it was announced by T. W. 
Robinson, Jr., chairman of the board, Ditto Inc., Chicago. 
SINCE 1932 Mr. Burk was also named president of Ditto (Quebec) Ltd., 
Montreal. At same meeting, S. P. Robinson was elected vice- 
president of both Canadian companies, and A. Ross Mac- 
Kenzie and Scott Harrod elected directors of Ditto of Canada, 
Ltd. Messrs. Robinson and Harrod are officers of Ditto Inc., 
Chicago. 








(manuracturers 








° 
Robert Duncan Co. Ltd., Hamilton, Ont. now operate a 
| modern office furniture design division, headed by Stuart 
| Duern. New showrooms display complete office interiors, 
executive and general offices and reception room stylings — 

i ; from flooring and drapery materials to lighting and fixtures. 

9 e 

th Aantuersary A 2l-acre site in the Toronto suburb of Scarboro has been 
Celebrating a quarter century purchased by W. J. Gage & Co. Ltd., Toronto, to consolidate 
in the manufacture of and expand its production and marketing facilities. C onstruc- 
rT ” tion is now underway for a modern, one-story plant of 230,000 
QUALITY square feet of floor area. Firm publishes and produces wide 


STEEL SHELVING d SHOP EQUIPMENT range of school books, as well as envelopes, stationery and 
an general school supplies. President is Gage Love. 

— « 

Official opening of a new plant at Longue Pointe, Que, was 
announced by Permacel tape division of Johnson & Johnson 
Ltd., Montreal. Firm now manufactures in Canada a complete 
line of Permacel products including pressure-sensitive tapes 
of plastic, paper, cloth, cellulose and acetate fibre for the 
commercial and social stationery trade. Company’s sales are 
handled by a group of paper distributing houses throughout 
Canada. 





. s 
Write for LATEST CATALOG Jacques Lemieux has been appointed manager of the new 
PRICE LIST AND DEALER'S DISCOUNT Montreal branch of A. B. Dick Co. of Canada, Ltd. He was 


formerly manager of Montreal Office Machines Co. Ltd., 
: = spending the major portion of his ten years with that firm 
Neiman Steel Equipment Co., Inc. on A. B. Dick products. 

BA ~ AND VENANGO STS., PHILA. 34, PA e 

Redi-Set Business Forms Ltd., Toronto, are building a new 











CRAFTSMANSHIP 


Styled for perfect harmony with modern decor. Fashioned 
for luxurious wear. Customed for lasting comfort and 
pleasure. Priced for every buyers purse. These are the 
factors which make BRIGHT creations a joy and satis- 
by faction to every one who buys. In a large selection of 

genuine leather and Elastic Naugahyde and a wide range 


BRIGHT of styles you will find just what you want for every 


customer. 


Exemplified 









WRITE FOR THE BRIGHT CATALOG TODAY! 
545 W. 34th ST. NEW YORK 1, N.Y. 


NO. 90 EXECUTIVE 
POSTURE CHAIR 
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Offer ROWLES 


THE FINEST NAME IN 
WALL HANGING CHALKBOARDS 
AND BULLETIN BOARDS 


i 











Framed in wood or aluminum, there's a size and 
style for every use—school, office, store, industrial 
or home. Chalkboards are in See-GREEN or black; 
cork bulletin boards in tan. All Rowles bulletin 
boards and chalkboards have brand acceptance, and 
are priced right for quick turnover. Sell the line that 


sells itself—sell Rowles! 

Many other styles available including boards with 
easels and floor stands. 

Get the facts—Write today for Dealer Catalog! 


E.W.A. ROWLES CoO. 


MANUFACTURERS OF SCHOOL EQUIPMENT 
116 N. Hickory St. / Arlington Heights, Ill. 



















NEED FOR 
FILL THE GROWING NEED FE 
PERSONAL FILES WITH THE | 


Me 


MODEL NO. 650 


K ing 

1 gummed 
ail 103/ 
and 53; 
$ » ac 


MODEL NO. 850 


f mneartimentc 
ew fi lpartmen 





(_ a » Write For Catalog of Complete Amfile Line 
ha 
AMBERG FILE & INDEX CO. 


Kankakee, Ill. 
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SERVO eee the modern 
stapler that has everything 


—_— —_——- Se ee ey 





Now! A new ‘‘desk top’’ stapler that gives you: 
® Non-marring rubber feet © Chrome and decorator 


® Temporary and perma- color finish 

nent features ® Combination package 
@® Open channel loading deal 

mechanism ® A new low, low price 


Both standard and 5” sizes are available in red, green, 
black and gray color assortments. 


Manufacturers of standard and industrial type staples to fit almost every 
make of stapling machine on the market 


© Write for prices and dealer discounts 


ALL TYPE si 
STAPLE CO. partes 


1600 Manhattan Ave. Union City, N.J. 





LOOKING 
A FOR THE 
BEST? ... 


= : You'll find... 
y+ »y THE 

’ CROWN LINE” 
OF DATERS 
CLINCHES THE 
EXTRA SALES! 
guaranteed to 
outlast any 
competitively 

priced stamps 

on the market. 











Send for 
information 
on our 

complete line 
today! 





R. A. STEWART AND COMPANY, INC. 


80 Duane Street - New York 7, New York 


203 











/ 


SfoesesSnwent THE FIRST MEW STYLE No FILE TOO SPECIALIZED FOR 


ECONOMY FOLDER 
ols DEVELOPMENT IN 25 
YEARS. 


Rollafax folders are easy to 
load and reload. Users acclaim 
the new post and peg ar- 
rangement. 


Simply pull peg from rubber 
post. Holds contents securely. 





Folders available assembled : 
and in kit form Now you can easily fill those ° 
otherwise hard to fill specialized orders. 











PRINTERS: Its the answer to 
your loose leaf cover prob- 
lems. 


@ Smith Projecting Signals can be printed to order for any 
business or profession; more than 23 permanent captions for 
accountants, for example; up to 200 captions for lawyers. 


@ Sturdily constructed Smith Projecting Signals last a life- 


laf t : 4 ; hee 
Rollafax the only economy time; therefore, overall cost is low despite custom printing. 


folder that provides easy 


method of hand lettering on @ Available in '/4" to 2" widths. Stocked in 12 plain colors, 
backbone of folder for in- or printed alphabets, numbers, states, days of the week, 
dividual uses. Ideal for proj- weeks, and months. 


ect folders, inventory forms, 
for small catalogue preserva- 
tion and reference. 


Colorful, beautiful counter displays available for Dealers, 
Get profit-making information on the complete 
Smith line by writing 


g CHARLES C. SMITH, INC. 
EXETER, NEBRASKA 


For more than 50 years, a complete line of time-saving 















Samples and prices upon re- 
quest. 


Available in assembled 
or kit forms 





THE ROLLAFAX CO. 
2402 HENNEPIN AVE., MINNEAPOLIS 5, MINN. signals and indexes 














A proven way modern | 
W aluminum | 


$ to accumulate | 
accessories 


ogy gm C Sy 

















ffi 
STEEDS S<7R ONG for fy Ollices, hotey and restaurao™ 
COIN HANDLING SUPPLIES | on ina 


satin-spun aluminum 
Sold exclusively through Stationers and eye-appeal and 
Office Supply Dealers for over 40 years buy-appeal ... 
resulting in faster, 





COIN HANDLING ACCESSORIES 
Seal Presses * Legal Seals * Downey Change Trays 













easier sales, quicker 






























Teller’s Moisteners * Currency Racks * Manual Coin turnover... more 
Counters * Packaging Trays * Linen Shipping Tags ‘ 
Steel-Strong Coin Trays & Lift Pans profit for you. 
COIN WRAPPERS . : 
Old Style * Rainbow * Automatic * Duzitall write or wire 
Kweartet * Tubular * Gunshell No. 260 for eer, aad prices 
BILL STRAPS 
Federal * Colored * Banding No. 25 
. Torchier 
Write for Information! Hho, VA LC ) Company 
No. 17-C 1311 Ann Ave., St. Louis 4, Mo. 


Custumer 





THE C. L. DOWNEY CO. HANNIBAL, MO. 
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plant and office building in the York Mills Rd. suburban area 
of the city 
> 
R. A. Hopkinson, president, James A. Cook & Son, Ltd., 
Toronto, announced the appointment of J. Alan Alfred to 


the board of directors of the firm. i E E 1») A L L 
. 


G. C, Butler’s appointment as manager of Copityper Sales 


* 
Co. (Quebec), Montreal, was announced by Copityper Inc., will 
Mount Savage, Maryland. The Quebec firm has established 
offices on Montreal’s Decelles Ave. for sales*and distribution make an 


of its line of typewriter attachments. 


: outstanding 
rie H. Stubbs, on the staff of Willson Stationery Co. TYPEWRITER RIBBON 


Winnipeg, for 35 years, prior to retirement in 1952, died 


n his 69th year recently 
: ANNOUNCEMENT 


Acco Canadian Co. Ltd., Toronto, are now located in their 


* 
new offices and plant in the Toronto suburb of East York. A im the 
one-floor building, it offers expanded facilities for the produc- 
tion of Acco merchandise for the Canadian market. next 
= + ; 
Mid-West Paper Ltd., Winnipeg, are now in a new one- issue. 


story building, equipped with modern lighting, larger produc- 
tion facilities including a large, bright showroom. In Chi- 
coutimi, Que., Librairie Regionale, Inc. are now located in 
modernized quarters on the city’s main street 
. 
Frank Hellard, with Hughes-Owens Co. Ltd., Ottawa, Ont. 
for 37 years, recently retired. 


. Leedall propucts mrs. co., Inc. 
Leslie Robertson, Granger Freres Ltd., Montreal, | was INKED RIBBONS © CARBON PAPER © DUPLICATING SUPPLIES 
chairman when a meeting of the Wholesale Stationers’ As- 
sociation was held in Montreal, July 8. Scheduled as special MILLTOWN, N.J. 


panelists on trade problems were Robert C. Denver, president, 
McFarlane Son & Hodgson (Ltd.), Montreal; Jack R. Chip- 
man, merchandising manager, The Brown Brothers Ltd., To- 
ronto, and other leaders in the Canadian wholesale field. 











UNGROUND 
BALL BEARINGS 


For the Office Equipment Industry 


ILIAN 


Long life and service are assured you because — 

1. All component parts are machined from steel bars. 

2. Each component part is properly heat treated. 

3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 

able where quiet operation is desired. 













Distributors in All Principal Cities Catalog on Request 


KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S.A. 


ASSOCIATED Kilian Manufacturing Corp. Fischer Bearings (Canada), Ltd. Kilian Steel Ball Corporation 
COMPANIES: (Canada), Ltd. 240 Fleet St. East, Toronto 2B, Ont. 100 Wellington St., Hartford, Conn. 
. 240 Fleet St. East, Toronto 2B, Ont. 
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A STAND FOR EVERY PURPOSE 
Budget 


Preven Values - Priced 


TOPPER 


JK. 


BRAND 
No. 1800 








@ 


© Top size 11" x 13", shelf 11" x 17" 
© Scratch-proof 
© Sturdily constructed 


© Gray, chrome, brown 


FOR DICTATING MACHINE — 


Height — 26!/,", 3" casters 
FOR TELEPHONE STAND 
Height — 29", no casters 


Write for Complete Details 


h. a. STEGER CO. 


308 SOUTH FOURTH ST. ST. LOUIS 2, MO. 














LAWSON 
Steel 


WASTE 


Lawson 





Executive BASKETS 
Lawson 
Paneled 
Lawson 
Space Saver 
Excel in 


STYLE -STRENGTH - ECONOMY 


Lawson Waste Baskets are made of selected steel for ap- 
pearance, durability and economy. They are recognized 
leaders in beauty and utility. Available in a wide range 
of popular colors and simulated wood grain finishes. Ex- 
clusive construction features protect furniture and floors 


against scratches. Fireproof. 


THE F. H. LAWSON CO. 


Established 1816 


821 EVANS ST. CINCINNATI 4, OHIO 
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BEST SELLER— 
BEACH'S 


‘‘Common Sense’”’ 


EXPENSE BOOKS 
SHOW and SELL 


the all-time sales 
leader in this field 
—shipped in handy 
cartons for 


Counter Display 


Samples, Prices: 


BEACH PUBLISHING CO. 19829 w. McNichols, Detroit 19, Mich. 


| Wiite 
keeps in step 


with dealers’ needs 


W hen you need the kind 
of service that builds up 











your business, you'll find 
Write right behind you. We 
cooperate with dealers all 
the way down the line. 


CARBON PAPER 


TYPEWRITER RIBBONS 
" TYP-ROL Type Cleaner and Roll Finisher 
write 


ore 420 Lexington Avenue, New York 17, N. Y 


Factory: Bridgeport, Conn. 















ROLLING STORE LADDERS 


ROLLING LADDERS—Made from 
Oak or Birch 

SIDE and CEILING TYPES—with 
steel track for mounting on shelving, 
filing cabinets or ceiling. | 

A’ and LIBRARY TYPES—require | 
no track and are mounted on wheels \ 
with Automatic Safety Brakes. 
WELDED STEEL SAFETY LADDERS 
—Made from 1” diameter round 
furniture tubing, with expanded } » 
metal steps. Mounted on Swivel | XY AM 
Brake Casters. Ladder can be rolled } 
freely when no one is on it. When M \ i 
you step on the ladder the rubber | Mi NEN \ y 
tipped legs rest on the floor and ft ’ 4 1 
prevent rolling. Made in 1 to 13 4) > 
step heights, and 4 widths. “Ty 

















Send for Circulars 42-OA (Wood) & 56-OA (Steel) and Dealer Discount. 
Manufactured by 


Ravenswood Ave. 


I. D. COTTERMAN “** “cuicsco"s 





Last Year This Dealer’s 


SALES of SENTRY 
SAFES EXCEEDED 
$100 EVERY WEEK 


The Clarence Powers Co. of War, 
West Virginia, is cashing-in with 
SENTRY—the only quality-built 
small safe priced to sell in volume 
to homesand small businesses. Why 
not you? Write today for full details. 


JOHN D. BRUSH & CO., INC. 


545 West Ave., Rochester 11, N.Y. 


Ss ested 
“ie *70°° 


Standard discount plus 
advertising allowance 
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_DISPLAY-SELL Slencils 
oom 
he “EXTRA"’ Sale That Makes The Profit Difference i 
“ 6. fe t 
he Only “Whrite-in” Bookmark Pencil [ ah 
Superior Selling Features Eye-Catching Display 
| Coin-thin Jewelry Quality. Won't Requires only small — Ad- 
damage book bindings. Clip clings just for best angle. Pilfer 


Proof. Can be used flat in case. 
firmly to thin pages. Has concealed 





erase! extra leads. Choice of six 


FOR COMPLETE DEALER PROGRAM 


write tHE SLENCIL CO. 


Guaranteed mec hanically perfect. 100 FEDERAL ST ORANGE MASS 


| opular colors. Propels Repels 























i a 


Loose Leaf Binders ... made better by Cesco 


f 
Dout Youcon corset | | Since 1900...the Chuality hems 


our complete line 













When your customers want the very best . 


PA Ss UP THOSE sr eoragaessie cn nothing matches the superb quality, the ex- 


check covers, coin ee’ craftsmanship that goes into every Cesco 

FXTR savers, and other inder. . . A complete line of Ring, Prong, 

A forms to financial Post and Transfer ve the . . Visible binders 

institutions. and forms. . . Catalog and Advertising covers 

C0 M M | Ss | 0 NS Wetts tur Quteniiniien . Multi-Rite Pegboard Accounting Systems. 






WRITE FOR FREE CATALOG SECTIONS 
THE C. E. SHEPPARD CO. 


44-07 Twenty-First St., Long Island City 1, N. Y. Est. 1900 


No MORE MESSY BLACK INK! 


coming your way soon with 


DIAGRAPHY 


STENCIL DUPLICATING 
COMPOUND 


nA f ) tof 





























For Perfect Lead Points | 
BLUNT TO HAIRLINE 
Standard Model gives you points 
up to %” long without breaking. 
Just insert lead and rotate lid. 


Preferred by DRAFTSMEN, ACCOUNTANTS, ARTISTS 


WRITE FOR LITERATURE AND DEALER PRICES 


Variable Taper Model 
iets You Dial the 
taper you want 







SHORT 








LONG a 


OR IN BRE R E @ alt) tom ees 


N 
BETWEEN BAKER STREET, COLOMA, MICHIGAN 


: V/A ==>! sy 


INC. 















” 
SINGLE FLUID V1, ala 
ew oo 
Modernize those typewriter key- 
boards with the spring-cushion type- 
writer key with the new shaped top. 


* . * 


ORDER TODAY! 
ADD THAT EXTRA PROFIT! 


INK and STAIN REMOVER 











order 


| MASTER SPEED KEYS 


with the NEW LOOK specifying make and model of typewriter 


A 
SPEED KEY CORPORATION 2%2,)) Caney Sueet 


seme RAR aca te ly 








CARDINELL CORPORATION ONTCLAIF ASU 
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From Pearl Engraving Corp., 
comes the finest, 


precision-engineered keytops. 
“Your key 


to better 
business”. 


Illustrated: 2 styles 
for all typewriters. 

For free samples and brochure, 
write Pearl Engraving Corp., 
29 East 19th Street 
New York 3, N. Y. 


Don’t Waste Time | Ay 


LOOK IT UP HERE} === 


This is your ANSWER BOOK 
to all your buying Needs 


1. PRODUCT INDEX—over 1,500 prod- 
ucts classified. 

2. DIRECTORY OF MANUFACTURERS 
—over 3,000 with names and ad- 
dresses. 

3. TRADE NAME—TRADE MARK INDEX 
—Over 6,000 with names of manu- 
facturers. 





5. TRADE ASSOCIATIONS— 


4. MANUFACTURERS’ ADVERTISING— 
many use catalog-type advertising City, State and National— 
giving complete product informa- names and address of 
tion. officers and meetings detes. 
2 
Keep your copy handy —use it offen 
++-xX++- 
- Opportunity . 
: pportunity ; 
r FACTORY SALES AGENCY r 
_ Major office equipment corporation with world- saan 
x wide distribution has several new factory sales 
ark agencies available. Liberal plan of operation as- 
Ge sures unlimited profits for responsible individ- 
“i ual. Please state in letter sales experience, finan- 
v, cial status, and qualifications for handling 
in agency operation. Sales manager will interview. 
B3 Replies held in strict confidence. 
el OFFICE APPLIANCES Box W-235 Chicago, Ill. 
$e -X++-> 


CLEANS... Typewriters, 
Billing Machines, Addressing 
Machines, Addressing Plates, 
Marking Devices and many 
others... 


* Easy fo Use « No Mess 
e No Liquids fo Spill y. 
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Keep Klean 
POCKET PROTECTOR 


A VERY USEFUL GIFT! Protects 
clothing against ink stains . . . wear 
and tear, pencil marks, etc. Easy to 
transfer from one pocket to another. 
A real goodwill builder! Priced from 
7%4c. Trade marks etc. can be re- 
produced. Stock colors: white, blue, 
red, brown, or yellow. An undupli- 
cated and appreciated item in 18 
i gauge, durable, heavy-weight plastic. 


| KEEP KLEAN PRODUCTS CO., INC. 
4077 PARK AVE., N.Y. 57, N.Y. 


MOVE AND SHIP 


PROTECT 
YOUR PROFITS 


Avoid costly damages to 
OFFICE APPLIANCES 


that may require refinishing, re- 
shipping, time and labor expense, 
by using ELKAY Furniture Moving 
Van Pads, Straps, Hand Trucks, 
Padded Dollies, Casters, Padded 
File and Desk Covers, etc. 


Send for FREE CATALOG of over 


1000 ITEMS! 


> 
oes 
— 


= LKAAY PRODUCTS CO 


323-27 W. 16 St., N. ¥. 11, N.Y. + WAtkins 9-1148 


a 
27 


MARVELOUS 


Yes, marvelous is what dealers all over the country 
say about Consolidated’s deal on business forms. 
Best dealer prices. Best deliveries. Both add up 
to more sales and bigger dealer prices. 







FREE CATALOG Every type of form — 
standard and custom-printed, Redifixt 
forms, register forms, I.B.M. and 

other tabulating forms, W-2 and 

other tax forms. 


ot Smet 
CONSOLIDATED BUSINESS 


30 Vesey St., New York 7, N.Y. 








YSTEMS, 


BArclay 7-3687 








-STORE FIXTURES. 
wi aneISLAND UNITS 
vuilt for the Stationen | 
WRITE; WIRE OR PHONE- 
Butler Fixture Co. 
P. 0. BOX 123 BHONE 3-1654 FRANKFORT, KY. | 

















in LEATHER 


Wp in FABRIC 





er 

to for the Executive Suite 

m Hand Fashioned by Craftsmen of Experience 

om 

e moderately priced 

li 

18 Brochure available on request 
c. +. . 

C haan niemanh inc. 











A FINE NAME IN FURNITURE FOR OVER ONE HUNDRED YEARS FACTORY & SHOWROOM: 469 E. OHIO ST. AT LAKE SHORE DRIVE, CHICAGO 11 


CLAR-O-TYPE 











It ‘ Here! New! De caklad 





DECORATIVE PLASTIC LAMINATED CLIPBOARDS 






Eye-pleasing beauty tops 
the many selling features of 
this new line of STEMPCO 

| Plastic Laminated Clip- 
boards. Volume sellers for 
school, home, and office mar- 
kets. Four popular standard ) 
sizes. Colors and patterns as- § 7 
sorted. Write for Brochure 
and price list. 


STEMPEL MANUFACTURING COMPANY 
2830 ROBERTA STREET © DALLAS 3, TEXAS 














Handy dauber eliminates dirt like 
magic! No carbon-tetrachloride; 
non-flammable; striking displays, 
free advertising aids! 
Order direct or from 
" os your own jobber. 


THE CLAROTYPE CO., 
261 BROADWAY, NEW YORK 7, N. Y. 
FACTORY: Charleston, S.C 























“uname pmo 





USE 

THESE It costs less to draw from our huge 

en ot stock of desks, chairs, steel furniture, 
leather furniture and accessories. 


OFFICE FURNITURE WHOLESALE DISTRIBUTORS 


Laake) Le oe, ee MIAMI FLORIDA tenet eas r 
74 BROAD ST 55 Ww 
BOwling Green 9-823) 828484 


Write for Dealer 
Literature & Prices 


HARDBOARD FasricaTors, inc. 


59 BRANCH ST ee 














THE LEADER 
IN PLATENS 


AND OFFICE MACHINE ROLLS 


Typewriter Tools—Parts—Supplies {io . Na G4 4%, 
Ames Supply Company eee iy. SLLLULOMD PRODUCTS 











ATLANTA DETROIT Loose-leaf envelopes, punched; card-cases, any size; 


156 Alexander, N.W. 6527 John C. Lodge Expwy. menu covers; factory record protectors; tag holders; 

CHICAGO NEW YORK bill-fold envelopes; stamp containers, etc. Made of 

564 W. Randolph St. 37 Murray St ene Gone ~~ transparent cellulose. We 
| ° ° . 

DALLAS SAN FRANCISCO your particular need. Write us details, 
19132 Commerce St. 545 Mission St. Markile 

AGENTS IN ALL PRINCIPAL CITIES 902p S. Wabash Ave. Chicago $, Ill, 








OA—8 /57 209 












tHE Smead 


CRAFTED 
Sir: CNS 


BUSINESS GIFTS 
for Business People 





Although the Smead items shown on this page have 
a steady sales impact twelve months out of the year, ' 


they can‘also. be heavily promoted as business gifts. 





Customers will find that they gift wrap beautifully 
.. . they will make interesting displays in,your win- 
dows .. . the free _mats.available from Smead will 
help you to promote their sales. 


@ No. VLP-1611—PERSONAL PORTFOLIO 


Constructed of pure vinyl, brown pigskin grained, size 
16” x 11” with plastic zipper. Perfect protection for 
business or personal papers whether in the office or on 
the street. Any man can use several of them. 


Also available in tan rodeo pattern No. VL-1611 


No. VLP-1611 






@ No. VL-445—CARRYING CASE 
This new carrying case combines features not found 
elsewhere. Made of vinyl, with welded seams, special 
fastener, expansion up to 13%,” it is ultra smart, eco- 
nomical and compact. Makes a practical gift for any 
man. Brown pigskin grained. 
No. VL-445 (Size 15” x 10”) 


No. VL-445 No. VL-442 (Size 11” x 5”) 


No. 4053E—EXPANDING WALLET (Illustrated) 
“ON THE STREET” CARRYING CASE 


KLEER PAK No. P-10 with 10 Sheet Protectors 
BINDER No. P-20 with 20 Sheet Protectors 





i 
i waitin eaidiiee cO., HASTINGS, MINN. 





A binder for a man’s per- 
sonal clippings, photos, tes- 
timonial. letters, etc. Size 
12” x 10”. Plastic leaves (2 
side exposure). Plastic rings 
hold leaves in perfect align- 
ment. Cover panel permits 
personalization. Brown pig- 
skin grained. 


Available in Rodeo grain. 

No. R-10 with 10 sheet 
protectors 

No. R-20 with 20 sheet 
protectors 


No. VL-39—DESK FILE 


This brown, pigskin grained, 
vinyl cover desk file has ten 
subdivisions with bronze, 


insertable, metal tabs. This . 


expanding file, with a right 
hand index, will grace any 
desk top ond will last for 
years. 


Keeps important, attention 
needing papers on hand but 
oway from prying eyes. It 
gift wraps beautifully. 


This economical expanding 
wallet serves as an excellent 
carrying case for papers, an 
extra shirt, etc. A man can use 
several of them for a wide va- 
riety of purposes. Leather-Like 
Material resists elements, - is 
unaffected by perspiration. The 
lock makes contents snug at all 
times. 


These Smead wallets are avail- 
able in 4 sizes in both 1%,” 
and 34” expansion. 





No. R-117A—EXPANDING FILE 


Made of Leather-Like Ma- 
terial, this economical ex- 
panding file contains 21 
roomy pockets, indexed by 
alphabet. Material is un- 
affected by perspiration, hu- 
midity . ... colors will not 
run... outwears ordinary 
cover stocks nine to one. An 
excellent gift for office use 
or for a man's records at 
home. 
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WRITE US FOR NEWSPAPER MATS...AND WINDOW DISPLAY MATERIAL TO PROMOTE THESE ITEMS 
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| History of the Flat Top 
Desk Dates Back to 1912 


*COMMODITY INTEGRITY is impor” 
tant in everything you buy. Hf the com - 
ties you buy have integrity, you co" depe' 
on de merchant from whom you bay also 
having integrity. 
At SHAW & BORDEN ve depend entirely 
on quality lines of merchandise. We know, 
that teel Desk Line, man 


for example. our 5 
by YAWMAN & ERBE, Roches- 





There is 
tee YAWMAN & ERBE 5 
Files for their lifetime because we know the 
quality, style and utility is @ 
give © satisfaction. 
YAWMAN & ER 

< i dd, in 
1912. p 
top” office desk. This later became the 
dard for the entire office furniture in- 
use over the 













se i 
west Tradiny stan 
dustry and is now in common 
world 
re A pre- 


busines* principles. Our sup 
selective in ing dealers. They do not 
condone our offering or advertising mistead- 
ing discount» and price schedules. ’ 
, that to properly sell and 

ir products requires @ fair price 
At to the seller. 


Therefore, when y ; 
ment at SH AWas BORDEN you can © 
urer'* 


ying Ho more 


SHAW & 


always the lowest cost. 
Neisuany Uae 


MANAGER 





SHAW & BORDEN 
Printers and Stationers 
Ww. 325 Riverside MA 4.2306 


Spokone 










Ane 


Siandard Securiiies 
Corporation 


mans. SASH 






...and look what’s happening ! 


If you are fa : 
< ced with the probl 
custome ; problem of convinci 
surtent otha quality and dependability are oon te 
price—then read what this dealer did. 

id. 





by William W. Goss 
Manager, Shaw & Borden, Spokane, Wash. What happened ? 
“On March 2 F : 
. iVic 7 24 1957 we ° 3 OW, 
y 4901, ran this ps Pe e soon , 
in the local newspaper paid advertisement atid dail aes — value is a more compelling 
Speaking frank ‘ ? rice. Since this ° 
5 an y 7e Wc > , sa > 
say that we pes we used grown-up language to — our sales records show rey seie = 
™ consider our Cus _ : , our mark , . > Dusinessm 
i gent buyers of value, and istomers to be intelli- Seam rket do want fine furniture and equi a 
adhere to a sslacink 0 ~s of respect for them we sal es reputable maker and reputable pcan 
‘ ‘iple o A , ot bargains ealer .. 
j proved by our handling ommodity Integrity—as Vou y ig ‘ 
equipment. _ office furniture and vepiunaaiitaa pret Ray Y. Call your local 
ry e, OF write > 
details about a oe} home office, for full 
4 ise. 





YAWMANAND 
FRBE MFc.(O. 1045 JAY STREET + ROCHESTER 3, N. Y. 





The Perfect 


BUSINESS GIFT 


TO SELL TO YOUR 
CUSTOMERS 


-oeee OR FOR YOUR 
BUSINESS GIFT TO 
YOUR CUSTOMERS 


ONE LINE......$2.50 





Everyone likes to see his name in print! That’s why the most per- 
sonal business gift you or your customers can give is an individually 
and permanently engraved Heyer Desk Nameplate . . . the gift that 
compliments as well as pleases. It will be used for a lifetime, for 
the beautiful engraved Gothic Lettering cannot fade, wash, or rub 
off. The nameplate is always bright and clear, adds dignity to any 
office while identifying personnel. These new Heyer Nameplates 
are made of laminated Bakelite or walnut grained Formica. Each 
has a crystal clear Lucite base permanently attached. Another won- 
derful application is to use as counter and window merchandise 


signs. 


HERE’S HOW TO ORDER: Each sign is available with one or two 
lines. Each line of stock sign is limited to 17 characters (count each 
space between initials or words as one character). Each additional 
character 25c each. One line signs have % in. Gothic characters 
engraved in 17% x 8 in. face. Two line nameplates are similar to 
above but have | in. high beveled Gothic letters for second line. All 
orders received by Dec. 16, 1957 will be shipped for Christmas de- 
livery. Be sure to clearly print name and /or title and the nameplate 
style desired. 





1852 S. Kostner Ave. °* Chicago 23, Ill. 


NEW e BEAUTIFUL 


LN THE HE YER CORPORATION 










e FUNCTIONAL 


Hy at Custom Engraved DESK NAMEPLATES 


Two LINE .. 00. $3.50 
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No. GY 





-8D—White Letters on Gray Bakelite 


. 
° BW-8p— ite letters on Black Bakel t 
N Wh ite 


USABLE - PRACTICAL 


7 





ADVERTISING MATS 
AVAILABLE FREE! 


Write today for FREE ad mats that 
will help you add new Christmas 
gift business—and new profits— 
this season. Available in two sizes: 
1 col. x 6-in. and 1 col. x 4 in. 
Order a set TODAY! 








